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LIGHTING 
FIXTURES 


JUNCTION 
UNILETS 


I x plosion proof electrical equipment is more mportant 
today than ever before. Manufacturers of matertal han 
dling equipment are adding explosion-proof swit hes and 
connectors to machines to be used in hazardous areas 
And, an ever increasing number of industrial plants are 
almost entirely equipped with explosion-proof electrical 
equipment, APPLETON’s full line of explosion-proof 
equipment offers you the opportunity to capture your 
share of this new and lucrative market, You need never 
miss a Sale, because APPLETON is 
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Get More |Dependable Protection| 
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1al-Element Fuses 


e types 


Write for new Econ Catalog S-¢ 
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electrical wholesalers 


Y PUrpose } 


fuses for ever 
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ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Iii. 
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INDENTER TYPE 


FITTINGS 
FOR E.M.T. 
Concrete-tight 


Briegel, the Original 
Indenter Fittings are halite 
Connector 


neater in appearance, 
easier and faster to use. 
Installation is simple 
and less expensive. 
Two quick squeezes 
sets them forever. 

Try B-M Indenter 
Fittings and get more 


profits from cach job. 


Cross section 


Gerd Ae comely (BM) 


With Federal Specifications W-F-406. G A Vv A ILLIN 


: > 
=, 
Wy 
4 
As chy 
+ 
All Indenter MA ] 
- 
Fittings ore UL Approved \ 
— 
: Frincipal Cities for Immediate Delivery! 
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(COMPRESSION 
type 
FITTINGS | 


FOR E.M.T. Rain-tight 


-BRIEGEL METHOD TOOL CO. 


GALVA «+ ILLINOIS 
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LETTERS TO THE 


EDITOR 


Still a Winner 
Dear Sur 


Y oul; 
Made 


have 


article on “How a Salesman is 


(Jan 19S4 Pp $7) seems to 
been a big success from coast to 
coast 

I think you and your readers would 
be intereste is know that 
John Roberts (Gough Industries, Inc 
Salesman ot 


well to 


Los Angeles) was voted 
the Year” by the Sales Executive Club 
of Southern California last year for his 
sales proficienc y 

Here's th 


the Sammy was presented to John 


poem that was read as 


Sammy Award Presentation 


By Whan 


Ihe next man we'll be calling 
At selling is great 

Before it’s too late 


He enthuses the clients 


quota 


And makes them want more 
If he doesn't stop selling 
They're apt to be poor 


And makes many calls 
He's 
[hat time 
He Sa planne I and doer 
With good follow thru 

And to ask for the order's 
One thing he can do 


pleasant 


so enthusiastic 


never palls 


Now, his home is his hobby 
His family ts 
All the tume 


them 


four 

he's out selling 
To buy much more 
He is active in civic 

And local affairs 

[here is one thing that gripes him 
That's putting on “airs.” 
So the time comes to honor 
This citizen grand 

Who's 
A hi hou c and land 
That Gough 
We know they are prouc 
Just as we are to call him 


John Robert real 


iS proud of his selling 


Industries have 


loud! 


R.M 


From Down Under 


Dear Sir 
We hi: 


t now preparing p 


new warehous the material 


Comments from distributors on 
“Let's Sell Lighting With ‘Honest 
Prices’ (EW Mar. ‘56, p. 72) 
continue to arrive at this office. Be- 
cause they are pointed and lengthy, 
some additional comments are pub- 
lished on page 68 of this issue. 

Single reprints of the original 
article are available at no cost; tor 
prices on larger quantities, write to 
Ihe ditor, FLECTRICAI 
WHOLESALING, 330 W. 42nd 
St., New York 36, Y. 


MA 
MAINLINE 


rikit Wi 


ferial and tdéa 


TRICAL 


42nd St 


Still Pouring In 


Dear Su 
Wi 
sets ol on ble 
Equipment 
Marui 
GINTRAI 
A HOWA 
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@ Sin 


reader 


/ quipment 


installment 


lechnical 


rile 


KIC AL WiHoLt 


ver York 


mber 


ntinued on page 100) 
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ALING, 430 W. 42nd St., 
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4 
| TO OUR DISTRIBUTORS 
It's 4 real pleasure to write this, my first memo to you. 1] Tt 
You'll be hearing from me through similar memos each month as We {TT I 
discuss problems and opportunities we face as pusiness partners. sens 
I'm planning to get personally acquainted just as quickly as I — 
4 can Trips during the past few weeks have taken me into the “TTT 
Richmond, Philadelphia, New York Boston Baltimore, and I 
Washington areas. + + 
‘ One thing that 15 impressing me very much 48 I visit yarious Cy] 
' parts of the country 15 the strength of the first coordinated BBs 
industry-wide effort to develop the residential market. "Live 
| setter. . -BLECTRICALLY is a theme which ghould unite all of us 
interested 1m this tremendous potential. 
i 1 powerful nation-wide promotion will include magazine ads, ++ 
television programs, movies, and contests. Local promotion will 
Tt t+ be focused through public utilities who are sponsoring programs 
b+ for builders, contractors, dealers, architects, bankers, and ar 
| realtors. tt 
How can we partners further the "Live ++ 
ry program? 
. We can use the slogan and emblem ( shown below) 1 all forms of il 
I mT advertising and sales promotion aimed at the consumer. This may onbe 
6hgKm ry geem to be 4 rather minor effort, but 1% will add 4 lot + 
Jud of impact to the overall program. | 
(t's inspiring to see the various elements of our electrical 
awe. industry cooperating to put this important program across: By 8° I 
doing, we are not only performing a significant public service 
through encouraging higher living standards but also are puilding 
an a better market for our products. It's 4 good deal when ‘— ‘ 
yours very truly, er, - 
SQUARE D COMPANY i = 
AALS 
w. J. Moriarty 
wJM:mbw Distributor Relations Specialist 
ISSR 
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Vermont Hardware uses donated space 


How to Sell Better Over the Telephone 


Getting the most out of your phone? He b 


Spotiighting Your Markets 
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More on ‘Honest’ Fixture Prices 
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$600,000 a Year—at the Counter 


Birmingham's Mayer Electric Supply likes its 


The Salesman’‘s Technical Notes J. F. MePartland, W. J. Novek 
The subject this month: Wires and Cables—'!!! 


New Shell Game: ‘Who's Got the Warehouses?’ 


Point and counterr nt by distribul e Me snd 


W. W. GAREY 
Boosting Lamp Sales 300% Robert $. Bush 


That's just what Barrett Electric Su ha years 


Graybill’'s New House 


Its architecture is old-fashior 


Herbert Metz Retires 
Industry leader Herb Metz 


An Editorial 
The Shortage of S 


M Vest y lew 


Publication Office, 1309 Noble Street, Philo 
eside 
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- +++ FOR YOUR 
100 AMP SERVICE 


REQUIREMENTS— 
USING SERVICE 
ENTRANCE CABLE 


e Here is an index of Midwest 
Catalog items, designed to meet your 
specifications for fast and rugged in- 
stallations of modern 100 amp service 
entrances using service entrance 
cable. 


¢ This is a convenient guide to help 
you in selecting materials for these 
special installations. 


UTILITIES 


Our engineers have worked with 
utilities in various areas of the 
country in developing fittings for 
entrance cable. We invite your in- 
quiry whether it involves copper or 
aluminum conductors. 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicage 12, 


a 

Ase. 
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NEW PRODUCTS 


Fluorescent Lamp 
General Electric 
Cleveland, Ohio 


Co., Nela Park, 
fluoresc 
the light 
present tubes of equal length. It fea 
ot 


side 


“Power CGsroove nt lamy re 


portedly doubles output of 
length-wise 
of the tube 


tube is nearly | 


At the 


sh ipe d 


tures a se 


along one 


the 


PTOOVES 


In cross-section. New ballasts have 
been designed and new fixtures will 
have to be dk signed to accommodate tt 


Ihe lamp is for use in new industrial 
and commercial installations: not as a 


replacement. Basic length is 8 ft. Four 


feet lamps will be availabl Six-feet 
lamps will be developed for street 
lighting. Samples available in June 
Adequate supply expected later this 


year 
Lighting Units 
The Art Metal Co., Cleveland, Ohio 


Recessed “Amecolens” is made of clear 


glass prisms which are claimed to 
direct light in the truest and most 
flattering manner for use in dramati 


lighting effects to sell various kinds of 
merchandise. This latest lens deve lop 
ment is installed in the manufacturer 

Eliptisquare” units 


= 


Fluorescent Fixture 
Steber Manufacturing Co., Broad- 

view, Ill. 

Skyliner ‘I 

work 


panels 


Ultramodern lighting 
for 
Wir ip around 


extruded 


outdoor areas 
lighting 


weather 


nxture 
are 


made of resistant 


Ienite butyrate plasts According to 
the manutacturer, the tough butyrat 
material has made possible thin sectior 
of exceptional clarity This feature 
plus the wrap-around” contour, re 
ults in much ter light emission 
than heretotor lable in this type 


and size of fixture. Panels are 
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hinged to 


the fixture. Door frames, 
chassis and all other parts of the “T 
of The 
unit is Completely closed. Available in 
1 8, 12 16 toot 


be joined 


fop cover, 


hixture are made aluminum 


which 


to 


and sections 


can readily end-to-end 


provide a continuous lighting strip 


Attic Ventilator 
Diehl Manufacturing Co. div., The 
Singer Mfg. Co., Somerville, N. J. 
Panc ake” 
PA 


imum attic space 


package ventilator, 


is designed for homes with min 


type 


It is Only eight inches 


deep and about 30 inches square. The 
complete unit is said to be easy to in 
stall. Only about two or three inches 
of the ventilator protrudes above the 
attic floor’s level. Louvers open when 
the ventilator is turned on and close 


iutomatically when unit is turned off 


brigid, Inc., Brooklyn, N. Y. 
sible 


fan 


Electrically rey 
Venturi 


in automatic temperature 


er push-button 20 
with 
I 
Six 
in 
Ww 


inch equipped 

control 

mounted 
peed 


in 


propellers rubber 


“are 
speeds: 3 speeds exhaust 
take 


44 in 


Rated at 


Adjustable panels from 
Ten ft approved cord and plug 
115 volt, 60 cycle, ac 
Lamps 

Sylvania Electric Products Inc., New 
York, N. Y. 


Iwo additional sizes have been added 


to the “Softlight” incandescent lamp 
line. The new additions are a 40 watt 
lamp and a 25 watt flame type Sott 


light is 4 pearl pink incandescent 
lamp which filters out the blues and 
greens in the color spectrum 


Strain Reliefs 

Heyman Manufacturing Co., Kenil- 
worth, N. J. 
yoo 


strain reliefs are designed for 


the 300 ohm “Twin Lead” used in tele- 
vision installations. The units are used 
where the lead enters UHF converters 


indoor antennas or the TV set itself 


Lamp Guards 


McGill Manufacturing Co., Ine., 
Valparaiso, Ind. 
Phenolic-handled guards are 


rounded 


available in grounded or ung 

models. The series is for use with 
lamps up to SO watts in size. They are 
Ul approved for 15 imp 125 volt 
service Ihe molded phenohe handle 
features a built-in convemence outlet 
permitting the use of portable power 
tools without the need for additional 
extension cords, The 3-wire series ha 


vrounded through the internal 
\ third 


the 


the cage 


construction terminal 


handk 


provide s contact with attached 


cord 


Jar Hammer 
I. J. Cope, Inc., Collegeville, Pa. 


Jar hammer ts a conduit cleaning tool 
It is used with allt pes of cutters for 
removal of such obstruction heavs 
ilt, cement Ihe heay piston-like 
hammer deliver i blow du thy at the 
cutting tool, The hammer made of 
inch diameter steel tubu with heavy 
piston ind hammer working inside the 
cylinder on a 12 inch stroke 


Fluorescent Brackets 
Moe Light div., Thomas Industries, 
Inc., Louisville, ky. 


yer tart fluorescent bathroom 
hy icket ute now ivatlablh hes 14 
and 15 watt units are equipped with 
Gil new Irigver-Start ballast 
Both have nop vitche run on 60 
ycle ac current and can be wired to 
a wall switch if desired 


Connectors 
Electrical Fittings Corp., Woodside, 
A 


Ninety degree and 4 onnectors ar 
ud to ecliiminate the need tor bendit 
and threading rigid madurt Ih 

onnecto ad nated i the 
(for 90°) and | st) tf 

ud t afl new of installa 
plete installation i med to on 

take second na in withe 

tool Ihe nu Nach 1 off ndu 
nserted iti tighter 1, hand-tigi 


| i 
| SSCs 
L = 4 
we 

— 

== 
Vf \\ 
4% \ \ 
\ 
| 

\\ J 
SST ‘ 
Fan 
‘ 

A pe rin pie Cl 
ig 
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ODGE COPPER PRODUCTS 
CORPORATION 


vites you to visit 
Booth 104-105 
ention of the 


PHELPS D 


cordially in 
our Conference 
during the conv 
NATIONAL ASSOCIATION 
Ot ELECTRICAL DISTRIBUTORS 
ador Hotel, Atlantic City, N. J. 


Ambass 
June 10- 14, 1956 


PHELPS COPPER PRODUCTS 


‘CORPORATION 


{300 PARK 
AVENUE 
NEW YOR 
K 22, N 
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Fan NEW PRODUCTS 


Chelsea Fan & Blower Co., Inec., Li 

ighting Fixtures 
Plaintield, J. g 
Pedestal fan n blectro Sily-A-King Corp., Chicago, 

i man may 
height. The ta Ota ihrougn Higt 

I he 


he 
Foot Switch 


Square D Co., Milwaukee, Wis. 


lentihed 


Flashing Lamps 
General blectric Co Cleveland 
Ohio 
Wire Cutter 
Champion DeArment lool Co 
Meadville, Pa 
1) 
Motor Starter 
burnas Co., L000) Mickee 
St., Batavia, I. 


Size 4 


Tape 
Minneso’a Mining and Manufac 
turing Co., St. Paul, Minn. 


Russell & Stoll Co., New York, Push Sottons 
N.Y 
! 


Rodale Manutacturing ¢ 
bmmaus, Pa 


{) 


Pilot Light 
Pass & Seymour, Inc., Syracuse 
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k nut. No-thread con Bec 
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Ihe gl teel. Variations can 
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esh au ntak man i! 
pot irculator h 1} 
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} ani lox’ o () Pox’ tor 
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to accommodate larger material suct wed ent lamy | my lable in 
‘ liamet 1) ¢ OM pa 1} n fl 
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B STOP High volts plicing tape (no tyem J 
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TRY THIS 


RENCON 


“Install three 


REMCON simplified low-voltage switching means up to 40°) more profit for the con- 
tractor on 3-way and 4-way switching. Once an electrician sees how easy it is to 
match the 3 wires of each silent switch to the 3 wires of the REMCON relay, you're 
on the way to years of profitable REMCON sales. He’ll want REMCON for everything 
from 3-way switching to complete basement-to-attic remote control installations 
and remember — a REMCON-minded contractor means more business for you. 


REMCON DIVISION, Pyramid Instrument Corporation, Lynbrook, New York. 
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The chain reaction 


To affect everyone 


Not enough 
schoolrooms 


Disaster insurance 


Price discrimination 


New wage-floors 


Down on the farm 


Manufacturer's Choice 


Discount rate increase 
to act as a brake 
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TOP OF THE NEWS .. . and its significance to you 


ted 


In February, 1955, the price of copper on the domestic n ket was que 
at 33¢ a lb. The price rose to 43¢ last August. It ve high of 


46¢ a Ib. this past February—an increase of 39.4°°. The EW Wholesale 


Price Index (page 134) shows that fo March, the p of pp wire 
bare, was 34.4 higher than in March, 1955. Buildin vire, type R, was 
up 41.6 per cent over the same period. Non-metall heathed cable wa 
up 19.8 Averaging the three product a 31.9% e om March 
1956 over March, 1955. The price of copper, tt hn evel i 
However it will take time for an effect to be felt. Copy ly bought 
three months ahead of the delivery date). Now beginning t how a strong 
rise in price iuminum 


Steel companies are calling tor higher p On hu dvocated an 
increase of from $12 to $145 a4 ton. Informed sou heve « ot biggest 
price increases on record may come alter steel-labor talks th ummer. The 


expected advance could be around $9 a ton 


Contract awards during January and Februat lw ww howl nstructhon 
were more than double a year ago. Current | of mas hool district 
indicat ome sort of a boom that would last tw perhay three il 

More than 67,000 new instruction roon ‘ heduled tor th vear If 


figured on a recommended maximum of 40 pupils per room, th number 
would fall short of providing adequate school housing. [hy rent need 
is around 5.000 new class rooms tor Ih new onstrus 

tion. Obsolete structur ind buildings now on the dows cle ie not 


taken into account. Some figure imal ck i my 


Flood, mud and your busine Ihe Senate Banking Committee has ap 


proved an experimental $5 billion program of teder k mnsuran 


A commitice of experts in costs and accounting undertook Iwo i mo 
to study price discrimination allegedly p ticed | manulacturetr inal 

suppliers. Their report-—as analyzed on the News For The In p 

is said to urge the FF idopt hroaud. tle» | py j 

cost justification argument id need hy 


mination 


defense on such complaint 


More state minimum wage legislation iS | iy tt in if 
since 1937. Current activity in a number of stat " wding to the Na 


tional Industrial Conterence Board, suggests even more changes in ways 


floor guarantees for intrastate workers th r Rat me stat re 
fixed by legislative action ‘hile under other ite suve-floor in 
creas § depend olel upon administrative proced fhe minimum tound 
most under state laws 1 ¢ an hour. In stat ATi i} mount ms ex 


pre slv fixed by statut it equals or exceeds th um 


Less than half of the nation farms | mi than 60 mper | ! 
ervice. According to an Edison Elect Institut prepared by th 
Farm Section, reports on wirin ndicate that ser nt pacit 


is not uniformly sufficient to pr 


If a manufacturer ce les that the whol { 
distribute | product i NALD 1) 
he should set and maintain an honest policy 11! j 


An open letter to the association's members! 


hest poli Set page 14 


Bank d int Was raised il Api n ithon hve 


discount rat the interest charged by Fed K ks when the 

lend money to ther mem banks. The demand for funds has been rising 
weekly eve! n bisenhower announced |} nid horrow 

ing in March ros Many manufactu Apectation 
Ot bigher es! th met It 


| 
4 
0 ral mayo ine al help case a 
4 
nel 
| 
: 
| 
ind hay yon to th for the mor S net id ou ré 
i¢ mival }? cs nvent j if ij ‘ ij regquced 
production ment. Higher ri held | | 
brake liscourage marginal borrower It was the filth hike with i yeu Pret 


COMPCO CORPORATION 
0d hifif Y anneuned 


MITCHELL MANUFACTURING COMPANY 
LIGHTING DIVISION 


ha if unin, lb ty 


wild be combsned and ase 


MITCHELL LIGHTING 


A DIVISION OF COMPCO CORPORATION 


Mitchell Lighting sales representatives will continue 


to serve customers nationally through this division 


Mitchell Lighting will continue its basic policies—in- 


cluding an expanded program of product development 


Mitchell Lighting equipment will continue to be avail- 


able through recognized distributors 


The combining of two outstanding lighting lines now 
enables us to render an even better service to the 


lighting industry! 


COMPCO CORPORATION 


2261 WEST ST. PAUL AVENUE, CHICAGO 47, ILLINO!IS 


ELECTRICAL WHOLESALING—May, 1956 


; 
, 
‘ 
4 
7 
— 
12 
EY 
: 


NEW DESIGN 


POWER OUTLET 


Measuring only 1.296 tror 
mounting plate to base, thi om 
pact. new flush-type ‘ 
minimum ingle gang bor 
without touching the id 
Ample space is allowed 

hottom of the box tor 

wire Hubbell CACTUSIVE re xtra pace at bottom of box 


climinates necessity of crowding or 


war pal hack further 
plate jamming wires and contributes to 


a safer installation 


speeds and simplifies installation 


ind insures Utmost wiring security 


‘Terminal Screws Can't 


CAT. NO. 30 Amp., 250 Volts. 


9350 Grounded and Ungrounded 


Outstanding Design Features 


@ Shallow, compact, rugged . . . fits minimum size 


box. 
ninal | are held 
captive to term i} plate can't 
back off ind touch sides of box 


@ Pressure plate back wiring simplifies installation. 
@ Terminals completely recessed for complete safety. 
@ Captive binding screws can’t contact sides of box. 


@ Terminals cadmium plated to permit use of alumi- 
num building wire. 


@ Tough fibre shield protects terminals. 


@ i-hole mounting plate permits mounting flexibility. 


Harvey Hubbell, inc. 


Dept. 


Bridgeport, Conn. 


FACTORY WAREHOUSE LOCATIONS ASSURE NATIONWIDE STOCK AVAILABILITY 


103 Merth Senta Fe Ave. 
les Angeles 13, Coll. 


1675 Ave. 
Sen Fronclece, Catt, 


wa Fits Smallest Single-gang Box without Ss 
3 
Jamming, Squeezing or Scraping 
Cha 
| 
| 
| 
\ e 4 
| 4 
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HE SERVICE ENTRANCE CABLE FOR TODAY'S HIGHER LOADS 


TRIANGLE 


Triangle Service Entrance Cable, with Type RH-RW insu- 
lation, is far and away your best buy. Not only does 


Today’s highly electrical 


homes demand a Service Entrance Cable Triangle Service Entrance Cable incorporate today’s 
‘ ne . highest quality insulation, the cable also has these out- 
with the ability to handle much heavier standing advantages 
loads than ever before. That’s why Tri- 1. “Silver” outer cover. 
angle changed to a better insulation — —— smooth, good-looking, takes and holds paint, easy 
© strip. 
Type RH-RW. All Triangle Service En- ; 
yP —_ g 2. Tough and weatherproof — yet flexible. 
trance Cable is now furnished with this The cover and inner construction of Triangle Service Entrance 
Cable are made for long-lasting ruggedness and flexibility 
fine insulation. Type RH-RW insulation The outer braid is a unique combination of glass filaments 
js P ate " and long-staple cotton for long life and a guarantee against 
exceeds Underwriters specifications for peeling, cracking or festooning. Inner layers are made from 
the best available material —so good, that you can 
either RH or RW. the quality of this cable the minute you handle it 


RG 


The Trade Mark 
of TOP Qvality 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE - CABLE - CONDUIT ~- PLASTIC PIPE - BRASS AND COPPER TUBE 
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The 3 Most Important Questions 
On Your Lighting Prospect’s Mind! 


hahting 


standards? 


PLANS WHICH PROY 
THAT MEETS 
STANDARIS Wy 


Use the FACT BOOKS for the answers! 
Then use the CERTIFICATE to clinch the sale! 


Is Certified Lighting In 
Sell more and bigger lighting jobs by using the Fact Books of Certified Lighting Operation in Your Area? 


in your sales approach, They are available to electrical contractors and others This program is operated locally under 


wherever the Certified Lighting program 18 in operation Lise them to show your the joint sponsorshi f all electrical 
groups, If r area ted be 
prospect the national standards and how his present lighting compares with ny plead gar ' 
these standards. There is a Fact Book for each Ly pe of lighting for store otherwise te The National Light 
_ othee .. . se hool... and fac tory Lise the } act Books also to show how your ng B 


plan is certified by an impartial authority and counte rsigne d by you to guarantee 


that the installation meets national standards. Then...use the guarantee 


certificate itself as the final sales clincher to prove your recommendation is 


right in plan right with standards right for installation. Send for free 


booklet and free copies of the four FAC r BOOKS te day! 


i 


Ne « @ Bureau 
fork y P ‘ ne 


155 East 44th Street. New 


Loring Cement Secon ot NEMA tne novos! 


NATIONAL LIGHTIP 


This program is sponsored by ali these member companies of the industrial and Commercial Lighting Equipment 


Section of the Nationa! Electrical Manufacturers Association to heip you increase your sales 


~ 
| 
A\ / a 
| 
\ | bye ure that my new 
\ 
\ \ \ 
; 
= 
as 
~ 
for a = 
Better America A oF 
3 BU 


lightening connectors, Machine delivers 4500, 2.ton blows per minute Assembling leads. Fach vibrator delivers 4,4 


ELECTRICAL WHOLESALING—May, 1956 


a. The completely self-contained Jackson Track Maintainer 
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durable cable we’ve ever used” 


says ELECTRIC TAMPER & EQUIPMENT CO., Ludington, Michigan 


| esiaongetien the executives at Brand Amerclad cable. The vibra flexibility than ever before. The 
Electric Tamper & Equipment tion and flexing (which are very tough, well-cured jackets are impet 
Co. found out that when railroads severe) caused previous cable to vious to oil, grease and the burning 
order a piece of machinery, they ex crack until the jackets actually un 
pect it to last a long time without peeled away from the conductors In the company’s own word 
breakdowns. Since then, Electric So they asked American Steel & “Tiger Brand cable is certainly su 
Tamper has won a high place in in Wire for advice perior to anything we have ever seen 
dustry by producing a line of the Tiger Brand Amerclad was the for this class of service. Its complete 
hardest-working, toughest track solution. Finely stranded conductors dependability under all service con 
maintenance machines on_ the soak up vibration and allow greater ditions has definitely helped us to 
market maintain our good reputation in the 
Leader of the line is the Jackson field 
Track Maintainer, used for tamping ee | oe ” Do you want a better clectrical 
ties. It has 8 powerful vibratory mo a ust 6 cable engineered for your equip 
tors that drive 8 tamping assembli« 9 q ment? Just call your American Steel 


Kach motor is powered with Tiger & Wire representative 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL GENERAL OFFICES CLEVELAND, OHIO 


A GENEVA STEEL DIVISION. SAN FRANCISCO PACKS AS! TENNESSEE COAL & IRON DIVISION, FAIRFIELD ALA IHERN DISTRIBUTORS 


UNITEL ATES COMPANY NEW TORK 


USS TIGER BRAND ELECTRICAL WIRE & CABLE 


A STANDARD TIGER BRAND CABLE FOR 
EVERY SPECIAL JOB 


“y machine tool and building paper and varnished 
wire cambric cable 
special purpose wire and aerial, underground and 
cable submarine cable 
wl ¢ asbestos wire and cable e shovel and dredge cable 
e mold cured portable cord 


+ 
‘ 
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_ Even the interior 
is safeguarded! 


PYLETS are completely, permanently protected 
with CADMIUM PLATING—CHROMATE-SEALED! 


Rust and corrosion never get a chance at Pylet Conduit } Pi 

Fittings! A thick, heavy, all-over coat of cadmium plating — ) 

... sealed in with a protective coat of chromate finish... | fata 

makes Pylets stubbornly resistant to moisture, dust, or } 

corrosive atmospheres. No other fitting provides this |} f 

ALL SURFACES PROTECTED AUTOMATIC PLATING 

Even. threads and inte ire CONTROL ; 

protected, Not! spread ver esse ire enti! illy timed 

ali as thor iar mi! for uniform ind ver 

age. Laboratory test tain 4 =e 

EXTRA THICK PLATE 

provides hard-to-mar, lasting pr 

tection! 

CORROSION-FREE THREADS : a 

CHROMATE-SEALED Conduits and covers are ALWAYS ; 

to preserve high te ind give easily removed. There thread ; PY r 

extra} tection aga t n! breakage! 

Meets UL and all applicable Federal Specifications for cadmium plating! ~~ wt 


Sold nationally through authorized distributors 


THE PYLE-NATIONAL COMPANY 


WHERE QUALITY IS TRADITIONAL 


1352 N. Kostner Avenue, Chicag 


and Agents Principal Cities of the US. and Canada « sn Agent, The Holde id. Montre 1 De tment 
way 30 Church St., New 7, NY. © Industrial Export Department: Rocke te 5 E. 400 New York 16.N.Y 
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TRA DE-W/AD \\GHT/VENTILATOR COMBINATION 


Here's the perfect answer 
for light and 


requirements 
Trade-Wind Model 1701 Combination Light 
beautifully designed flush-ty 
provide brilliant illumination 
100 CFM blower unit 
and out icke bath 
Mode | 170] it} tall] 


lation EXpense The 


in one mexpensive unit 
ventilation in inside 


yathrooms under | H \ 
(and outsid 


le ones. too 


Ventilator i 
pe ceiling unit. Two 75 np 


And the time-tested Trade-Wind 
mmplete ventilation—for both 


team lingering dampne ind od 


| 


tire 
eliminating 


between joist ancl the 


unit 


pre-wired, further eliminating extra we 
installing al epal ite hutter It « in he 
quired by FHA for inside bathroon 


he T rade-W ind 


unit cuts in tal 
bac kad ift d 


also incluce 


rk in running 
wired to a 


to 
single 
Or Wire run to i double 
ne-Delay Switch also can be used 


ehehtt ingle 
0) CFM. Bui 
} he chr 


rille 
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... UNDER FHA REQUIREMENTS ae 
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i 
ids or 
al Tt 
switch 
| 
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‘ 
} This compact Trade-Wind Model 1201 Ventilator installs in the i 
ce for plete bathe n ventilation. Can be wired wit! cpa 
le vitch a reqjuire i} FHA tor insice bathe 
in backdraft damper Optional white en el 
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Why you can use 
Rome FlexAll for all 


these applications 
and save money 


v. for situations as different as these 
ind many others vou need only one 
type ol wire 
And, while you're at it. cut invento 
ries and standardize installation proce 
cures. The way you do all this is with 
versatile Kome EFlexAllL This) multi 
purpose construction meet National 
Kleetrical requirements for di 
rect-invearth burial as well as interios 


Wirthv 


Single conductor nderwriters 
appro od as Type 
hor branch or feeder circuits buried 


direct in earth, when provided with 
ultuble over- current protection 


Vultiple conductor nderwriters’ 


approved as 7 ype and 


For branch or feeder circuits buried 
direct in earth, as above 


20 


hor intenor wirmg, either expo 
concealed in dy vet or corro 


cations 


For installation within hollow space 
of outside or inside masonry block or 
tile walls 


For embedding in plaster or shallow 
chase in masons vhen suitably pre 
tected 


or underground eircutts 


or interior wiring 


For industrial, commercial, farm and 
residential branch circuits, Rome Flex 
All is the low-cost wer to morsture 
and corrosion hazards, or direct-in 
earth burial. Dual-purpose recognition 
under the National Electrical Code 
means you can sate ly use FlexAll for 
virtually any branch or feeder circuit 

Farm and residential wiring offer 
the alert contractor a vast potential 


Thiers 

ble 
init 
cold 


vherever there 


tidal 
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ead or fey ible work th FlexAll 
ive lo row for 
dairie brewer cking house 
torage and ice | nf 
ire moist or corrosive 
Sey Rome FlexAll is protected by ri 
thee plastic comy nd that car 
Nothing ¢ rot or deteri 
: 
Ce hout FlexA Write for it toda 


TYPE UF 12/2 


to Buy the Best 


ROME CABLE 


Corporation 


fw 
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250’ 
~ Rome Flex All has these advantages: 
It is long lived 
it Costs | 
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THE ONLY COMPLETE KITCHEN VENTILATOR 
THAT’S ALL-IN-ONE-HOOD 


Hood Adjusts to Fit Any Space 30° to 42° 


More Efficient... Saves 66%% on 
Service-Free-Operation Inventory, Storage, 


ventilator incorporates Fasco's ex 
clusive high efficiency turbo radial One VPower-Hood adjusts to fit 
impeller wheel Delivers greater every requirement from 30” to 42” 
ar volume with less noiwe than cuts your inventory %% 
conventional blower wheel ‘ reduces warehouse space 70°, over 
speeds Ultra high capable of sum fixed-length hoods 
mer cooling 


Easy-To-Sell 


(2) Slashes Installation Costs — 
Consumer Features 


Vower- Hood comes pre wired 
Installs with just one duct opening 


and 6 sheet metal screws abso The only ventilator that takes ab- 

lutely no cabinet cutting In solutely no valuable cabinet space 
genious design enables shifting of Push-button operation of 3 speeds 
ventilator to avoid studs allows and underhood light) Modern 


perfect fit to non plumb installa 
tions where walls or cabinets are 
not square 


curved contour hood design. Re- 
movable grease tray 


AND POWER-HOOD IS PRE-SOLD 
TO CONSUMERS AND BUILDERS 
WITH FASCO ADS IN: 

* HOME MODERNIZING 
* AMERICAN BUILDER 
* HOUSE & HOME 
* PRACTICAL BUILDER 
* NAHB CORRELATOR 
e HOUSE BEAUTIFUL BLDG. MANUAL 
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It’s good business 


EVERY TIME YOU SELL WIRE, SAY THESE WORDS FOR EXTRA PROFITS... 


“How about the Burndy Connectors?” 


You get a call from one of your customers. He needs 
so and so many feet of wire; so and so many boxes, 
so and so many feet of 


motor starters, switches; 


conduit, That’s all? 

Not by along shot! The easiest, most natural add-on 
sale in the business is a of Burndy Connec- 
tors! Quality of Burndy Connectors makes them a 
the 
scope of the Burndy line makes it a uniquely profit- 


welcome suggestion to your customer wide 
able part of your sales picture. 


to suggest 
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So keep your own Burndy stock complete 
gest 


with 


Burndy Connectors ey time you 


your customers. It’s the smar 


extra profits. BURNDY— Norwalk, Connect 


Canada. Factories: New York, California, 


Export: Philips Export Company 


BS. Check your 


complete it ia, the 


FIRST 


for electrical connector 


and 


talk 


wire 


to build 


; Toronto, 


Tore nto 


66-2 
methoda 
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Circle rolls its own ¢ f rod at Hicksville In addition to single conductor wire, Circle also All of Circle's products q 
Later this rod is shipped to the Maspeth plant produces stranded wire and cable This high ity standards. Here, rubber-insulated wire 
for wire drawing te all sizes. Circle also sells speed machine can assemble 12 wires to form tested in water under an electric charge. Any 
hot rolled copper rod te other industrial users concentrically stranded cable defect is immediately recorded 


: 
at 
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A panoramic 
Maspeth 


space 


of top-quality wire and cable 


The “house”’ that pleased customers took 


AY BACK IN 1920 
will remember 


many of our old friends 
a small shop turning out armored cable. 

That ago then 
thanks to the support and growth of the ele 


Circle started business in 


was over 35 years Since 
trical industry 
of 


friendly 


plus a policy we early adopted 
with fast, 
Circle has grown to be one of 


providing top-quality products 
service 
the country’s largest producers of building wire 
and cable. 

Today, Circle plants contain close to a million 
square feet of space devoted exclusively to the 


manufacture of wire and cable of the highest 


PLANTS 
Moines, 


Portland 


and Hicksville 


Maspeth 


Detroit Houston Jacksonville los Angeles Miami, 


Ore.. San Francisco. Seattle. St. Louis 


RUBBER COVERED WIRES & CABLES 


view 
Long 


Circle daily 


of 
ana 


Cwecle's modern rod m 
plant on Long isiand 
argest single units 
over 150 million ibs 


and 


Mere one 


or 


turns 


out 


SALES OFFICES & WAREHOUSES 
Minneapolis 
ADDITIONAL SALES OFFICES: Cleveland, Davenport 


VARNISHED CAMBRIC CABLES 


of 
has a rolling capacity of 
of copper 


possible quality for residential, commercial and 
industrial use 

It takes pleased, 
creasing numbers to make 
If the till 
Circle, it will be because one thing remain 
tant 


loyal customers in ever in 
ible 


growth for 


uc h growth po 


future mean yreater 
con 
the determination to continue to provide 
the 


ervice 


UnNSUPpa 


out of the 


ed quality of product plu wift, 


ordinary, personalized which 


nade thousands of friends for Circle from 


to coast 
Circle Wire & Cable Corp., 5500 Maspeth 
Avenue, Long Island, New York. 


ha 


coast 


WIRE & CABLE 


/ 
Cerro de Pasco 


Corporation 


Boston 


New Orleons 


Baltimore 
Nashville 


Atlanta, Chicago, Cincinnat 
Pr 


New Hoven 


Dollas, Des 
Pittsburgh 


New York. Utica 


Omaho ladelphia 


la., Newart 


PLASTIC INSULATED CABLES - NEOPRENE SHEATHED CABLES 


SALES 
AMO 


steel! 
the 


flattening 
country's 


Perhaps, the biggest single reason for Circie’s 
growth has been its fast, friendly service te 
customers Circle maintains a national network 
of 22 warehouses te support this policy 


per year 


» 
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CERTIFIED 
CBM BALLASTS 


...glue you more economical 
Fluorescent Lighting 


CBM 
CERTIFIED 


because they are “Tailored to the Tube” 


Every type and size of fluorescent tube 
has its own specific electrical require 
ments. Thus, to get ideal performance 


ind lighting economy, it is essential that 
the ballasts provide precisely the electrical 


needs of the tubes they operate 


CERTIFIED CBM BALLASTS are “‘Thilored to 
the Tube.” Built to exacting specifications, 
then tested and checked by ETL, an in 
dependent agency, Certiriep CBM 
BaALLAsts are a dependable assurance 
of both satisfactory and economical 
fluorescent lighting 


Certified CBM Ballasts 
PROVIDE: 
LONG BALLAST LIFE 
FULL LIGHT OUTPUT 


LONG LAMP LIFE 
TROUBLE-FREE OPERATION 


all of which contribute to easier mainte- 
nance and fluorescent lighting economy. 


Kight of the country’s leading manufac Send for free booklet, “Why It 
turers of ballasts make Crrririen CBM Pays to Use CERTIFIED CBM BALLASTS in 
Fluorescent Lighting Fixtures.” 


BALLAstTs. Participation in CBM is open 
to any manufacturer who wishes to qualify 


4 


(Zi ERTIFIED BALLAST MANUFACTURERS 
2116 KEITH BLDG., CLEVELAND 15, OHIO 
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MORE DEPENDABLE 
PROTECTION 


BETTER LIGHT 
EASIER 


EXPLOSION- | MAINTENANCE 


1 Standardized Splice Boxes pendant ceiling and 
bracket, to take all fixtures from 100 to 500 watt 


ae 5 er 2 large Inspection Cap, for easy splicing, inspection 
“SERIES H” 3 Sockets with Long leads, can be replaced without 
Auxiliary Reflector, anodized aluminum, easily re- 
moved for « leaning Increases light efficiency 
5 Air Cooled Body, series of notches aid in air cir- 


culation 

6 Shock Proof Globe, annealed glass, accurately 
ground mounting surface Thin aluminum and 
asbestos gaskets included 

7 Guards and Reflectors tasten to die cast globe 
holder ring by four screws. Easily installed or re- 
placed 

oe Smooth. Aluminum Guards. Made with steel dies to 
assure smooth uniformity 

q Knurled Locking Thumb Screw locks globe support 
to adapter 


10 Snug Fitting Gaskets. Asbestos and thin aluminum, 


to fit between globe and holder ring 
WI Porcelain Enameled Reflectors. Four styles: Shallow 


Bowl, Standard Dome, Deep and Angle 


WATTAGE QUICKLY 
CHANGED OW THE SPOT 
Change from 100.wott te 
150 or 200. watt medium 
bose, of 300 and 500 
wall mogu! bose 

simply loosen ene locking 
screw, disconned wires, 
remove adapter and 
replace with naw size, 


To 

wirHouTt TOOLS 

1. Leosen thumb screw, 
remove giobe support 
assembly 


Cast Aluminum Construction. Ruggedly designed 
adapter, globe support, splice box, and globe 
guard. 


2. Chenge lomp 

3. Replace globe support 
tighten 
thumb screw 

WRITE for new illustrated 

literature 


“Killark...a fitting name to remember” 


ELECTRIC MANUFACTURING COMPANY 


FITTINGS + CONDUIT BOOMS + FLUSH SWITCH FITTINGS + EXPLOSION FITTINGS VAPOR TIGHT LIGHT + LIGHT + 


Vandeventer and Easton Aves. St. Louis 13, Missouri 

ATLANTA 69 Mills W. DALLAS 1903 Griffin PHILADELPHIA 2014 Chancellor 

SALES OFFICES 49-5105. DENVER 1073 Gelepoge PITTSBURGH 50 26th 
WAREHOUSE STOCKS BUFFALO 278 Johnsen $i. DETROIT 8319 Mack Ave. SAN FRANCISCO 714 Herrisen &. 
CHICAGO 1528 West Adoms St. LOS ANGELES 412 Seaton St. SEATTLE 4130 First Ave., $. W. 

SALES OFFICES BALTIMORE 11 W. 25th Se. COLUMBUS 2700 Main MINNEAPOLIS 826 Andrus Bldg. 


CINCINNATI 1031 Mete Drive KANSAS CITY, MO. 616W. NEW YORK 600 W. 
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AMERICAN BLOWER HELPS YOU SOLVE 
THESE EVERYDAY BUSINESS PROBLEMS 


When you standardize on American Blowers complete lime of fans ane 
blowers, you simplify and smooth out many proble ms that arise in business 


You reduce inventory. Stocking competing lines invartably means duplica 
tion of sizes. You'll gain more shell space and minimize shipping mustakes 


by stocking one line in the most called for sizes 


You help your own salesmen. | the nomenclature, tice tis and 
outs” of several lines wastes valuable sales time. A single line simplifies 


the salesman’s job lets him serve customers better and faster 


You save clerical expense. ! landline multiple lines of ventilating equip 
ment means higher clerical expenses. One line makes bookkeeping casier 


frees for other work 


Standardize on American Blower — thie most complete line of propeller 
fans and blowers, attic fans, and home ventilators offered by any mianutac 


turer, Your nearest American Blower Branch Office is the place to call 


lor complete information, Call today 


UTILITY SETS 


VENTURA FANS 


Designed for general up 


\ complet line of pro 


ply or exhaust dut where 


ller fats flor commercial 
duct work I required 


ind soindustrial ventila 


Self contained 


black wheel 5 to ty 


tion. Certified ratings. 10 


two 72 inches 


mches 


HOME 
VENTILATORS ATTIC FANS 


\n Aeropel home vent 


For comfort) coolu if 


lator is ideal as a kitchen 


fun, or for many small 


! 
ay ‘ fa peed 


commercial ventilating Models for vertical or 


Operation 


jobs Quiet, easy to install 


smartly styled 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
CANADIAN SIROCCO COMPANY, LTD. WINDSOR, ONTARIO 


Division of Amman - Standard 


American Blower 
products serve industry 


@ Air Conditioning, Meating 
Ventilating Equipment . 
@ Mechanical Dratt Fans 
@ Industrial Fans and Blowers 
@ Centrifugal Compressors te 
@ Giyrol Fluid Drives 
@ Dust Collectors 
@ Refrigerating Machines 
28 ELECTRICAL WHOLESALING—May, 1956 


y 
<i. 
‘4 
=== low cost in homes, apart 
of. 


WHATS SO GREAT ABOUT 


GE VELLOW BULBS ? 
FRANKLY, 1 CANT SEE THEM... 


THAT'S WHY PEOPLE LOVE EM AND BUY 'EM...AND 


G-E YELLOW BULB 


... TO HELP YOUR DEALERS SELL "EM 


YOUR CUSTOMERS WILL GET 


PLENTY OF BACKING with G-E 
Yellow Bulb advertising like this 


MEDIC the outstanding TV drama, will carry G-E 
#7 Yellow Bulb commercials on May 21 and 


June 4. 


MAGAZINE ADS —in color —in the Saturday 

Evening Post, Woman's Day, 
Family Circle, Better Living and Everywoman’s will sell 
G-E Yellow Bulbs in May and June 


‘ nd wind 
when they're in the store—it’s G-E Yellow Bulb Time! G © N E be A L BB E LE C T R I C 


ae 

4 

we 

\ COST insects are compara he vf 
i Yellow Bulbs. S 
4 
Yellow Bulbs in their ou ch \ , Beis. 
re ume out of door snd low 
Yel Bull it 
ay 
hat f e dolla 1} 
} } eat ¢ i 
The demand by 
General Llectric ¢ Liat 
Na 
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THE 


PRODUCT LINE 


LINE 


Made to Serve Your Customers Best! 


Yes sir, here's the line that gives you everything you 
need to serve your customers best. By giving them 
what they need and want, you gain steady high 
volume and increased, better profits. Compare the 
profit you make on IDEAL products and you'll 
agree that they are real money makers for you! 


IDEAL quality products are designed to do a far 
better job at lower cost for contractors and main- 


tenance crews. In addition, they save time, labor 
and money on every job. And you can profit hand- 
somely by making these outstanding “performers” 
available to them! 


If you are not pushing these high profit IDEAL 
products, it would pay you to do so NOW! Write 
and ask our Sales Representative to show you the 
latest sales helps available. 


THE GoraAyH PROFIT LINE INCLUDES 


THE SOLDERLESS, TAPELESS 
WIRE CONNECTORS 


Screws on like a nut on a bolt! 
Provide quicker, simpler, safer, strong 
er pigtail splices at lower cost on 
every wiring job. Twists, threads, grips 
and insulates all in one instantaneous 
operation. Used by contractors every 
where. All contractor sizes fully ap 
proved for general use in all types of 
branch circuit wiring. § sizes available 
for joining an infinite variety of wires 


/DEAL) CRIMP 
CONNECTOR 


with ‘Wrap Cop" 
INSULATO 


Simple, safe to use with 
only two parts—the sleeve 
and the cap. Insulates all 
Provides 
perfect insulation every time. Gives 
double thickness and double protec 
tion over sleeve and wire ends. Crimp 
tightens with pliers, no extra tool re 
quired, Approved for general use in 
branch circuit and fixture wiring. For 
those who want the extra assurance 
of “all-around” insulation protection 


around and hetween wires 


SDFAL) 


WIRE 
STRIPPERS 
“E-Z Automatic” 


Heavy duty, all steel, for 
tough stripping jobs. Works 
like a pliers. Automatic stop 
prevents crushing of strand 
ed wires. Makes fast, clean, 
stripping jobs. Eight models 
available for all wire gauges 
from No. 8 to 26; also 300 
ohm TV down-lead and 
non-metallic cable 


SDFAL) 


FISH TAPE, 
REEL and 
PULLER 


of time required 
for “fishing”. Easy to reel in 
or pay out. BIG grip reel - 
always safe! Five stock sizes, 
50 to 200 feet. Other types 
available. Whatever your cus 
tomers need, IDEAL has it! 


Saves 50% 


WIRE 
LUBE* 


The special formula cream 
that makes wire pulling 
easier and protects against 
breaks and strains. Packed 
in I-quart to 5-gallon con 
tainers 


QDFAL) Super-Safe 
VOLTAGE TESTER 


Gives double protection — a 
solenoid calibrated indicator 
and a neon test lamp, each 
independent. NO CHANCE 
FOR FAILURE TO DE 
VOLTAGE. Improved 
features not found in any 
other voltage tester for easier 
use, greater safety. 


and a HOST OF OTHER 
HIGH PROFIT ITEMS, AS... 


@ “COIL-FLEX"’, NYLON, and 
ROUND FISH TAPES 


@FISH TAPE LEADERS, BALLS 
and PULLERS 


@ WIRE GUIDES 
@ CABLE RIPPERS 
@ ARMOR CUTTERS 


@ WIRE SKINNERS and 
STRAIGHTENERS 


@SAFE-T-GRIP FUSE PULLERS 
@TEST-LITE and FUSE PULLERS 


@ INDUSTRIAL “TEST-GLO" 
TEST-LITES 


@ CONTINUITY TESTERS 
@FLUR-TEST UNITS 
@'STRIPMASTER’ WIRE STRIPPERS 


@PRODUCTION-TYPE WIRE 
STRIPPERS 


@ CABLE and WIRE CUTTERS 


THROUGH LEADING 
In Canada: Irving Smith, Lid., Montreal 


1047 Park Avente, Sycamore, Iilinois 
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IDEAL INDUSTRIES, Inc. 
* 20 


Send for Your Complimentary Copy of this 
1956 Edition RLM Specifications Book 


NOW MORE USEFUL THAN EVER! 


to 30% of the light 


New illumination data and comple te up to-dating of apecifica- Direct fluorescent units, which direct 


$6 different nim industrial lighting unite, make this upward In addition, there ar 
to buyers, sellers and Standard Specifications covermun 


tions for change m the nim 
new KEM Book more useful than ever 
apeciliers of industrial lighting equipment. An 
for the first time in RLM Speethea- 


material construction and 
unportant photometric performances 


change concerns the use 
Zonal Method of computing Coethcients of 
surfaces. The tables ment, make sure you have this late 
printed in this new edition are based on this method. You'll tions Book you Il recognize it by at 
also find helpful light distribution curves on both incandes- big red-and-black nim Label, Por your complimentary copy 
the new Semi- write to the Institute, or use the eo 


If your work is at all concerned with industrial liehtin equip 


tiotis of the 
tedition Specities 


Ltilization and illumination on room 
‘Teen covet sthe thee 


cent and fluorescent equipment, including 


KLM Standards Inetitute 
$26 W. Madison Chis 


Please send me a cop 


understand there ie no 


Address 


City 
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equipment it weste un 


The cables that help keep automation automatic 


Where vou have automation. remote upervisory o1 1 Rubher insulation. neopren } « jacket 
other of control tailure t one wire could overall 
? Rubber ivi ulatic hrai / pig kel ower 
all 
3 / liye thal ne in n. polyt hal 
4. PVC insulation, and } 
5 Polye wlene in ulation ny t cinul chil 


You too will rest casier knowing your cable is made ride jacket over-all 


costl in clowne-tinne iipset chedules damages 
equiprmicnt manv automatically say 


Anaconda for control cable 


by people with years of experience in producing th Conductors with printed cod re tilable peed 
comple of power ible At Anaconda cquality work. assure mad e per ent} irked 
control procedure we rigidly adhered to, and research See the Man trom Anaconda on yu nearest Anaconda 
vorks constantly tor better distributor for tull information and il 
engineering aid. Or write about le require 

A big family of Anaconda control cables offers vou ments to: Anaconda Wire & Cable Compan 5 Broad 


the right cable tor eves ol wavy. New York 4. N. } 


see THe man AANACONDA 


FOR your CONTROL CABLE 


Anaconda power control cable instilled on vital autonmaty 
> 
| 
| 
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Lighting Moe Light 


year ‘round Plus Business...Plus Profits! 


NOW...NATIONALLY ADVERTISED 
Inspiration-Lighting for 
patios, gardens, floral settings 


Jeautifully designed deluxe light at popular 


oe Light 


ne to 


lin fun tor 
the entire famil All America is n ne out-of 


ment 


price to evening utdool 


You can! w olfer one of the finest line obtain 


ol the 


aluminum 


construction, fully weatherproofed, every light 


eptable 


> 
~ 


inspiration Lighting GARDENS TF} RACES -PA 


Here’s how Moe Light’s attractive, permanent 
Self-seller displays put you right into this profitable business... 


M-4955 FLOWER BOX DISPLAY (2' x 2’ x 6”) 


M-4950 GARDEN LIGHTING DISPLAY DEAL 


(24 x 48” x 54” high) YOU GET 6 attractive M-4904 “Mushroom” flower 

YOU GET 19 assorted garden fixtures and display stand > nent rhea Stand plus FREE M 1910 25 
plus 2 FREE fixtures and 1 FREE tripod base WO Extension Cord 

YOUR COST FOR ALL 19 FIXTURES $ 108.95°* YOUR COST FOR ALL 6 FIXTURES $ 25.00° 

COST OF SELF-SELLER DISPLAY STAND 30.95° COST OF SELF-SELLER DISPLAY STAND 3.95" 

TOTAL COST OF DEAL $139.90" 25’ SJO EXTENSION CORD FREE 

RETAIL VALUE OF 19 ASSORTED FIXTURES $ 163.05° TOTAL DEALER COST $30.95" 

RETAIL VALUE OF FREE FIXTURES AND TRIPOD 31.40° RETAIL VALUE OF 6 FIXTURES $ 41.70° 

RETAIL VALUE OF FREE EXTENSION CORD 5.95" 


(Free items offset cost of display stand!!!) 


(Free extension cord offsets cost of display stand!!!) 


*Prices slightly higher Denver and West 


MAIL THIS COUPON TODAY... 
BETTER HOMES & GARDENS and SUNSET— 


JUNE ISSUES....will carry full-page, full-color | THOMAS INDUSTRIES INC., 
ad on Moe Light GARDEN LIGHTING! 410 S. Third Street, vb end 2, ky. " 
4 0 Please send complete information on Moe Light dis- 

THOMAS INDUSTRIES INC. | ploys in time for that Spring business rush, 
| [) Have a representative call on me 
Originators of MO Inspiration-Lighting NAME 
Executive Offices—410 S. Third St., Louisville 2, Ky. STATE 
In Canada: 1401 The Queensway, Toronto 14, Ontario, Canada t ! 
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LAMP SALES 


‘ 


Profit-wise distributors 


NEW LIFE in their LAMP BUSINESS 


Why be satisfied to coast along with only token lamp sales 
when a// your customers and prospects buy lamps from 
someone 7 

By selling Champions — a top quality lamp not offered by 
everyone else — you can get a bigger share of this profitable 


business. 

Champion Lamps give your salesmen something new to 
talk about, a product they like to sell because it builds busi- 
ness that can be kept. 

There's no question about Champion quality. It has been 
carefully guarded by lighting specialists for over fifty years. 
There's no question that the Champion Sales Plan works 
either. Let us prove to you how sound and sensible it is. 


LYNN, ‘MASSACHUSETTS. 
BIVISION OF CONSOLIDATED ELECTRIC LAMP. 
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EDNEYS RIGHT THERE YOUR CORNER 


helping save time ...hold down costs 


CORNER FITTINGS? Well, here are three rest of the full Gedney line they’re made of un- 
that have proved immensely popular for the breakable malleable iron...accurately machined 
simple reason they’re easiest to install — save and threaded... individually inspected. Order 
Gedney — always — for lowest installed costs! 


time and labor that really counts up. Like the 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 


able in a full range of sizes from '1"' to 2”. 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from '1" to 2” 


CORNER PULL-IN CONDUIT ELLS 


Today's top specification for space-saving, ma- 


chine wiring, easy wire pulling. Malleable iron, 


cadmium plated. Sizes run from '42" to 2”. 


GEDNEY 


ELECTRIC COMPANY 
>, 


RKO BLOG «+ RADIO CITY + NEW YORK 20 


Foundry Factory and Ships 7) t: Terrywille, Cone 


GEDNEY FITTINGS FIT 
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No question about rt... 


THE amplex FRANCHISE 
VALUABLE PROPERTY 


in terms of 


Any Amplex Distributor will tell you that 

his Amplex franchise pays off handsomely 

in higher profits, increased sales and customer 
goodwill. Most important, the Amplex line 

is really complete —all types of lamp specialties 
plus regular general service lamps and tubes — 
Colorbeams, spots and floods, weatherproof 
lamps, mercury vapor lamps, infra-red lamps, 
“Hi-Hat” recessed fixtures, etc. 

The Amplex franchise also includes the benefit 
of the hard-hitting Amplex program of advertising, 
merchandising and promotional material. 


_Higher 
Profit Margin! 


Better 
Discounts! 


A Really 
Complete 


Line! 
KY 


AN EXAMPLE 


The Amplex Swivelite fixture line 

is complete, yet simplified so that only a 
minimum inventory is required. By virtue of 
the Swivelite “Adapt-A-Unit” construction, 
you need only a small stock of basic units. 
Swivelites are first choice for modern 
accent lighting. For information, write to 
amplex corporation, Dept. EW-556 
111 Water St., Brooklyn 1, N. Y. 
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FEDERAL PACIFIC 
ELECTRIC 


hape 
that will save you 


time d mony! 

|.. i d by 


Finest Products Engineered 


FEDERAL PACIFIC ELECTRIC 


COMPANY 
60 Paris Street, Newark 1, New Jersey 
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traight-in wiring and slide-out interiors in new 
E fuse pullers simplify job from start to finish 


7 fusible devices offer 7 quality extras at no extra cost 


1. Straight-in wiring for quick connections. No looping 
wires around screws, just insert and tighten. Grips like 


a beat trap 


2. Exclusive slide-out interior pive plenty of working 
room. No screws to fumble ith or lose. Interior slide 


im and out with perfect alignment 


3. Narrow, sholiow box construction makes it easier to 


mount box Hush with wall, A G-k exclusive 


4. Plenty of easily removed knockouts if simple to 
bring ‘ ible ite be it thost convenient place 
5. Curren carrying parts are silver-plated yperation 
von t waste electricity. A Geb exclusive New G-E fuse pullers have 60 or 100 amp. main lugs. 

even basic designs include serie r paralle inme and 
6. Snap-action fuse puller prevents parti il contact. bx ealable pullers for separate etered eq ent. | /\ 
clusive construct m hely prevent overheating, nutsance listed irface or Hush 1 ited ade " Read for 
fuse failure and call back yuick delivery fron our Geb Trumbull Distributor 
7. Bonderite’ finish resist orrosion, protect rst 
rust. Another exclusive 


GENERAL ELECTRIC 
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7 main puller) and up ft fu 
branches. Main lugs are rated either 00 or 100 amperes. 
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Portable grinder equipped with U.S. Lavtex Royal i hiectruc wrenches 
Master Cord, Note that it must resist dragging ovel aste 
sharp metal edges and its extreme flexibility ie Cord 


Hand-drilling hole in a braider, Note the high flexi 


Inhity of US. Laytex Royal Master Portable Cords in 
conhined spaces 


Electrical Wire & Cable Department 


United States Rubb 
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* Royal Master Electrical Cord 8a 
Laytex® Royal Master Electrical Cords ce 
equipped with U.S. Laytex Royal 
cal action of oil, white lead 
Wed 
electrical cords on our portable ectru nal 
rinders ever mont the plant's chief elect Out 
2 Ihe cord packet cre ¢ | cakened . 
cut. What hy ead rt nil = 
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Contractors 


Saving 
per 


with Blackhawk 
Slip-Fitter 

Available in a full range 

of sizes from Yao through 4 Service E ntrance Heads 


Yes, many contractors have reported that 
Blackhawk Slip-Fitter Service Entrance Heads 
have saved them as much as $5 to $10 per 
installation, That's a good reason why it pays 


you to sell Blackhawk 


Installation of the Blackhawk Slip-Fitter 
Service Entrance head is easier and faster 
‘ P That's because there are no threads to cut and 
Specify B-l when you buy cutting threads takes time ts money 
A Blackhawk slip-fitter heac iply slips 


over any conduit and 1s held firmly in 


Fine place with two set screws 


With a Blackhawk Serv) n Head your 


customer can cut instaliatio oO minute 


Simply cut the cond 
slip the head or 
That's all there 
Ship bitter Servi 


neat, single-unit f 


BLACKHAWK INDUSTRIES 


Dubuque, lowa 
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VENTILATING RANGE HOODS 
and VENTILATING FANS 


Whether the customer is planning to build rebuild or repla 
there's a Progress POWER-VENT Ventilating Range Hood and 
Ventilating Fan that’s best for his job-——and he can be sold witl 
the same confidence that America ha placed in Progre Lighting 
Fixtures for half-a-century 

Progress POWER-VENT products are fully tested for plu 
performance both in the laboratory and on the job 
tremendous sales and profit builders for you in °56 and year 


come 


PROGRESS MANUFACTURING CO. IWC 
Castor Ave. & Tulip St, Phila. 34, Pa 


Please send me latest POWER. VENT Catalog 
cD featuring Range Hoods and Fans—at no charge 
Nome 


Compony 


Addrew 


City 
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points about 
HAZACORD 


... that every cord buyer 
should know. 


2. what's so special about 
the insulation? 


Performite is a tough, 


1. what makes Hazacord 
so flexible? 


Every Hazacord conductor is made of a large 


resilient insulation 


that provides an 


number of fine-gauge, soft-annealed copper unusually high factor of 


wires. Flexibility is further improved by using a safety against heat 


very short lay-up of the strands. Beyond this, all and moisture. This 


elements of the cord are “lubricated” to work 


insulation consistently 
rates better than ASTM 
requirements in all 


or slip within the compact cord assembly. 


tests—sometimes as 


much as 10 times better! 


4. how tough is the outer sheath? - 


A Tough as a truck tire—and for the same reason: mold-curing 


of a properly designed compound. Every foot of the 


specially-compounded Hazaprene ZBF Sheath is cured in a 


il the tructi tecti the i ti : , 
They fill out the construction, protecting the insulation metal mold. Result: a protective sheath that’s tough enough to 


hi ive itional ‘ 
from damage by crushing, and give additiona take just obout ony kind of treatment in service. 


longitudinal strength for pulling or suspension. In 3398 


Hazacord, these fillers completely fill in the area 


between conductors without lessening flexibility. 


Complete information in Butletin H-451. Hazard Insulated Wire Works, 
Division of The Okonite Company, Passaic, New Jersey. 


mold-cured PORTABLE CABLES 


“ 
Ving 
4 
| 
3 
Vis 


more cooling 


PRERI less cleaning 
) wide pen on tp ad ton 


Trademar 


Permits flexible pattern planning. You Cool lamps last ionger 


can form any design you wish. Clean lamps stay brighter 
For 2, 3, or 4 lamps — 4 or 8 long. Clean fixtures give more light! 


RESULT: greater efficiency 
less maintenance 


*U. S. & Can. Pats. Pend 
Trademark registered long-lasting beauty 


Write on letterhead 1 lay for Catalog 9114, 


THE EDWIN F. GUTH COMPANY 5) LOUIS 3, MO. 
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an improved armored cable that has 
.-- bonding strip in all sizes 
for greater safety 
. +. permanent and positive 
conductor color-identification 


... easier, cleaner and 
quicker installation 


COLUMBIA CABLE & ELECTRIC CORP. 


255 Chestnut Street Brooklyn 8, N. Y. 
Serving the Electrical Wholesaler Since 1912 


Bales Hepresentatives in Cities: Atianta. Ga.; Boston, Mass; Charlotte, C.; Cleveland, Obie: Cincinnati. Ohie; Dallas, Texas; Detroit, 
Mich.; Glasepert, Pa: City, Lee Angeles, Calif; @ is, Mine; New Orieans Mew York. Philadeiphia 
Pa: Pertiand, Ore Lewis, Me; Ban Calif.; Seattle, Wash; Tulse, 
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igger profits, too! 


It takes so little effort to show the 
Heavy Duty 


eal quality construction of a Sangamo 


lime Switch. Let your customers compare the Sangamo with 


other time switches. They Il see the difference for themselves. Show them the 


special features that they can get with Sangamo" 


When you do, it really pays off! 


Because you gain a satisfied customer when 


you sell a Sangamo Swit h—-and you make bigger proht tow 


* 
Special Sangamo Features: 
e Klectris aily wound automatic carryover that keeps th 


No resetting 


witeh running 


up to 10 hours in event of power failure 


@ Astronomic Dial that turns installations 


sunrise automatically, all year around, in as 


© Omitting Device that 
the week 


prevents operation on any 


And thre new combination inne Switch ariel uit 


Breaker 


single Case ideal lor poster hehting control 


Stock up-—you can sell em Write for full information on thi juality line 


make 
eee 
ole 
PRERI 
“on” at sunset and “off” at 
~ x 
given day or days of 
SAINGAMO- 
ELECTRIC COMPANY : 


We'll even give you the shirts off our back.” 


Remember, the more Amprobes your salesmen sell, the 
more free Van Heusen shirts they WIN. i: you haven't yer 


received the simple rules to AMPROBE’S Free Shirt campaign, cal] your AMPROBE 
representative today or write Amprobe Division, Pyramid Instrument Corp.., 
Lynbrook, N. Y. 


*But we've got thousands of new shirts to give away fir 
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Owner: Allied St 

Architect: David J. Gr 

Contractor; George 8. H 

Electrical Contractor M. B. Foster Elect ( t NA 
SPANG Distributor: Westinghouse Electric Supply Co 


resulting in easy bending 


See your 
Spanc Distrib rev he ote 
Conduit line 
ram EMT, 


SPANG-CHALFANT 


Oivisvon of The Notions! Supply Compeny 
GENERAL SALES OFFICE 
TWO GATEWAY CENTER, PITTSBURGH, FA 
District Offices end Seles Representatives 


A 
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3 lie dale, M designed as a 
Ps é Dipped G ead Con i pee 
veteran of ears in the elect fie 
ae, reported: “When we look for 
4 ing of standard sect We found that 
‘ T fhe ma i ! hal 
4 The manner u rec e the conduit ’ 
| liflerence in our production eff 
4 ill we have to dois remove the protective cap 
know that the we clean and und wed 
J + From the selection of help to the tinal 
testin wid in pection of the tu ed miluit, Shane 
(conduit quality controll 
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Published in the interest of the Soft 
Drink Canners Association and the can- 
ning industry. 


headaches inthese 


Eliminate the hazard of broken 
bottles in your plant by provid- 
ing your employees the safety 
and convenience of canned soft 


drinks 


Call your soft drink supplier and 
learn the many advantages of 
dispensing drinks the modern 


way—in cans 


Above are illustrated two of the modern 
cans for soft drinks, now available for 
in-plant use 


THE YOUNGSTOWN SHEET AND TUBE COMPANY sue 


General Offices Youngstown, Ohio District Sales Offices in Principal Cities 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - O11 COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 


MECHANICAL TUBING COLD FINISHED BARKS HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 
TIN FLATE ELECTROLYTIC TIN PLATE - BLACK PLATE ~- RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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This electrical surge test is one of the 258 tests that every G-E ballast to the most severe conditions they will ever encounter in actual epera- 
receives during the manufacturing cycle. This test subjects G-E ballasts tien, assuring you ef long ballast life and tow lighting costes 


Flora* shows you why... 


Superior Quality Control of G-E Ballasts 
Helps You Save Lighting Dollars 


Lighting engineers, designers, and users only when the finished ballast s Next time 1 specify equipment 
have learned to depend upon the con loaded for shipment, G-E quality con for a fluorescent hghting tallaty 
sistently high quality of General Elec trol engineers constantly test raw ma make sure get the best... specify Ge 
tric fluorescent lamp ballasts terial and ballast parts to meet rigid eral Elects jualit ntrolled ballasts 
They know that the rigid material mechanical and electrical requirements A G-E ballast tag ticker i 
specifications and constant production By actual count a G-E ballast re fixture proof that it's equipped with 
line tests mean uniformly good ballasts ceives 258 different tests and checks be the best in ballast lue. It's the ea 
save lighting dollars by minimizing fore packing and shipment! T} pains way t ‘ t I firt forma 
early replacement and maintenance taking care pays off t , ghl tion on G-E bal ' write Section 
costs dependable operatior efficient lamp 401-9, General Elect Company, Sche 
Starting with raw steel and copper output, and long ballast life t saves nectad New York 
wire at the receiving dock and ending you valuable hghting dollars *Miss Fluorescent Bolles! G E's Bollest Mascot 
Cos gi ene pony 


Five more reasons why 
JENERAL ELECTRIC YOUR BEST BALLAST VALUI 


@ EXCLUSIVE SOUND RATING SYSTEM 


@ LONGER BALLAST LIFE 
@ PRECISE LAMP-MATCHED DESIGN 

@ PROVED PRODUCT LEADERSHIP 

@ COMPLETE CUSTOMER SERVICES hd 


Progress /s Our Most /mportant Product 


# 
CLOSE INSPECTION of each component as- A 
sures you of high quality ballosts, lower G N A | LE T | C 
lighting costs and dependable performance. 


3 
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GRIPTITE BOX 


Saves Time and Money 
On All ‘Old-Work”’ 


Installations 


SIX EASY STEPS 
TO INSTALL 


UL EASIEST BOX TO SET IN PLACE __ Wei! 


from Pattern 
(Pattern is Enclosed 


ie Cut Wall Opening 


in Bow 


Box for Size 


ANY TYPE OF WALL / 


V ONE-SCREW ADJUSTMENT 


UV ANCHORS SECUR ELY Bock Out Center Screw 


as Far os Necessary 
to Clear Wall, Then 


Connect Cable 


The RACO Griptite Box takes less time to 1 tin 
Wall Opening 
install, is easier to adjust, holds aighter than 


Push Center Screw Back 


any other method of “old-work’’ installa- 
Until Holder 


Snaps in Place 


tion, Made of heavy gauge metal durably 


finished. Saves time and money helps 


Tighten Center Screw, 
protect your profit margin on hard-to- 
f Box is Firmly Anchored 


figure’ old work installations 


WRITE TODAY FOR COMPLETE INFORMATION 


“A RACO BOX FOR EVERY NEED" 


ALL-STEEL EQUIPMENT INC. 
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Pictured and described here are just a few of the many wires 
cables that are made by CRESCENT. 


ee tt TYPE UF and TYPE NMC 


earth burial as an underground feeds 


ABC ARMORED CABLE Used tor direct 
used for branch circuit wiring in damp or corrotiy 


Has pretabricated breaking lines which moke installing caser 
quicker and sater A flattened bonding wire in contact with 
the underside of ach convolution of the armor assures 
permanent low resistance through armor to ground 


= BUILDING WIRE—TYPE RHW 
: BRAID OR NEOPRENE COVERED 


n both WET and DRY 


tree ur Ceescent 


Highest quality imsulation 


SYNTHOL BUILDING WIRE—-TYPE TW GF 


for both wet and dry locations Insulated with a special, tough 

thermoplastic compound High dielectric and mechanical a | 
strength Smallest outside diameter for same conductor size 

permits more or larger Conductors in same space 


CRESFLEX 


Most suitable, lowest cost for rural 
buildings. Clean, gray paint finish 


ENDURITE BUILDING WIRE—-TYPE RH-RW 


A dual purpose wire, for either dry of wet locations Type 
hos o greater carrying capacity because of higher perm: 

operating temperature, which allows use of smaller size ce 
at less cost 


SERVICE CABLES-—-TYPE SE 


Both Sty A yrmored und Style U ‘unarmored 
by Unde iters Laboratories as ervice entrance t 
may be run down th ide of a building without addit 
IMPERVEX TRENCHWIRE—TYPE USE-RR protection It is tamper-proof, flexible and light 

morsture resistant and tlame retarding 

Single conductors tor direct earth burial Has a heavy Ne 

prene jocket over the rubber insulation Provides low cost 

permanent underground cable installation 


NEOPRENE CRESCORD 


Heavy duty, oil-proof portable cord Underwriter 
torres Type 


STEEL TAPED PARKWAY CABLE 


Designed for direct earth installation without additional pro 
tection. All standard types regularly supplied and special typ: 


cables mode to customers speciti ations FLEXIBLE STEEL CONDUIT 


nderwriters Laborotornes Standard 
== 


VARNISHED CAMBRIC LEAD ENCASED CABLE 

IMPERIAL PORTABLE POWER CABLE 
hed cambric mn hos high dielectric trength 
Not offected by ails and great at 
heath tor wet ltocatior or 


iilustration shows Type SH-D 5000 volt Trailing Cable ¢ tite 
supplying power to electric shovels, dredges, etc Covered with ‘ od 
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Advertisement) 


G-E LAMPS GIVE YOUR CUSTOMERS MORE FOR ALL THEIR LIGHTING DOLLARS 


Help Your Customers Cut 
Their Lighting Costs 


...and build sales and good-will at the same 
time. These new and improved G-E lamps 
can do many jobs better for your customers 
—save them money, increase your profits. 


NEW G-E year, 


General Lleetric introduces many 


that can cut operating 
osts. One. the Ouartz Infrared, 
mtroduced im 19 i ilready play 
industrial 


and research application Hot enough 


to melt aluminum, they are used to 
sunmulate the heat produced by super- 


some flight on aiweralt parts 


Another cost-cutting lamp recently 
announced by General Electric is the 


High Output fluorescent—today’s 


most powerful fluorescent lehting 


The smallest andJhottest electrical heat 
source available (shown here melting alu- 
minum) the G-E Quartz Infrared permits 
reduced size in many applications because 
of the concentrated heat it produces. 


The G-E High Output fluorescent lamp gives 
40 more light than other fluorescent lamp 
types. It gives the most light per fixture — 


costs least to maintain 
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tool. For top color rendition 


Warm White 


which give a 


uggest 
the DeLuxe Cool or 
High Output 
lhieht a 


tandard 


much 
other fthuorescent types in 


W hite 


IMPROVED G-E LAMPS — hic 


100-watt RC-l mercury lamp be 
came the best bargain for most u 
door mercury lehting when G.E. in- 
creased its total light output 15%, in 
his lamp uses a phosphor lin- 
a dual role to reflect light 
O color. It 1s inter- 


changeable in most 400-watt fixtures 


Double-duty phosphor lining improves color 
gives more light with 
at less cost 


and directs the light 
color improvement 


Ine most significant development 
in lamp filaments since 1913 was an- 
nounced by Creneral Electric in late 
1955 The Sonus Laine The new 
lamps give | 0 , more light for 
nd are 


the same wv rc a subject 


to bulb blackenine. The ilu 
by thi 


rained 
mcreased equal 


purchase price { the lamp 


Using the filament to increase 
light output by as much as 15 
Line lamp is now available in 500, 750, and 
1000-watt sizes. Note reduction in bulb 
blackening after same hours of use 


stand-up” 
the Bonus 


GENERAL ELECTRIC TECHNICAL 
HELP ilso helps users ¢ thre 


mio ire thew tallation 
lar. 
ot our field engineers recen helped 
a lare manulacturer cut lehting 
costs by over $350,000 annually, with 
a moderate expenditure lor a new 


type ol lamp! And he increased his 
light level 50%, same time 

It is not unusual to find tnstalla- 
tions operating at less than 50% eth- 
ciency. General Electric engineering 


“know-how 


realize the economies that 


you! 


customers 
come from the full « xploit ition Ol Ex- 
bor 


we publish hundreds of bulletin each 


isting lighting system xarnple, 


year to aid operators in dozens ot 
commercial and industrial licht trelds 


to improve the ethetency ol thei 


lighting and decrease their costs 


FOR MORE INFORMATION on 


how you can use new General Electric 


improved lamps, and General 


lamp 


dectric technical help to cut pour 

Vrite I irae Lamp 

Dept 


EW-5, | leveland 12, O 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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ALUMINUM with ALUMINUM 


PAC-5 
ACSR 6—1 0 Cu. 8-1/0 


ELIMINATE CORROSIVE SOLDERS, VOIDS AND FLUXES ! 


There are many satisfactory copper connectors for connecting copper conductors 


lhere are many satisfactory aluminum connectors for connes ting sHuminum conduc tora 
Blackburn's PAC clamps combine the features of a good 
yood aluminum connector to give you the beat 


ivailable 


copper connector ind a 


copper to aluminum connector 


Our exclusive method (Patent applied for) of ion 
resistant aluminum alloy around specially treated pronged copper liners estab 
lishes an intimate, low resistance contact of the 


pre ure casting molten corro 


two metala without using cor 


rosive solder 


The copper liners, which cannot be mated 


incorrectly urround the copper 


conductor establishing a good copper to copper contact 


PAC-7 (replaces PARC ¢ : The aluminum grooves surround the aluminum conductor establishing a 
1 0~336.4 good aluminum contact 
; 6-104 ® Adequate contact surface and conductor paration is built into Blackburn 
me. os PAC clamps to insure long-lasting, trouble-free copper te 


Aluminum con 
nections without setting up cold flow 


or galvanic corrosion 
Spring action is inherent in the de 


ign of PAC clamps and is supplemented 
with an extra-heavy spring 


lockwasher insuring permanently tight con 


nections which will withstand te mperature fluctuation 
Hot dipped galvanized steel hardware is standard. A 


hardware 
available on all but Catalog @PAC-4 


AVAILABLE THROUGH ELECTRICAL WHOLESALERS EVERYWHERE 


35 MADISON STREET PRONE, MAin 1-262) 
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ADV 


Introducing “Skimpy Wiring” 


to your homeowner customers! 
> 
More than 15,793,000 readers of the Saturday 
Kvening Post and This Week national maga- 
zines will see this dramatic Kennecott ad 
featuring “Skimpy Wiring”—Dead End Kid of 
the electrical business! 


It's another nation-wide advertisement 
in the Kennecott campaign for better 


home wiring with copper—a drive that 
helps your contractors get more re-wiring 
jobs, your dealers to make more sales! 


SEND FOR FREE 
PROMOTION MATERIAL 


Help your contractors and dealers fight 
skimpy home wiring intheirown areas! 


Let Kennecott help 


Send today for free reprints and poster 
( ENC y p 

\ Ou W ith \ Our Wl sized blow-ups of Kennecott national 

advertisements. Get free copies of the 

educational booklet, “The ABC of Home 


Wiring.” Ask for complimentary news 


local better wiring 


Campalgn, too! paper mat service folder, Home Wiring 
Wall Chart, and list of at-cost prices 
for large-quantity orders of all material 
available. No cost, no obligation! Write 
Kennecott Copper Corporation, Dept. WH 


56, 161 East 42nd St., New York.17, N.Y 
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The Electrical Delinquent 
found in 35,000,000 homes! 


Get FREE Booklet! 
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Kennecott Copper Corporation 


You can easily remove a single pole 
from any CLARK Type"PM’ Relay 


Each pole in the new CLARK heavy-duty relays is an integral 
unit that can be quickly removed or replaced from the front 
without disturbing other poles. You need disconnect only two 
wires and loosen one mounting screw--regardless ofthe number = Each pole is 
of poles in the relay. Compare this with other types of relays contained in its 


where the whole device must be removed to accomplish the °W® ™eiamine 


same thing. For example, with a conventional 6 pole relay, aipaiiees 

14 wires and 3 mounting screws must be removed 

All terminals are located on the front. They are “pressure” type, 

eliminating need for looping wire. Coil-changing and magnet 

replacement can also be done quickly from the front without A short circui! through one set of contacts is 

confined to a single pole and w not destroy 

removing relay from panel Gitte 

Write for Bulletin PL-7305 dust and dirt, and serves as wiring shelf 


“Stop in and see us at the N.A.E.D. Convention in 
Atlantic City June 10-14. We'll be at Booth 424.” 


1146 East 152nd Street . . Cleveland 10, Ohio 


IN CANADA: CANADIAN CONTROLLERS, LIMITED MAIN OFFICES AND PLANT, TORONTO 
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TIMES and TRENDS 


Springier Than Usual 


Spring is here at last. And with 
IPCNIN Ls ler have come 
high hopes and high unks. Both seem to | 

High hopes are implicit in the bulging warehous 
striputors Inventories are rast approaching the 
W HOLES N projection of the inventory index ) Mar 
passed through th )0-mark. And shelves and stacks were | 
in April. (A lelight: the inflationary pressure of such stoct 


by business with borrowed money 1s a reason 


Board's raising ot the bank discount rate 
Some ot this buying is in expectation of higher price 


non of an upsurge in che building boom. with iphasis 


tion The word 1S out that there | a tremendous volume ot 


ite 


And it has ; evun to show up in the statistics. Priv: 


building set a March record with industrial construction continuin 


MY Residential building rose in March but was 6 er cent behind March 


pi 
last Housing is ¢ pected pick speed slowl throu 


nd third quarters, and then sprint during the fourth quarter by 


| million starts 
{ demand, however, sal 


listributors are way ah ad of year-ayv vel Dollar sal 
inflated though the may are runniney ilmo 


first quartet ot 1955. So, it seems the high 


Even prior to the impact of this anticipated 


| whole Sule 
barter price 


ot che 


the spring sun have strong roots 
the marketplace has been che 
rif 

fa tanvo on the 
t nonmetallic sheathed « 
steps seem Se. Vir 

with the offering ive quantities ot 
it that price 


And then clim: 
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d even higher 
if 

nd the Federal Reserv 
But most 1s in anti prt 
work on the board 
Honresidental 
ential 
ata record 
rit 
ri for 
hOssol 
As ft te of some spirited ind ie 
rather box pric for my 
i 
have be but with plenty of swin : - 
ind sv been dome a dance tin 
Kut hi tly the recent convulswr 
started ble at per cent off. It naga 
said Mil iIn~ncxt ive i eal at 
per cent off. More big buyng per cent off. For 
Vhiiic if Wa pandemoniun 

High jinks u ypper are making nev yutside the industry, too. A mat Bets 
Vas sentenced f car im jail for stealing sheet pper trom th 
“mor f a comfort station in Washington And in Seattlh \ 
mor |S ma burgiary nary pute nis | i that he inf 
wccountable tor stealing a power saw trom a ling supply warel © Ie jaa 
ne broke int teal i load of Oppel 
And so it went. Perhaps the most appropriate comn iy ) of wa 
this springier-than-usual spring 1s expressed by an incident in Hanford, ¢ { Res 
Police there if¢ CCKINY man who Wrote phony neo i 
iyvment for isc on Easy Street 
EDITOR 


ELECTRICAL 


WHOLESALING 


“WATCHFUL WAITING” was 
the technique used by sales- 
man Tony Still (right) to sell 
this special junction box 
(and 90 like it) for an Atlan- 
tic Steel Co. expansion. Still 


got this order after selling 
himself on social-type calls 


to C. A. McGuiness (right), 
electrical superintendent. ' 


Thompson-Wilson Co. and » 


He Turns Social Calls’ 


Into Profitable Accounts 


the best wa 


account to bu from you 
pre them hard?’ 

Definitely not the answer 
J. (Tomy) Sull, outside salesman 
for Thompson-Wilson Co Atlanta 
wholesaler Qur firm’s solution ind 
good one, in my Opinion 
you might call ‘watchful warting 
Don't pre them, but 
forget them 

Sull’s hnique in unorthodox 
blend ot ocial il] nd hard Nis 
He naturall oncentrates on account 
that buy well and often. Between th 
contact h indwiche pop s il 
all on prospect pepping in and 
out. Thess Ils tend to | hort. The 

tablish an important personal rela 

nship and mind 7 pect that 
Thompson-Wilson is on il] 

I find that th od p pect 
friend] Sull but don't nt 
I time to listen. In short, t 
not ly to t And til th 
the no point in pr hen 

I} Sull round k f mak 
ng that first vital sal He rel on 
OMMON-sense Ff holog ind a feel 
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By Durward Humes 


for th ht tur Patien hely 
! Sull ne f } han 
ll When that chan on 
h ord he reas 
! hat nl pson W 
ck 
e In Action Stull ile of sf 
eel pat pl 
} ‘ 
Thick h lard | 
pe net n | 
d | | 1 tl 
} 
nt 
find a f to make t 
( \ 
' 7 
It t bleect ( 
pu 
nal the ‘ 


Payoft 


n-Wil 


part 


on 


poli 


4 
\ 
: 
| get tough But | k didn't end there. “On 
the fabrication 
the ton of hal ntrol 
pulpit t above the flo« Hut ae 
taking { in rement ncluding 
1} f | f Still's ure 
n ldition ordet for thi 
ethe 
‘ 4 ‘ int ind other lik if 
Butcl ‘ nd make th 
| A W er 
} that ill firs n 
eee How does Still sell tough ones? Turn page Bree 
| 


Mj HEN I started with Thompson 
Wilson two years avo 


sales 


man Tony Still says, “I hadn't sold 
hefore, and had lots to learn 

One olf my first lessons was that 
while | was making many calls, my 
volume wasn't growing too well. So I 
took stock of my accounts and my me 
thods. I finally decided to concentrate 
on the active buyers. My hard-to-sell 
prospects deserved a different sort of 
itftention.’ 

Ihe result was Sull's 


ing policy on prospective customers 


watchful wait 


Behind this poli ys success lies two ad 
ditional strong points 

e Thompson-Wilson’s teamwork 
and small-firm flexibility 

Still's 


rence 10 years of it 


practical electrical exper 
definitely a 
Stull com 


partners are to be 


“Thompson-Wilson is 
shirt-sleeves 
Even the 
found at the counter at 5:15 p.m., help 
What's more 
the firm operates two small suburban 
branches (EW—June ‘54, p. 48), and 
Sull works closely with the men there 


operation 
ments 


ing expedite a rush order 
outlying 


in selling and servicing 


count: 


“Social Calls” (cont.) 


How 


4 NEW PRODUCTS, such as th: portable expansion reel left 
4 get a big play from Still and other salesmen. Above, Still point 
jut its practical application for contractor Dewey Johnson 


Another time, Still might be showing a new model fan or a 


im pecial mstruction tool For the stomer with a pecial 

- ne woblem till might carry an extra itern for him to see Thi 
pen joor md keeps prospects alert t the fir ervice 


e Klexibility--A concrete example of lamp contract ts 
this inside teamwork was One sale of 
lamps to a large Atlanta plant. Stull had 
Phere 


had been some emergency and pick-up 
On my first call there,” Still 


promise that, if the 


ever changed, Thompson-Wilson will 
service it 
e Know-How Sull’s 


electrical experience is another 


been cultivating this customer on-the-job 
asset 


business He was an apprentice and journeyman 


says, “the purchasing agent said we'd — electrician for over 10 years, operating 
have to prove ourselves to get the bus his own contracting business for a 
iness.”” time. He knows far more than his cus 

Sull tells the story. “We got that tomers’ language; hi intimate with 
chance one Friday afternoon. The p.a their tools and problems, and with 


what they're looking for 
One of Still's 


counts 1s a feed milling concern 


Was In a spot-—a shipment of lamps 


hadn't come through. He called our north Georgia ac 


branch manager at 4 p.m., and wanted which 
he services through a loc il contractor 
Over the months, Stull had made a 


series of He had dis 


to know about delivery on a truckload 


I called our supplier, and agreed that 


we could make a Monday morning de pop calls” there 


livery. The p.a. said we'd have to do cussed the customer's difficulties with 
better than that, since he wanted to dust inside his motor control units 
relight a portion of his plant over the When a Thompson-Wilson supplier 


came out with a dust-tight enclosure 
for these controls, Still took a sample 
He admitted that the unit was 
urged the mill 
if they 
could eliminate costly down-time and 
repairs 

The customer tried the unit, and was 
ausfied. Since then, all re 
vone to Stull 


weekend 

So I got on the phone again. Be 
tween the supplier and our two houses 
we agreed to deliver the lamps at 6 
that evening. Then the p.a. said that 
was too early; how about 6:15? And 
our truck was waiting there at 6:15.” 

That won the account. There's been 
considerable business trom the plant 
Friday And Still has a 


ilong 
more expensive, but 


concern to give it a try to see 


more than 


since that placement orders hav: 
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ANOTHER DOOR-OPENER | 
the ivantage a spe fitting 
Industrial Electr 


minute after Ct 


and the customer is gradually installing 
the unit throughout his plant. Recently 
Still got the order for $4,000 worth of 
new main service equipment 

Sull’s contracting background gives 
double ady 


him 


him a antage contractors 


trust and he instinctively grasps 
their unexpressed problems. When on 
i lake-sick pavil 


should 


contractor was wiring 
ion, Stull told him he 
face racewa' I he 
had 
Sulls 
Now he 
ever he can Sull sa 
e Broad Stock—-Stull spends four days 
each week in Atlanta and the fifth in 


outlying 


contrac 
installed But 


judgment, tri 


wary, he never 
confident of 
when 


the raceway uses it 


northern Georgia, on 


counts. His customers range over all 

sizes and types of industrials and con 

tractors 
One 


quirements 1s 


aid to serving their varying re 
Thompson Wi son's 
There's a healthy 
and the firm stocks 
item to 


broad inventory 


counter business 


many specialty serve this 


trade. Even on industrials, the firm 


stock heavily on roughing-in 
factory 


finish the job 


aims to 


materials—with shipment, if 


And the 


necessary, to 
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alerting cus 
Sull 


item on hi 


firm makes a practice of 


tomers to new seldom 


produ ts 
goes out without a new 
back seat 

Whenever possible 


eflorts to 


Stull backs uf 
strengthen the 
briefed 


ontractors on one suppl 


the firm's 
ontractor competitively Hy 
number of 
ers attic fan pecial then helped then 
make a pitch to their builder 
In terms of time spent,” Still says 
ve did pretty well on that speci il. Be 
sic that kind of help gives 
tractors 


home 


confidence in you-——espe 
when hardware nd other outlets are 
tealing fan hi 

e Inside Help-—— vet lots of 
from the 


support 
people inside 
son and Wilson 
They keep 
ills, and usuall 
lems 


from Thomp 
Sull 


tabbed on customer 


down 
in handle any prob 
without contacting 
me. It's the team Ne again. Every 
hody help Order prot lem 
have to pa throu 
hefore the job | 
This kind of he Ip ! i big extra o 
Sull's ount He works 
close ly il urt in by if he 
and find 


that come up 


i hundred 


outlying 
with the 


that many deliveries can be 


Ups 
»> the branche 


yong down 


On h count 
Thompson-Wil equall 
important ust il in oF 
der hetore them by 
common rei i morning 

there ifte ikdown 


firm ill iy Open until the usto 


noon t 


mer itor fi 


der 


(ore 


e Breakthrough 


during Sull’s fi 


spot one day ck 
livery didnt illed 
Sull. Tha Vas al The ustome;: 
had hi rae 4 nd he 


firm 


now huys 


upwards of $3 month from 


I hye mp ‘on W 


I'm not 


Prospec S INTO Top Accoun S 
e sample. Above, Still explair COUNTER work is routine for Still He kee; with Thong ee 
to Fred Childers of Alleahar tt sets to | tractor 
Intic tee than hette Hy the eb e tre ; chect 
MEME iIders called Still keys his sample demonstra deliveries and to pact ers himself, both during and afte Be. 
tions to the customer's needs, explaining in a w - pressure hour Nobody around he t whit wr to hel it eins 
way that ? pr duct an ba y thve ette | the waret ‘ he th t get 
mmnple yre twin brother t new prod t the ustorme 
made from them, Or 
tomel Nil c le 
town 
(he 
contractor 
MEE out of unsold prospects 
et Sull admit not long shot 
But I'm onfident that m t of then 
will buy event In the meantinn 
I keep making type na 
demonstratit nev product ind 
waiting for the day when we can show eS" 
them what n ck 
> 
6! 


Putting Courtesy Ads 


To Work 


THE OLD 


CONTRAST in donated ad pointed up 


The finest products in the world are no farther 
way than your local merchant of contractor 
yur Wholesale Distributor makes this possible 


VERMONT HARDWARE CO., INC 


igton, Vermont 
White Kiver J nt 
y institutional message added to page at 


By Winston N. Coburn 


Assistant to Manager 
Vermont Hardware Co 
Burlington 


right Vermont Hardware now sel read 
AVE you ever picked up the sea 
son program for your local ball 
team and noticed a box advertise 
ment, reading 


Courtesy of 
John Doe Company 
Exactly what was your reaction on 
seeing this ad? 

We surveyed our donations and 
found that we were placing many such 
ads. What effect did they have on the 
especially reader 


reader when that 


was most apt to be a retail consumer? 
We knew that the averave ¢ onsumer in 
our home town had never heard of us 


At the best 
familiar with Our name were not aware 


those who had become 
ot the size or scope of our operation 


True, a few of these readers were 


acquaintances because we often do 


nated to organizations in which our 
customers were members or organiza 
tions which aided our operations such 
as, the police, the firemen, or the postal 


service. Even in the case of these ac 
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quaintances, we wondered what reac 
tion they experienced, because the ad 
does not carry a definite message it as 
left entirely to the reader's imagination 

One of our older salesmen suggested 
that we adopt a policy of a construc 
tive type ad rather than the “Courtesy 
oft * sort of I his 


thing suggestion 


seemed logical but we could not agree 
on what we should try to sell 
We considered listing our popular 


name brands, listing the names of our 


salesmen, listing the categories of 
goods handled, or featuring new lines 
recently added to our stock. None of 
these ideas were acted upon because 
something seemed to be lacking 

Some 
avers suggested that we sell the 


of the Wholesale: 
because they were read largely by con 


time later one of our man 
Valuc 
through these ads 
sumers. We agreed that this was an 
excellent idea until we tried to create a 
logan that did the justice. We 
have never found a completely satis 


idea 


factory phrase. We could think of so 
many facts that should be explained to 
the consumer—so many ways in which 
we indirectly served him, that a brief 
slogan seemed an impossible limita 
tion 

We analyzed the territory we served 
and realized that we were serving a 
multitude of small communities, where 
contractors 
operations, depending 


wholesalers for stock 


in turn the dealers and 


were small 
heavily on their 
and services. It seemed to us desirable 
to stress the benefits we rendered to 
the consumer in the following order of 
importance 

1. That we brought a procurement 
service to the consumer’s home town, 
enabling him to order from his dealer 
a great number of items that a small 
dealer could never stock 

2. That we 


sumer the quality lines 


for the con 
on the market 


selected 


insuring his satisfaction 
3. That by buying and dis 
tribution we saved him 


mass 
indirectly 
money 

4. That with our 
delivery service, we saved him time or 


large stocks and 


delay 
At the very 
considered seemed to reflect only one 


best, the slogans we 


or two of these basic points For ex 
ample 

e “Smart buyers patronize thei 
local store—-we help him bring the 


world to your door 
@ “Enjoy the fine craftsmanship of 


your local contractor—we help him 
save you worry, time, and money 

e “The economy of our mass buy 
ing, the efficiency of our mass han 
dling, are your through your local 
merchants and contractors.” 

We gradually de veloped a fourth 


slogan that we have used for the past 


year Again only two of the basic 
points are reflected in this one, but it 
had a certain flight of imagination that 


We have 


comments 


seemed to capture attention 


heard veral favorable 


from our customers on this slogan 
which follows 

“The finest products in the world 
are no farther away than your home 
town dealer or contractor — your 
wholesale distributor makes this pos- 
sible.” 

Ihe results to date have convinced 


effort vorthwhile. We 
plan to continue this type of advertis 


us that the 


ing with hopes of finding an even more 
effective slogan In 
considering the use of such a slogan on 
letterheads 
iny paper work directed to the cus 
tomer, We 
in the slogan is even greater than that 


addition we are 


invoices, and bulletins 


find that customer interest 


of the consumer. It would seem to in 
that there is a need to sell the 


Value of the 


dicate 
customer also on Ihe 


holesaler vd 


ELECTRICAL WHOLESALING—May, 1956 


| 
Ww 
TH 
E NE 
: 
war 
ee 
m 
Inc 
anon 
ons, 
4 
g 
3 


How Sell Better 
Over the Telephone 


Are you getting the most out of your telephone? No matter what your job, chances 


are you're not using this helpful sales tool for maximum selling results. We've com 


piled some tested techniques for making your voice-to-voice contacts more productive. 


— Hil KES othing new musual hout tl cleph 
1 PHONE Its as common in busin is the typewril desk 


chau ! 


businessmen who u 


iv tail to re mize its tre 
mendou ales potential 


Yet the telephone 1 


Vays to get in touch with you ome! even gaining 
entry man im sh the tace-to-fac lesman int 
Used with imayination, th mp ot black } 
long way in buildin fi | in 
ny lo spark our imaginatior h ré on of the 
things the phone might do tor you right m 


e Suppose you have recently taken on a new line « 


if 
electrical equipment. Naturall nt 
flvers and othe direct mail out to if met But fo 
fast action, how about som old | lo prime prospect 
you know can immediat ise the ly th i { 
put a trial shipment on our truck tomorrow morn 
© Suppose you are looking for a systematic way build 
lesmen around without in luction. Inst | t th 
at the phone th h 
len calls like this every 1 mit h of TT | 
n cl up man y pm nin 
have been closed 
© How about odd lots or close-out items ican j 
pecial me we around’ A cou of good short d | 
pal raph j i 
tuck th he | 
And ther } 
if tub doz 
ph ! lit 
! 
j profital 1} t th 
n fast an t | | 
| 
phon 
On the fol | 
h 
dling 


Turn page for more on better telephone selling > 
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18 Tested Tech 


1 Don’t peel your phone call ‘off the top of 
your head” 

Work from a pre ired ile talk wheneve you can 

Doesn't have be fancy or long winded but writ 

out what you want to say. Then chat it, don’t read it; and 


leave room for the other fellow to re spond 


2 Develop a sense of timing 


Variou Ly px of ¢ tomer in be best reached by phon 


it Various time orning and around noon are best 


for building ontra it ernoon tor 
in industs out when ul in be reached 
then work out your calling schedule accordingly. Special 
hint: many small contractor vho are active all day, are 
ometimes most rr \ © calls at home in the evening 


3 Calling for an appointment? 
Give the customer a choice 


You should have two or three times available when y« 
him. Or even better, two or three consecutive 
Ihe wider his choice the le likely his being tied uy 


to avoid receiving you 


4 30 seconds—the rule for customer waiting 


If it's going to take more than half a minute to ¢ heck an 
inventory, look up an in ¢, or find some other intor 
mation, suggest calling the customer back. Or if you'r 
busy when he ills and can't take care of him in 30 s« 

onds, explain courteously and offer to call back. Remem 
ber, while you are busy, a minute or two passes quickly 
Kut the customer, left with a dead phone in his hand, 1s 


bored and trustrated 


— 


5 Are you a telephone shouter? 

Years ago telephone connections were much poorer thar 
they are today, Folks had to blast to get their voices over 
the clicks, rattles and brrrs in the line. Electronic science 
have made it a much better instrument now, but old 
habits sometimes persist. So relax, talk directly into the 


mouthpiece in natural, modulated tones. You'll be heard 


6 Don't “bug” your own business 


Ihe bug is detective story sling for a live microphone 
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niques to Help You 


hidden to pick up intimate telephone 
in do the ame if you let ‘ 
the phone to get informa 
the mouthpiece. Don't put 
nce will go over the line lo 
ind diaphragm If you i) 

your desk pul a handker 
paper over it. Otherwise ou le 
cuve drop on the entire office 


7 Fix the appointment time clearly 
in the customer's mind 


Once you've agreed on the time ol in pretty sure 


he'll be there if you adopt a pattern like th OK, Mr 
Customer, Pll put that on m alendar now (and 
lowly as you write) [hat's next Tuesday 

at 2:30 It he cts the impression you are 


vriting it down, he very likely wall, to« 


‘ 


8 Give your customer the “yes” habit 


End your description of a product with a generalized 
question he can't possibly inswer with a No bor ex 
ample and thi ly pe ol onduitt will not rust or 
corrode under any condition I hat vhat you want in 
Mire housing isn't it Mr. Blank ial that’s 100 per 
cent rot-free?” He's bound to say nd after two o 
three of these “yesses,”” his affirmatis established 


when you ask for the order 


9 Don’t lose the customer's name 


Easy to do, particularly on incoming Calls. So write dowr 
his name as soon as he gives it then use it. Don't 
smother him with it or he'll soon suspect your sincerity 
But it’s music to the ears, so bring it naturally into the 
conversation. (If it’s a tough name, by all means don't 
shy away from it. Mr. Fyalkowsk: doesn't hear other peo 
ple say his name nearly as often as Mr. Jones does, so he 


appreciates if more) 


10 Don't have the customer call you back 


Helpful secretaries are usually willing to take your num 
ber and have Mr. Customer call you back. This may put 
the customer in line for a lot of 
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ek Selling Better Over Telephone (Cont.) 
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tiles call. Much better if 
[hank you M 
the offi When 
ich Mr. Customer? 


11 Ask for the order 
h il 


ton 


axiom of 


tel phone cl 
vith a 


meet n 


12 Be yourself 
Some of the 
they should he 
phone itself 
ind the 


making 


ound like 
uit 


se rules may pat fe 


ipphed your 
i mech 


It's uf 


conversation pe rsonal 


is only int 


custome! tw vou 


to 


your 


vhen he discos 


ontrol the sttuatior 


own 


bring 


ind hum 


it lat thisis W 
lest 


the 


Pete Watson of 
if. See if 


customer will Onve 


crs itson inh Supply Com 


yours 


pect strongly 


to 
for 


rsation 


tire me to 


16 How long is a telephone sales call? 


I he ist i re und 
| 


ul 


I he 


rmulas 


onality 


il connection between yor 


it to life b 


13 Moke the telephone order firm 


Ihe sale by 


to face 


telephone b 
by having 
the ordet Is th 
epeat addre 
Wal spell 


vhat 


olid 
the customer p 
the 

And 


in De just a 


SS) your na 
that mi 
him tly 


he should ree 


Ou unr 


it 


14 Keep tabs on yourself 
Mak« 


many 


i running rec 


ntervir 


ord of your progres 
how 
custome! ind 
These if 


ement 


you placed many 


th 
be vot 


\ 


nts) 


nm 


Am 
Pete 


norning 


Watson 
Mr 
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irt 


correct 


whi 
opportunitt 


iS the one 
ICI pale is 
Mr. 
have 
[hen 


ina 


] 
phi?’ 
nl more 


ill 


ceptive 
W i ‘ 
Amarillo 
ill 


Pete Watson of! ( 


Dont let cost 


13] 


my 
in om the dh 


i litth 


how just 


ou had i etter 


iveruyv 


h show tt 


ol ile 


touct 


18 remember—that phone ring is opportunity, 
not interruption 


vhen our 


the new servi now 
telephone conference, 
d up to d 


pi 
seque nee 


that ou fy 71 


Ke 


ing, 


t key-town cal 


ling, 


enterprise exchange, 


1} 


‘ 
Sell Better Over the Teleph a 
[Telephone 
vou 
f 
et first 40) sec 
nas speci i} onds 1s the most tant. B that tin ‘ the 
nmewatiy response make at for 
the order anyway Perhay a il twist on delivers 
pricing, novelty item, or some other device in salvage 
J 
(/, D4 
Lp 
ime 
fac ou 
writ 
17 Reach out for your customers 
yan the aver personally dictated 
tones for improv=—_ 
loo often, h off Is, the in 
I[ — tent telephone bell can | Hut e your 
W nnoyance a second or two to pass before you pick up the { 
receiver, ese it will creep into your opening remar a 
[hen answe vith trendline urt ind an ai of 
> T © optimistic expectancy 
= All ese re mere comn 
\ But if you candidly apprais own telephone 
\ misused off nstrum t int ! t valuabl 
ral the py plan organized use of thy 
ovided by the telephone compan 
15 von’ business problem; at 
Don’t throw your name away : 
without 
An indistinct, “Ogtilesh Birddr speak is the teleph placing cach call 
lent of the dead-fish handshah You istom lesmat i lars nd sa tit 
vant | making sure nan Answer th thal | { 
6s 


SPOTLIGHTING YOUR MARKETS No. 13 in a Series 


Brings you up-to-date on what you can sell to 


he Lumber Market 


The lumber industry, in hot competition with newer products, is mech- 
anizing to bring costs down and make products more salable. 


Motors have the biggest potential. Best buyers are sawmills and fabri- 
cators of furniture, plywood, etc. 


Buying setup depends on size. It ranges from one-man retail yards to 
large mills where p.a.'s are main influence. 


Lumber sales are down, ESPITE the tact that total lumber production 
levels, the long range outlook for the industry 
process products up continue to rise, and the use of lumber—parti 
going down, [he reason: more reliance on substitu 

the future looks good for such processed product 

newsprint and paper product markets) and plywood (hi 
Irying to hold its own, the lumber industry has turnes 


ucts, product improvement and more plant mechanizatu 
cle velopments in gluing, seasoning and treating, and adh ‘ i re em 
h as debarking and chipping units, for mor 


phasis on new types of machinery —suc 
hand! Lumber 


complete use of residue material ind On materi 
handling remains generally a hand operation, however 
Ihe industry is a complex one. It breaks down like th 


Commercial loggers. | ocated in forest country, the 


mills. Except where they own mills, they aren't a factor in « 
Saw and planing mills. By far the biggest element in the tndust: 
$0,000 mills, with 20,000 larger ones doing the bulk of the busin 1} 


timated at 


turn out 


the finished lumber tor the manufacturers and for construction 
Fabricators. Manufacturers of furniture, and plywood and veneer products 

Pstimated at over 3,000. Usually located near citi vith big custom busines 

local lumber yards. Mostly a retail operation Estimated 


Dealers. Operators otf 
1] mcern 


it 50,000 plus. Buy mostly from lumber vholesaler 


ind manufacturers 


Sawmills, fabricators THE LUMBER industry is an average market for the el 
man. In many ways, the industry is far from modern 


are best prospects pressure isn on to keep its products COMpe titive in price 
Fabricators constitute the best segment of the market c ¢ tri 
upplies, and they rank high 


potential, in terms of motors and plant maintenance 


in terms of economic Outlook 
Sawmills use considerable electricity, mostly to ops un equipment 
and can be considered second-best. Lumber camp 
prospects only for such retail appurtenances as ventilat 
Motors are the top item. [hey are mostly for maint placement 
since woodworking machinery comes factory equipped for dust 
tight controls and pushbutton stations. In certain segmer Of the ind rv, there 


a demand for modern liehting, exhaust fans and fire 


Buying depends on what segment ts being sold f ire wu lly one-man 
operations. Sawmills and fabricators tend to be larger, and the men-to-see ma‘ 


include purchasing agents, maintenance men, general managers and even vice presi 


dents. In smaller mills, again the owner-operator predominates 
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1 «al near-l ord 
} 
f Lun r price 
ly in hor building 
| \t th me time 
ood pulp (with 
use of itility) 
ing 
~ 
4 
trical wholesalers’ sales 
the 


Lumber Mills: Mechanization to catch competing building materials 


MOTORS are, venerally, the long and the short of the lumber market. A recent 
government survey of commercial mill-and-yard operators showed that the tollow 
ing motors were purchased in one year 162 of | than 10 hp; 3,505 of 10 1 to 
SO hp; and 955 of 51 to SOO hp. Besides operating such equipment as rolls and 
trimmers, motors are needed for on yvors of all t pu 

Motors used on sawmill woodworking machine ilmost without exce plion, are 
squirrel-cage induction type On shaping and molding machine used in planing 
higher speeds ire necessary than can be attained with 60 « kk 5600 rpm motors 
Here rotary frequency converters are used to power units at higher frequencie 
such as 90 and 180 cycles 

Furniture plants require motors with ratings at or near SO hp to operate grinde 
planer: dressers jointers lathe ek But the retail lumber dealer who does littl 
more than tabricate window fram or door pan Is will usually have a few radial 


saws powered by to 10 hp motors 

Lumber mills are considered Class 2 locations, because of the sawdust involved 
and dust-tight enclosures are recommended. Belted and externally-connected motors 
should be totally-enclosed or. in larger izes, enclosed and fan-cooled tor added 
protection Dust-tight motor tarter disconnects and witche ire pre ferred to 
protect the contacts and oper iting mechanism against clogging and pos ible com 
bustion 


WITH THE MOVE to new and larger machinery and more mechanized material 
handling, many mills are in the market for larger service equipment and a modern 
distribution layout. The salesman might tie-in with this the offer of a maintenance 
program for the mill or plant, including motor rewind work and special control 
fabrication 


Ventilation is a general need within the industry. To keep hi howroom up t 
retail par, the dealer needs fans and air conditioning. In the mill or fabricating 
plant, exhaust systems are needed to remove iwdust from th mmediate are 


LIGHTING is mostly neglected in this industry, apart from the newest plants and 
the retail showrooms. Good illumination can be sold along with better electrical 
distribution and mechanization of material handling. Much woodworking is clos 
tolerance, opening the way for individual application 

Mills with retail showrooms are a good market for intercon tems. This allow 
the yard personnel to hav itemized bills ready in the offi | the time the ustomer 


has his order 


Fire alarm systems can be sold to all segments of the industry nce lumber is 
highly flammable Don't forget portable clectric tools for dealer 


NEXT MONTH: The Chemical Market 


May, 1956—ELECTRICAL WHOLESALING 


Business Wee 


Dust-tight motors, 
controls preferred 


Specials: 


Market for entrance, 
distribution equipment 


Lighting, 


intercoms, alarms 
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More Distributor Comments on 


‘Honest’ Fixture Prices 


On industry problems, the chance to speak out often helps clear the at- 


mosphere—and distributors’ own thinking. Here are additional comments 
on the need for "'realistic’' residential lighting prices, brought out by Wil- 


Concurrent Agreement 


HY 


CiREEN 

GREEN ELECTRICAL 
CORPORATION 

WORCESTER MASS 


THE ARTICLE by Mr 


teresting to us 


Blaine is in 
inasmuch as it co 
We 
1956 


incides with our own thinking 


are in the process of issuing our 
residential fixture catalog. Concurrent 
forwarding a letter 


contractor 


ly with it, we are 


to our electrical 


customers 
advising them of a change in our policy 
which will be manifested by the use of 
reduced consumer and reduced 
discount to the electrical contractor 


Some of Mr 


prices 


Blaine’s points are so 


close to those which we are making 
that they seem to have been taken 
verbatim from the same text. The only 
major difference between his policy 
and ours applies to the price dif 


ferential which we are planning to try 
Our with a 2.5 
mark-up upon a 40 per 
cline ount 


catalogs are issued 


based cent 
to the contractor from these 
prices. We are planning to mark our 


showroom pieces at a 2.0) mark-up 
equivalent of a 20 per 
discount from the catalog list 

This will then give the con- 
tractor a 25 per cent discount from the 


selling price in our showroom 


which is the 
cent 


prices 


Idea is Excellent 


ny T. H. Jr 
WELLS PLECTRI 
BIRMINGHAM 1, ALABAMA 

I THINK this an excellent and timely 


SUPPLY CO IN¢ 


article. It should cause all of us in 
this business to think and comment 
These are the thoughts that strike 
me personally 
a. We are in agreement that the 


electrical contractor in practically all 


cases no longer deserves the long dis 
count that creates the artificial prices 
well as other 


feel that 


busine 


However, we as many 
invele ndents 
other 


continue to let his be 


we depend up 
on his ss sO much that we 


i large voice mn 


o8 


liam Blaine's story of his experiences in St. Paul (EW—Mar. ‘56, p. 72). 


the old order 
b. The idea of a 
one. We 


approach in one city where all whole 


maintaining 
retail price” 1s an 


excellent know of another 
salers allow the general public a 40 
from list, with 25 


saved for the contractor. It 


per cent discount 
per cent 
gives customers the feeling that they 
are buying 


“wholesale,” and puts the 


Wholesalers on a realistic basis on the 
ictual selling 


c. Many 
that they cannot afford the immediate 


price 
wholesalers feel, however: 
even if temporary—-loss of business 
from the contractor 

d. Our 
non-electrical 


alled 


who 


mainly to the 
much as to 


losses are not 
outlets so 


the so “lighting fixture whole 


sulers sell no other electrical 


have no need to 


Their 


needed to 


items and protect 


the contractor selling price ts 


whatever ts close the sale 
Our 


harder selling by our entire sales force 


answer, such as it is, les in 


as well as 


those strictly in our resi 
dential lighting department. We work 
with our local utility, architects and 


well as the electrical 


is costly, but we strive 


homebuilders as 
contractors. It 
to make our display room theirs in the 
sale of residential fixtures 

We do not 
prevalent in the 


minimize the dangers 
old 


even though 


now long dis 


count practice. However 
we admire and applaud the realistic 
iction taken by this wholesaler, we do 
feel the 
follow 


not time is ripe for us to 


Manufacturers’ Move? 


BY CHARLES F. ARGAST 
PARRELL-ARGAST PLECTRIC CO 
INDIANAPOLIS, INDIANA 


DURING the past year, a_ heated 


debate has begun on the subject of 
more realistic retail prices on resi 
dential lighting. Two specific points 
have been argued: (1) that distributor 


mark-up has created very unrealistic 
retail prices on merchandise on show 
(2) that the mark-up 


pattern of dis 


floors 


room 


reflects the 


necessary 


counting required to electrical con 


tractors, who in turn do neither a 


selling or stocking jol 


I hese points reflect something oft 
the truth——but certainly not all of i 
There is definitely a revolution oc 


curring in this field. And if the currents 
it work are controlled, definite benefits 
derived by everyone; the manu 
distributor 


will be 
facturer, his the dealer and 


contractor, and the consumer 


Provocation 
Much of the 


more realist 


provocation for this 


change to retail prices 
manufacturers. It 
that 


put beyond the reach 


has come trom the 


has been then position distribu 
tion mark-up has 
of the 


which he 


home-owner fixtures 
afford if 
manufac 


distribution pat 


ivecrage 

could 
These 
that the 


over-prot cted the 


priced 


realistically same 


turers argue 


tern has middle 


man-——the electrical contractor—who 


is doing no more than installing the 
fixtures. This practice, and the Amer 
ican mania for discounts, they con 
tend, have placed in financial-harness 


lighting available for the 
market, the 

The manufacturers 
taken Three 


on residential 


the good 


best of the consumer 


point 1s well 


and 4-time mark-ups 


lighting are aimed at 


only one thing: quantity discount, or 
hetter izable fiscount The con 
tractor or his build is getting no 
more fixtures nor a better price on 
this basis than from the distributor 
selling on ) §-time mark-up, or in 
fact on the 2-time. Some distributors 
prefer this set-up ind naturally they 
ire entitled to their opinion. But 
without a doubt, the retail list price 
is something out of this world—1in 


fact, a joke 
The average di s the 


time mark-up. Historically, this mark 


» 


stributor use 


up protected the contractor, who was 
entitled to a 40 per cent discount off 
the retail list. The supposition was 
the ont tor Wi devoting tim 


Continued on page 119 
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As Mayer's “fourth counterman,” President Ben Weil (center) 
helps his Birmingham firm gain sales of .. . 


$600 O000-—Over the Counter 


IRMINGHAM’S Mayer Electric rule. There are two other | 


Supply Co., In likes its counter e Personnel with know-how pained But in if must be broad. too 
supplies business It's a substantial from electrical training and time in Weil think Reducin wish 
share-—$600,000-plus last year——of th Maver warchou Ihe three counter typical. Mayer 
firm’s total volume, and it’s all clean men know a good many of the answer luding such slow-my 
profitable business to Custom on ind lion 
fhere’s no argument about price e “Fast servi is more than a tock in tment.” Weil hut th 
it the counter,” President Ben S. Weil logan, if mething that even the brings custome hack 
emphasiz Wi ell by the book ior cant m ( Lome iren't al e Team— Mayer's three ountermen 
ust as We have for yea! Wi I] hard lowed to wait. ft uintermen keey n addition to handling tt r" n 
on the road too, but our counter trad moving ind Weil himself works the in hor help keep up th nvente 
is basic phon ind unter most of the day Ih VOrk kk | sith td Kall 
Evidently custome like our in e Broad Stock W here locking 1 man nd buyer. notis ten 
ter too Well mtinu They oncerned th tome! uns our nm short ippl na i tis product 
wouldn't keep comin hack ni busin Weil W vant hin that the firm might add t toch 
service was above pat to bu ind thet me back to bu This team spirit work rth our 
One competitor, givin th iltimat mm more That why i I] } no h 
in praise hows to M ounter man head anythin h 
operation It's the best in town h Maye tock " illel lines vith 
sav if we havent got hat usto ! exception throughout it Weil, in f } 
mers want. we send them to Mayer house. Weil points to the possibility of m While he } formal affice | 
e Rules—Why send them to Mayer? trik material hortage nd pro mostly { 
The biggest reason, to W mind duction and shipping tieuy He also workad headquart le mm 
the firm complet tock Ih n thinks customer prefer a hoice of near the counter 1} ‘ } b 
accurate count of the ttem irried in tem phoned order yreet lesmen i 
inventory, but it idmittedly high for But th predominant reason for helps out +} 
i firm with a straight ontractor-in Mayer's heavy king is that custo Ht { vy ele 
dustrial business Ma tock mers want k-up orders on a on stor j 
broad (includir on | f top | Ke tial and indust f 
ind deep (with lel | ntractor 1 depend on Ma fo Wi W 
oth d ned t lu ! mi fiat lelive n ma hy 
nter-buying trad the firm tries to |} haa 


— 

Weil onsid th rie get ect ot y just that 

How do Mayer's countermen work? Turn page 598 


es 


ree Countermen 


Kiley: ‘You key yourself 


“SERVICE is the main thing as far as the customer is 
concerned, When a man comes in, we try to get to him 
quickly—and get his order out as fast as we can. He 
appreciates this and generally comes back again. .. . 
We key ourselves to this, even when we're not busy at 
the counter. Whether it’s phone orders, catalog work or 
restocking the shelves, we try to keep things rolling.” 

Robert Kiley (/e/t), one of Mayer's three countermen, 
takes this view of counter selling. He's been on the move 
now for 10 years for Mayer, nearly all of that time at 
the counter. Before that, he worked the counter for a 
valve-and-fitting house 

Here’s how Kiley looks at the problems of his job: 

e “We try to handle things the easiest way 
that’s the best and quickest. If we can get something from 


because 


the rear of the warehouse ourselves, we do it. Or if it’s 


Taylor: ‘Keeping up with 


“I HAD worked at wholesalers’ counters before, but this 
was really new. The stock here at Mayer is much wider 
than I'd been used to. Take a look around and you get 
the idea: horn clamps, FE bolts, every size and type of 
box, even stove and hot water heater elements. And to 
sell from this kind of stock, you’ve got to know pretty 
much about all of it.” 

Raymond Taylor (left), who came to Mayer's counter 
five years ago, found that learning this stock was his 
first big job. And, he says, he’s still learning. Like Kiley 
ind Woodward, he tries to learn a 
relying on Ed Killian (sales manager) and manufacturer’s 


much as he can, 


men for detailed technical information 

Here's how he looks at counter selling 

e “Customers expect answers, so we try to have them 
handy. Without a working knowledge of our stock and 


Woodward: "Slang is about 


“AS A FORMER electrician, perhaps I take a special 
angle on counter selling. When I came here, I knew the 
trade slang forward and backward. My problem was 
learning manufacturer's numbers. But now that I’ve 
gotten on to the numbers, I find that my knowledge of 
trade talk is a real asset.” 

George Woodward (/eff) thinks that this field experi 
ence puts him in a good position with customers, who 
appreciate understanding of their problems and _ their 
needs. Woodward put in 15 years as an electrician, has 
been at Mayer for three years. To give him a good grasp 
of wholesalers operations, Mayer gave him a stretch in 
the shipping department before he came to the counter 
to start selling 

Here's how he looks at his job 

e “Catalogs were a real headache at first. Learning 
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$600,000 A Year (cont.) 
ow Mayers 
r 
f 
; 
hal 
70 


o An Inside Selling Job 


to keeping busy—all the time’ 


easier to on tl warchous 
system. There i Station right at the c t for new item 

e “If i's a | order, we pref to get it from th e “Our count o crowded witl { pyhievt nal 
warehouse rather than trom tl K-up st k. We hav tom hat we dont ! muct an ! disp 
to keep those he filled a fie th mak on That vh we pul in the p the 
trip do tor two Its ea to changes na k od hit 


the 


tool line ind 


stock is a never-ending job’ 


vhat each item can do, we'd be nothing but ord write e@ ‘Our trday aft oon il meeting r i bie 
And that doesn't help bring customers back help on policn ind the like Although w york pretty 
e “We try not to let a man go away empty-handed much as a team, | » information and ice } k and 
lake motor starters. We might be out of the rating th forth, this 18 a chance to get away tror th ounter and 
ustomer want So we change the oil it takes only a talk things over, Otten, there i manutacture pom 
few minutes—and the customer leas with a ‘thanks to discuss his lit Ihere where we keep up on fit 
for the help ind sales policies, too 
e “We aren't high-pressure, but we try not to miss e “That free morning coffee is important around het 
: chance to sell accessory iten Iher re few custome lo get it, custon who are finished at the counte 
who know just exactly what they need. Mention thes move on ind wv n get on to the next one. Or whole 
thing ind chance ire Uf ! ed few of them i ustomer is fi w coffe 4 have a chance to get 
. Another thing. Our displ nt there just for his order read 
good looks. We sell from them. WI have at V¥ item os We're ilways on th mo ound | ( Beside 
on display, we mention it to { istomer who might taking ounter ordet there the phon th displ 
put it to use. If ther i Sign of interest, we give a real ou ital will calls, tickets to be 7 ed. It probably 


talk on it vouldn't feel right if v vyceren t kept 


as important as item numbers’ 


how to find price ind num no nap But onc nm there I rely on the boob Witt nanwe omer 
I matched my knowledge of application with the italo week, if hard t po they 


information 


e “You've got to know your answe it th ountet e “You n't make too su that ar { 


ind on the 


ind 


out.” 
My electrician’s backg 1 hely shen it come isuall t ibstitut 1} 


them 


e “I know the prices of shelf fair] vell. But stoch 
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e “Ou gy stock pra | 

customer want ibstitut j | Ih Make lose a kk 

necessary for us to know ir iin thoroughly; others e “We price trom the book, | d. N a ees 

uggesting a substitut tediont lh n u might be wron And | | 

for accessory item ! own ish ticket d help tIside ticket ae 

e “When we get Ils te thing stock ‘ “Price mportant t stor 

heck with the buyer Ihe final d on on whether t illy vant to Know | al 

idd an item is up to him, but h to know what It ldom that nye nt } 

the trade 1s interested in. We re nt ided some ompa it with th ) 

theyre going That toon everyom 

phon where thing are what we h If it the istome! will hack } | 

stock, pric when W in deliver. It hely plent hably |} | ft { 

to know the slang. I find that lots of istom k for ind corrected tl ord } lost faith i ae i, 2h 
one thing alll really want thing else. I | Ang 

to selling ‘ One proau | think } 

we first took on flexibl onduit. After | f r it prett h a 1 busis ae 

well we went fter the conti for It nt an i . When f hi M 

selling job, part larly with the small cont tors. but had the best stock in town. | k that stoch aes 


THE SALESMAN’S TECHNICAL NOTES 


Non-metallic sheathed cable 


may be obtaintéd with bare 
grounding conductor fo 


Types NMC @ UF 
mag be imbedded plaster, 
protected by stee/ plate 


ape 
brad, > 


are ofler supplied with Ccormentric helically 
wourtd 


Service drop 


Service 


cable 


_-Meter 


Service entrance cable normaly 


used fo connect service drop wilh 
service entrance eguipment. 


Mo sture-resistant 


— 
preserve continuity of 4 
ground where graur in 


fiber 
Or (nner 


Fibrous protechve coveriog {i Type wan) 
4lame- arid mot sture-resi slarih Coyers 4 
(Types WMC poo or Masonry 


_- Mubber- 


CONMUTEAS Van 
braid 


Service entrance and service drop cable 


bare reatra/ ma hing 


| | | 
Types NMC ¢ UF 


blocks anid files. 


o 


a 


UE — “rect buria/. 


Where ground may be d's - 
turbeH, a proréecrive 
cover should be placed 
over cable. 


- 
Range Cord fale 


\ 


Type SE 


grounded conductor 
may be used for 

ranges, clothes dryers 
and water healers. 


Armored 
Cable — 
types AC and ACT 


are used in dry locafroris, 
concealed or exposed. 


Type ACL (/ead-covered) 


may be exposed fo weather; 
oland gas; used underground. 
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Pinpoints the Information You Need on 


Wires and Cables-_Ill 


By J. F. McPartland 
and W. J. Novak Me 
NS 


ULATED con 
ally 


Armored building cables 


Interlocked 
Types of Cables armored 
dl 1 it 
n la ) ( ble din electrical * 
Fibrous braids of | lipment may be 
ther 


use is follo 


General purpose | 


} 


Acrial cables 


in otectt 
Rubber 
Ise 


overing ibk 
and synthetic jackets 
ommon condu ind 


ible necd 


pre 
Lead sheathing 


l he 
ibl 
Armor cable 


vh hp 


le- or multi-cond 


Non-metallic sheathed 


Ad Next Month 
locked Wires and Cables—tv 
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ige to the ind to ised. Basket-weave mor tu 
lotion ; 
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iOb maditho ) tmosph Such braid of metal wires woven over the n a by} } { 4g 
protection or onducto rit vid lable 
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use lo 
x 
voven over the insulation and ible lly considered i 
ill turated with a mpound to give ngle group of conduct ina em ty pe on _ j ted : -. 
idded tance to heat, n These are the rubhs therm ered. P n 
orrosive atmospher bibrous bi roished mt paper Weath 
onductor ind bibrous tape mn mult en ‘ ( 
coverings are used for ri bhi Coverings m be fibrou ilated 
rubber o1 nthet ketings for seed lin hy 
in eral appl non Asbest tert 7 lin A 
ering fhe compounds used tor the hivh resistance to ftlam ju 
‘ rings are known | mous trad Lead sheatl ble is use ind on 
depen mn upon the manutl round «duct tem ind if set thy 
the manv m hanica 1d almosphe oprem i! used tor j ‘ j 
latex-insulated conductors do not ha { 
n old standard ul ‘ rin nd a widely used ‘ Bee 
cable cov ng tor use vet thor tern fem nd equipment ml 
tions. Where corrosion of the | made for both low-volt i Service cables n a 
possibility ne of the other protect nder 644 olt nad high-volt neu 
coveril ised over the lead jacket pplications (over 600 volt ‘ oe 
il types of lead ce red UI ble ha i non-fi ul 
part ha il overing which highl re tant t 
overings are metall moisture, heat, abrasion and rod 
wraps rovid ng and flex agents. Th ibl wed for u iy j 
ble type of protects One type of lerground branch circuits and feeder j Pe 
irmor overin oO ts of twe tee lirectly buned in th ground. eith 
tape wrapped a the b] conductor tof AS] 
piralled in such a way that each tay MEE cable is used Aether ; age 
overs the pace hetweer ul Ive for wiring of home farm buildin te 
ture of the other tap Anothe ind mal omme upan 
lock 
interlocked armor cal n whicl NM cable h fibrous n 
ralled along the length of th bh har trength. Type NMC } 4 - 
[he tape has a rounded er non-fibrou ring which has all th ee; 
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The industry Forum hats the idea behind this article and others you will | reading in the 


months ahead. What we are doing is (1) asking a man to speak his mind on an importaht-——and 


controversial subject, then (2) asking a number of interested individuals to comment on his ideas 


The result: an interaction of ideas on common problems. And, we hope, a better understanding of 


all the factors involved. We do not think that these forum type arty le 


will produce easy, overnight 


solutions to industry problems. But we are certain that an open airing of them in prin will be 


4 constructive contribution towards their eventual solution. In attempting this, we are not taking sides; 


were simply fulfilling the important funetion of serving 


between distributors and manufacturers. 


basic medium of communication 


His VIONTH, one wholesale distributor speaks out on what he considers twin issues manufacturers: 


The New Shell Game: 


‘Who's Got the Warehouses? 


Here's what Mevis says .. . 


Q. What's the outlook for electrical wholesalers? 


A, We wholesalers are in a sorry state. Most of our troubles stem from 
the contradictory fact that we think we have no troubles, But I think 
we do rr al ones 

I can’t see any point in being intentionally stupid. Yet that’s what 
were doing. We're letting our main economic function slip away—stolen 
right out from under our noses. That function is warehousing: buying 
storing, and shipping stock items 

Warehousing today is something like the old shell game: Who's got the 
warehouses? And who's going to do the warehousing? 

Functionally, warehousing belongs to the full-functioning wholesaler 
along with display, selling, credit and other services that move goods at 
the least cost from the manufacturer to the user. With his adequate stock 
of general electrical supplies the wholesaler is economically invaluable 
e New Shells——But there are new shells in the game. One is the manu 
faucturer (or his agent) with local warehouses. Not redistribution ware 
houses, mind you; they are certainly necessary to break carload shipments 
and service the manufacturer's wholesale outlets. But local warehouses are 
in a special class, They undermine the full-functioning wholesaler 
taking over his job of warchousing and shipping material to wholesaler’s 
uccounts of LOO to 200 Ib. order prepaid in| most case on a local 
territory basis 

There's another shell in the game, too: the percentage wholesaler. In 
my book, he’s a half-breed. He Ope rates with a tele phe ne from a tin shed 
owns one half-ton pickup truck and a typewriter, Warehousing is the 
lust thing to enter his head. He cashes in on today’s prosperity by making 
the rounds of the manufacturers’ warehouses or calling the manufacturers’ 
office on the phone and entering daily orders for direct shipments. In the 


long run, he offers nothing to the economy 


Q. How did the game get started? 


A. Most of it stems from those manufacturers who hold a low opinion of 
wholesalers as a class-—-an opinion, | might add, tor which wholesaler 
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and manufacturers reply 


Warchousing, like lopsy, “just 
growed.” A manufacturer used to con- 
sult with his customers before estab- 
lishing a warehouse. Now they spring 
up like mushrooms and like some 
mushrooms, they are poison. 


There is no question that the manutac- 
turers’ direct-shipment and cut-price 
policies from warehouses puts the nor- 
mal distributing function in a terrible 
mess. It's impossible for a manufac- 
turer and his distributors, operating 
through consignments, to compete 
against the cut-price boys who will 
ship direct out of the warehouses. 
Unfortunately, too many distributors 
will let your consignments sit while 
they use your competitors’ warehouses. 
This may drive more manufacturers 
to greatly expanded warehousing and 
elimination of consignment. 


This company does not “hold a low 
opinion of wholesalers as a class.” In 
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His unminced words are a number of 


local warehouse- and “percentage” wholesalers. Commenting on 
0 of them) were asked: “Do you think 
Mevis l- right or wrong’ We tried to get represe titative pro ina con commen \ in inducement 


manulacturers who received advance proolts ol his text. They 


we promised that no names would be divulged. Most of those who replied said to use thei Hames 


but we are withholding all names because of those who did not Wish to be quoted 


Ik YOR 


have any ideas on this subject, write and tell us about them. We recognize that thi irticle 


is not the last word, and want to hear vour opinion, Furthermore, if you have in 4 dan i of the 
day that would be a likely lope tor “The Industry Forum.” write and tell 7 thout that, too. Thi 
is the magazine of your industry and how useful Wools a the industry’ intercom on track prob 


lems is largely up to you 


. . » Asks Joe Mevis, vice president of 
Houston's Nunn Electric Supply Corp. 


themselves are partly responsible recent years, it has been compelled to 
intensify its field representation to re 
enforce the taltering sales efforts of tts 
wholesalers. It has abo found it 
essary to establish warchouses in some 
territories to back up the operations of 
wholesalers who refused to stock its 


These manufacturers, since WWII, have grown dissatisfied with their 


own methods of distribution They felt that their wholesale outlets wer 


too few for good market penetration. And many of them were unhappy 


with some distributors’ practices—lack of hard selling, and especially, the 


distributors who didn’t purchase adequate stock 


Then, too, there were the late-comers and the boys wit n tha op : 

line products. They found it hard to find kind wholes 
‘ any plores the need for these measures for 

wanted their lines the simple reason that they add to 

Between these two manufacturer groups came the real rub: th sales overhead—and would cheerfully 
percentage wholesalers. abandon them if and when this ever 4 

Let's face it. The electrical busine has been doing pretty well, and lots became practical : 
of peopl have heen caver to get on the vravy train i whok ilers 


Often they didn't have the capital. So what did they do’? They trotted to 
the manufacturer and got credit. lots of it: they were carried on a pay-il 


and-when basis (as we wholesalers too often carry our contractors) 


This apparently made sense to the manufacturer Then it was only 


a short step from financing the non-stocking wholesaler to setting up a 
; | We are against local stocks. In addi 
local warehouse. Obviously, this operator had to have stocks from 
} tion, we are against consigned stocks 
omewhere 
H ; We do have some area stocks, They 
e agents and ref we i factor. Why not, they asked their manufa are located for competitive reasons 
tures finance us’ We sell ind we can sell lots better from our own and carry broad but not deep stocks 
warehous Le painfully and cheape too, And the manulactures We try to police our area stocks very 
sometimes bought this thinking closely to make certain that oo dis 
e Support) Who! ler full-functhoning on igain helped out. They tributor “lives” off this inventory 
not only set th li for the game, but stood by and watched th lo of 
function. In man they themsel bought trom, and thus supported 
these local warchous« This sort of volume even on a pickup basi mad 
local warehouses that much more profitable 
Direct shipments of the garden variety of electrical supplies became 
' ‘ _ We believe that the primary function 
popular, too with many full-line wholesalers. The manufacture: factory : 
, , , of any distributor is a complete and 
stock or local warchous« tock, with prey iid freight on low mioimum 
f it adequate stock of our equipment. We 
mand AS i any V esaler oO 
reigent order meant no handhn iresu man NNO ( n one are happy to see that Mevis recognizes 
stocked adequately in their own warehouses that a good share of the local stock 
Immediately, this type of wholesaler exposed himself to a price-slashing problem is the result of distributors 
orgy with competitors operating on the same theory. Their good customers themselves trying to operate on a slim 
wouldn't pay very much for service when they received direct shipments margin of profit. 
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The Industry Forum (cont.) 


Mevis Says: 


"We'll put an end to this shell game when enough full-function- 
ing distributors realize that their profits—and their futures— 
are wrapped up in stopping it." 


One Supplier Answers: 


"What are you doing to protect your function? Do you merely 
give ‘lip service’ toward correcting these evils? Do you strongly 
support manufacturers with a definite policy?’ 


Here's what Mevis says. . . and manufacturers reply 


from a tactor outlet at no cost whatsoever 

Many percentage wholesalers got into this busine at the right time 
with the right backing. Now they're rich. And they think their own mag 
netic brains did this for them, They apparently feel no responsibility t 


plan ahead, either for themselves or the industry. Just cash in-——that Ihe failure of many wholesalers to do 
all there 1s to it their normal stocking job has caused 
a vicious cycle, in that manufacturers 

‘ : are finding it impossible to operate 

a What s going to happen? from the factory stocks and the more 
A. Bad as things are now, they'll probably get worse before the time of redistribution stocks that are estab- 
reckoniney lished, the more the tendency to make 
Come a slump, manufacturers with local warehouses will have two the stocks local ones rather than for 
choices, One will be to place full reliance on their creations, the 2-5 per redistribution. | ales the electrical 
cent boys. The other will be to go whole-hog into what they're doing wholesaler performs his real function, 


the trend which Mir. Mevis has out- 
lined will continue to the logical con- 
clusion he presents. 


part-time now: selling through their own men direct from their warehouses 

[hese manufacturers have an investment in local facilities, and they're 
not about to get out. They have 5 to 10 year leases, at 6-12 cents a square 
foot. Ive got news for wholesalers who think this is merely temporary 
When the squeeze comes—and it will, as business slows down—they'll 
make those warehouses pay, or else. It won't matter who gets hurt, either 


friendships will disintegrate to the right and left There will be a squeeze all right, 

e The Squeeze—But they ll have troubles—-plenty of them. Right now Especially from warehouses that do 

since there no service involved, they can undercut our costs of doing their own billing as well as from those 

business. Hut they'll find overhead catching up with them: long leases whose distributor policies vacillate. 1 

hizh-priced managers and salesmen, phone, gas, heat, insurance, local am convinced, however, that a dis- 

tay and the rest tributor who has adequate stocks and 
‘ ‘ 5 


who properly services his accounts 


So, for that matter, will the percentage boys. The manufacturer may , . 
will survive. 


or may not continue to support them, But that’s only one problem, Even 
low overhead probably won't be able to balance their lack of contacts 
ind of experience on the sales end 

In short, things will be rough; these boys may be licked by their owr 
poli Ics 

Ihe tull-functioning wholesaler, though, is far from licked, no matter 
how bad things look right now. If we have the overhead, we also have 


the know-how to give anyone competition, and lots of it. We have the 
Who else deserves to get hurt-—at any 


time, under any condition—more than 
the ineflicient wholesaler? 


warchousing, sales and credit facilities. The guy most likely to get hurt 


I fear, is the small but relatively inefficient wholesaler 


Q. What needs to be done? 


A. The first step, within your own company, 1s to start stocking to an 
adequate degree, Then you will be ready for the second step; putting an Mevis is talking through his ten-gal- 
end to buying from local warehouses. They are at the core of the problem lon hat. Local warehouses are here 
the percentage boys will go when these warchouses close down to stay—regardless. 


Like charity, this policy begins at home. If the wholesaler can't even 
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DISTRIBUTOR Joe Mevis (above) has some strong ideas on 
warehousing. These ideas are applied in his own Houston 
plant (photo at right). Say several manufacturers: ‘‘Mevis 
practices what he preaches.’ 


onvince his own mien that thi Ihe only possible pol how he going 
to convince anyone else’ 

Ideas like this sound great, and management is in the habit of taking 
to the soapbox about them. And that about wt. We torgot to tell ind 


sell our own peopl 
Signing checks not buying. When you send a check to a manufactures 
head office, do you Know where your buyer purchased the stuff’? The 


factory? Or the warchouse down the treet’ 


It's not enough to tell your buyer, your warehouse man, your counter 
man. They've got 20,000 reasons— and, to them, sound one they should 
continue to use the local warchous« 

e Convince Them As a bo vith a policy, you've got to meet thos 
easons one by one. You ot to convince the man 40 miles down the 
isle from your office that you know what you're talking about 

At Nunn, our policy no buying trom local warchouses. And everyone 
who has a hand in buying and selling knows it. They also know why 
ind not from mimeographed proclamations but through man-to-man talk 

Even so, we have had our share of trouble. I recall an incident involving 
one supplies item. One day | found that a competing supplier working 
trom 4 local warehouse had taken over in our Own Company. Our regular 
supplier was on the outside looking in 

I talked to my man, and he admitted that there had been some delay tn 
placing order sith the regular uppli Some delay’ Quantit tock 
the basis of our busine 

He explained that vhen he in low on the item, he naturally relied 
on the local warehouse. He needed material in a hurt ind the warchouse 


was right there 


That made sense to him——but not to me. | explained our policy again 
for what proved to be the last time. Then we arranged to get our stock 
of this item up-to-date, so we w dnt h to yonthat! | rchous« 
And we haven t sinc 
e Who's Boss? Look at tt in anothe: yee! ntext. On vholesaler | 
know he owns but doesnt the ad pe firm 
ounds off pl ntv. like the est of u (on j h t dlow with his tor 
perating man. The lecided to { om to work 

New polici t. The first on N ng 
hous« Then he pol 1 th pol In no tin t all, gre profit 
were up 1% per cent. And all, in my mind, becau the Operating man 
enforced a common sense set of pol ie 

We'll put an end of th hell gam when enough full-functioning 
wholesalers realize that ther | fit nad ti r futu re wrapped uf 
in stopping it. Keep adequate stocks. Stop buyin t local hou En 
force thes practi il pol thor When whol lott ther he 
no more econom xcuse for the | } warenhou or the per nta 
to continuc operating 


It is, of course, very dithcull to difler 
entiate between a legitimate manutac 
turer's redistribution point and an 


agent's distributor-type warchouse, U 


the distributor becomes too industrious 


in trying to discipline w house oper 


ations, he may by mistake include 


some innocent manufacturers his 
no-buy policy 


We have a limited number of ware 
houses. They were established for one 
primary reason——redistribution points 
However, after being in operation for 
a period of time, we found that dis 
tributors insisted upon our using them 
for other purposes. The neat thing we 
knew, we were forced into the primary 
stage of carrying out the functions of 
some of our distributors—stocking 
and shipping materials for them, We 
put up a tight for a while, establishing 
policies whereby our distributors 
would have to pay us extra compensa 
tion to ship anything for them, U 
wasn't long before we tound ourselves 
shipping nothing, as they turned to 
other people that didn't have a policy 
of charging for services rendered 


We would welcome a return to a 
policy where a manufacturers’ ware 
house is a service function and is oper 
ated for the benetit of the manufac 
turer and the distributor whereby oo 
merchandise would be shipped for a 
distributor but only to a distributor 
Any and all shipping services from a 
manufacturers’ warchouse should have 
premium charges. It isn't the function 
of a manufacturer to stock and dis 
tribute for distributors—Ats his tun 
tion to manufacture stock end dis 
tribute to distributors 


Turn page for additional manufacturer comments 
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The Industry Forum (cont.) 


More Manufacturer Comments 


Says one: ''We are approaching the point of no return 
(on warehouses). Now is the time for decision." 


Distribution Centers 

We heartily subscribe to Mevis’ line 
of thinking. In fact, for years we have 
maintained our distribution centers 
for the purpose of providing cur 
authorized distributors with prompt 
and adequate service. In shipping our 
wide variety of products from our 
several plants in carlots and breaking 
up at our distributing centers into less 
than carload shipments, our distribu 
tors get the benefit of fast in-transit 
shipments, enabling them to continue 
their function as electrical distributors 


Consignments? 


Not a word about consignments, 
which is also a shell game. Hundreds 
of distributors have consigned stocks. 
Hundreds more ask for consignment. 
Why? 


“Lip Service” 

We are approaching the point of no 
return, Now is the time for decision. 
Ihe answer is clear, and ties solely 
with the distributor, Your existence, 
as a distributor, is based on the prem- 
ise that distribution through the elec- 
trical wholesaler is the most efficient 
and economical method of selling the 
most goods to the most customers, 
What are you doing to protect that 
function? Perhaps you agree that cer- 
tain evils should be corrected, but do 
you merely give “lip service” toward 
correcting these evils? Do you strongly 
support manufacturers who have a 


definite distributor policy? You alone 
can supply the answer. 


Suspicious 

Mevis is right in that both manufac- 
turers and = distributors short- 
sighted. At the present time, I am 
suspicious of manufacturers putting 
in a big number of warehouses and 
increasing their total number of sales- 
men. Are they being driven by the 
condition that Mevis points out to 
selling direct? 


Little Jobbers’ Role 


Since Joe Mevis carries ten times as 
much stock as any average jobber, he 
has «a very enviable and strong posi- 
tion—and can talk differently than the 
little struggling jobber in basically ag- 
ricultural towns. 


Control of Agents 


Manufacturers should certainly have 
a strong attitude on the function of 
their warehouses and should certainly 
control agents who contribute to poor 
practices. The manufacturers who do 
have a good policy should be sup- 
ported by more than “lip service” by 
distributors, which has often been the 
case in the past. We have been told by 
distributors in one town that, if we 
had a warehouse there, we would get 
40 per cent more business. Too many 
distributors feel that it is right for 
their competitors not to pick up from 


warehouses or have warehouses ship 
direct. as long as they can do it. 


“Common Sense” Policy 


Our firm does have a handful of such 
stocks around the country. But I don't 
feel we are offenders, because we do 
not use these stocks to put a marginal 
wholesaler in competition with our 
full-line distributors. We insist that 
our distributors maintain proper stock 
levels to remain on our books. ... I 
believe that a manufacturer must 
pursue a “common sense” policy in 
handling these local stocks. If he does 
not permit them to supplant the stocks 
of his distributors and if he is certain 
not to use them to put the “percentage 
wholesalers” in competition with his 
distributors, they should be a blessing. 


Like Them Eliminated 


We would like nothing better than to 
see warehouse stocks elimimated 100 
per cent, including our own. For many 
years, we fought allowing our repre- 
sentatives the luxury of warehouse 
stocks. We found, however, that we 
were losing business from very good 
jobbers who found themselves low on 
stock and who picked up from our 
competitors. This, of course, we had 
to stop. Fven today, we do not 
have warehouse stocks in many areas. 
Where we have them, we've been 
forced to by the 80 per cent of the 
good wholesalers who took advantage 
of them. 


Special Features in the June Convention Issue: 


@ Counter Selling From A to Z 


What techniques work best? Are countermen getting better? These are 


the questions that will be answered in this personal-and-mail survey report 


@ The Art of Outside Selling 


Here's how one expert outside salesman handles his call 
to follow-through 


@ Is Decentralization Dead? 


Whither branch operations? 


More product and department specialist 


A basic, detailed course in outside selling 


must report, with some surprising changes from 1945-55 trend 
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THIS LAMP TRUCK, making one of 17-20 calls a day, is credited with . . 


Boosting Lamp Sales 300% 


Bringing an old wagon jobber technique up to date, Barrett Electric Supply Co. is 
capturing a large share of the St. Louis lamp market. And through selective selling, 
the average sales per stop have almost tripled in a six-year period of the operation 


By Robert S. Bush 
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Lamp Truck (cont.) 
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Cross performs six important func 


if IS important to vet a 


good “name accounts and then 


sing 


with them, 
Lynch has found 


up experiences 


references 


tions as part of his normal routine. He 
@ Selects th 

required tor the 
@ Makes sure it ts 
ill times 


ize and type of displ+y 
individual store 
properly filled and 
serviced at 
@ Sclects as 
floor i its 


good a location on the 


sales importance wat 
rants 

@ Checks demand for 

bulbs by 
displays from time to time 

type ol 


new and varied 


types of idding them to 


hanges size ind display 


immediately if conditions warrant 
. Keeps displays attractive 
Although he believes that 


ucts have a need, Lynch says 


ill prod 
that the 
need must be created. Bulbs are im 
pulse items and must be well displayed 
the need, a display location 
traffic 


bulbs are 


lo create 
is carefully selected where will 
be the Most 
played in cartons to promote volume 


marked for 


consumer 


heaviest dis 


Prices are plainly 


the 


sales 


the convenience of 


Nothing ale ind = volume 
quicker half-filled of 
irranged display ly vs. He 
that 
viced by the 
at 100 per cent eth 


of the time 


poor ly 
adds 


display the tore Sel 


than 


lamp 
ompa re operating 
iency, 100 per cent 
foot of 
presents an in 

tore officials 

Through 


irranved 


Every Squale floor spact 


in the modern store r 


vestment from which 


expect a certain return our 


our 


specialization hay 


display © that the space utilized ts 


one of the most profitable footages in 
the 
© Attracts 
Lynch 
uper 
tail outlet——either near the me 
hec k oul 
ire displayed dditional insur 
t the 
As an aid the vic di 
Lynch often 
prospect After he selects seve 
tail dealer he studies the 
their business and their relative 
by their sal volume. With this 
formation hi direc the sery 


stor 
bor in 


ita 


Consumer 
market——the 1 pre 


ount omotion 


territor 


nature 


driver's activities ind him away 


from account A ould not be 
profitabl 
For 
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natly ical Ca ross 
p 
rae 
‘ 
— 
Cro nventory the tore display ther Thi an important part the peratior are 
return t hi p ip the nece ary upplie placed trates if mad ed (fr 
= 


attempts to minimize the time 
in servicing cach account In 


time studs were made from 


newspaper routing lists. This 
attempt increase th 
and to cut down on time per 


follo 


Lamp requirements for the 
called in by Cro the 
usually hb 
sufficient time 

All items 


entered on 


ing day are 
warehouse manage 
o'clock illowing 
the orders to be filled 
on the truck 
tickets. These are prepared befor 
departure of the tru 
are signed |t the driver 

Stock ivranged in 
Shelve 
lamp has a 
il ord 


of lamp carton 


morning 


for quick service 
so that each 
and isin hronologi 
the ends 
for ease of handling bulbs 
Route Available—A dai) 
is left with the telephone 
This permits casy location of 
an emerygen Lynch 
nize ¢ cks the route monthly 
Cro 
morning to avoid 
is usually finished 
day. Most of th 
arly in the 
end-of -the 
ser 
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COLLECTING: 


for a succe 
And the 

ige sale per stop must be in such a 

vOlume bracket as to make it worth 

valuable time 


count 


the driver's time his 
service the i¢ 
and create trath 

the retail 


truck 
th 


imp 


estimate the 
during the « 


operation 


ount 
[ hose hose 
produ 
ommensurat 
e Barrett 
on the book 
juite measure up 
vere dropped 
e Sales Increase 
program the nun 


yped to th 


alg 


the 
doubled. Bu 


2 
rovides hese ervices... ie 
s 

ie A — — 

A part the ‘ ‘ maint Here the fina ty 
he ng t re { fly ‘ ® with th euce f ry 

1980 flash bul th dru 

tore outlets—v dded to the list 

an na ent lamy fu nd flue 
gay ‘ ent lamy il 
we and p to tn | tir that 

buildings n th lamp truck first went naga 
More pro n th tt Electric ha 
du il ach stor of zed | ent increase 
thi rout Ivnch em in | n tl pha of | business 
pha key to it u Although th p | 
the per stop ly d ofu pin ral mcon 
and lamp truck oO small non to th of the operation. For 
that the compan had to cd hitth ia port 
jer ippraisal work t what could | tained on hich tl py late tim Ce as 
don boost individual il lo do pent : 

wi reful | kept ng tl 
by the on 7 } 
volum le tor as luation of th * 
who didnt per nt of tl 
tandard Most credit xtended in if 

ket here ae 

th re ml 2 
of istom “ ral { 

the book if t} } nning of 1} 
lamry truck op rat n. But in th 
im increased in build profit 
| 


_.. Its Architecture Is Old-Fashioned 


electrical wholesaler who 


he can uccesstully do 
today at a 13-14-15 
out of his 


business 


per cent gross profit Is 


mind, He's not paying going wages 
cutting corners 
Let's get 
back up to 18 per cent gross profit 
Those the feelings of H. A 
Brown, president of Jno. EB. Graybill 
& Co., expressed at the recent 
house” held by the electrical 
buting firm in York, Pa 


words are strong but equally strong 


he's not sto king he 
line 


along the 
“ure 
“open 
distri 


Brown's 


is his determination to build back up 


to the 18 per cent gross prohit mark 
Big But Efficient Everything 
about Graybills new house (pictured 
above) reflects that determination, For- 
merly a bakery, the story, 75, 


OOO sq ft iru 


four 


ture has been exten 


remodeled and painted inside 


with the 
iluminum and electric 


sively 


and out distributor’s well 
known colors 


(Incidentally does 


blue one man 

nothing but paint all year.) 
Internal Operation is geared to sery 

that builds the firm's 
that full-functioning, 


builds profit, 


service 
service 


name, 


service “ross ac- 


Brown 
Housekeep 
Orders 


alesman origi 


cording to distributor 
e Good Housekeeping 
base of that service 
will-call, of 


filled in a 


ing 1s the 

countel 
nated— are matter of min 
utes from spotlessly kept 
shelves. (One 
ventory of the 
Graybill 
ideas ( picture 
all with 


well-stocked 
tant in 
tock.) 


unusual 


man take a con 


firms $850,000 


full of 
ind 


house 1s 


below on op 


one aim, Says 


better 


posite 


Brown 


page ) 

Wi 
larger 
benefits of 


re seeking a sery 


ice name, gross profit and all 
the 


electrical 


other doing a sound 


vholesaling busines 


But Its Operating Ideas Are Up-to-the-Minute 


PRICE CONTROL 
i run by W. W. De 
York and Lancaster 
they 


to billing Later 


BACK ORDERING 
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Ee Focal point of Graybill’s inside operatior SE Kurvin Weaver handles all back order 
ker ind Ed Brown. They pr for ' tern 
{ { 

Bees check exter ' ear delivery ne in, writ p ae ery f ‘ 

82 


OPEN STOCK. -Inspecting back-up stock during open house MOBILE EQUIPMENT 


alesmar sir Hostetter nt it floating 


TOP-TO-BOTTOM CHUTE —Starting at fourth floor, spira SEPARATE BINS In thy 


chute hea y waret isemer uch as llgentritz ed tor eact ectior f th 


wr here re vir } ry-up eV al j } rece t-ce gnat 


embied tror tw f hute 1 ( hecked it 


FLOOR CONTROL Each of the f f nm the silding CONCENTRATED COMMUNICATIONS 


has a stock manager ke i ge ne Desk mn which he ervice peratior te 
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to customer Th type nelving allows intermen t hect et L abe t t 
per t @a Make quick election for waiting tomer number for | nce 
starr ping helf abe next to tw ton ele tor ha le n every suawk 
and outside phones and current stock record nit Here tockman C. Mann gets number fror aang 


Always Use 


UNIVERSAL 


PORCELAIN 


FoR THOS 


IMIT 
his 4 


TING a blowup 


rs in the 


a typical “Metz working « xpressior at a party climaxing 


A 


ye 


Herbert Metz Retires 


10 many people, both inside the com was sent to Denver to sell farm light 
pany and out, Herb Metz is “Mr ing plants a few years afterwards 

Gsraybat As of May 1, the eastern len years later, as advertising man 
district manager, director and member ager of the supply department, the 
of the executive committee, retired problem of a new name came up. It 


atter 42 years of service with Graybar was Herb Metz who coined the name 


Electric Co., Inc Graybar by putting together the 

Following a brief vacation in Europe names of the founders of the original 
Mr. Metz intends to take an active Western Electric Co., Elisha Gray and 
part in industry and civic affairs Enos Barton 


\ vraduate electrical engineer he In 1928 he was given the title of 
jomed Western Electric in 1914 as a sales promotion manavelr and after 
student in the commercial course. In — helpin the company weather the 
1915 he went into the advertising depression, was named head of the 


department as an oflice boy. Mr. Metz lamps, lightine and signaling depart 
ment in 1939. He was elected a director 


in 1945 and was elected to the execu 
* Picture taken by PLectricat 

tive board in 194 
SLING for his articlh You Can't Make 


CLAY PRODUCTS co. Gold But You ¢ . Polish It,” (EW Mr. Metz, who was the first chair 


Ma SS. p 6) Another famous Metz man of Adequat Wiring and Planning 


1549 EAST FIRST ST ricle was “I Didn't Raise My Boy To Committee, was awarded the James 
SANDUSKY, OHIO Be A Salesman H. McGraw Award medal for electri 


al men in 194% 
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TOUGH PLASTIC DEFIES 
WATER, OIL, SOLVENTS, 
SUNLIGHT, AND WEATHER 


STICKS ON- 
STAYS ON 


Gold Seal Plastic Tape — Handy Pac 
of ten 20 ft. rolls and single 60 ft. r | 


ns 


ELASTIC 
MOLDS TO SHAPE 


NEAT, THIN 
WRAPPING 


FULLY INSULATES ( 
| 


Vif 


/ 

For top volume... in any type... sell JENKINS 

FRICTION - RUBBER - PLASTIC 

Tape-saver ze, we call these 20 ff. rolls in 
the 10-1 yntainer of Gold Seal Plastic Tape. It’s er yh 

Ke the sma ze. | wings easily in tight places, 

B {1 up your sales of Plastic Tape offer the ae 
plu f proved Gold Seal quality P : os 
100 Park Ave., New York 17. 

<=> 

= / 

Ae 
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entrance to ground 


ALL THREE 


engineered for easy selling 


... packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


Built-in connector clamp saves contractors 
time and money. No special fittings needed 
for EMT... no threads to cut on rigid 

” 2 ” 


conduit. Complete range of sizes: 49”, 94”, 
1”, 11%”, 1%", 2”. (Pat. No. 2,739,999) 


NEW ENTRANCE ELBOWS 

. with the same built-in quality that has made 
Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 
Weaver Service Entrance Line! 


SURE-SAFETY GROUND CLAMPS 


The only complete line of bronze clamps 
for 4” to 4” pipe. Swinging tops for 
quick installation. 


STOCK YOUR SHELVES WITH SALES 
. sell the complete Weaver Service I-entrance 
Line—the head, the elbow, the ground clamp. 


Samples ore available for demonstration. 
No charge, of course. Write today... and 
specify exact items desired 


CEntral 1-8100 
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A MESSAGE TO AMERICAN INDUSTRY © FIRST OF SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


How Critical Is It? 


The United States is running into a serious ogists, mathematician ), compared to on 
shortage of scientists and engineers. Ther 92.000 in LODO, About one in 118 person 
is no novelty in this observation. It has often the labor foree of LOO w crentist of 
been made in the last few years. And there has neer: today the ratio 
been mounting alarm about what this shortage In research and dey 
may mean for both out national security hight j 
our prosperity, there ha 
There would | great novelty, however, if ment of 
general agreement were attamed on such oom OW) OOO wore 
portant matters as the size of the shortage, the ment fitteen 
extent of the damage it threatens to infliet, and 200 000 


the best ways to eliminate it. The purpose of 

these editorials is not to provide this novelty — But Not Rapid Enough 
but to ventilate some of the key aspeets of the Despite this rapid increase in the mum- 
shortage of scientists and engineer ber of scientists and engineers — at a rate 
This first editorial in the series is designed to much faster than the increase in the labor 
throw light on the over-all dimensions of the force as a whole —the needs of industry. 
shortage, Other follow will be addressed government and education for technically 
to such questions as trained people have risen even more 
@ How serious is the threat to our economia sharply. 


well being and to our national security 
a hat needs lo lo shhort 


age from becon ing il / 


mand 
the | 
194] 


The problem is not that hay been pro billion by 


Rise Has Been Rapid 


duc Ing a small numb ind scren 
tists. Indeed, the numbe: sharply Wi 
now have a working force of more than 600,000 
engineers, over twice as man is the 286.000 
there were in 1940. And we | thout 250.000 


scientists (chen ists, ists biologi geol- 


May, 1956—ELECTRICAL WHOLESALING 


: 
4 
| 
4 
|. 
| e prod nool research in 
> Ve hie i total of onl ; 
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One aircraft company has found from its own 
experience that it required 17,000 engineering 
manhours to develop a typical fighter plane in 
1940. The requirement is now about 1.4 million 
engineering manhours. Development of the ly pi- 
cal fighter plane of L960 will require well over 
2 million engineering manhours. 

In this dramatic example, the need for engi- 
neering services for a basic piece of military 
equipment soared 80 times in 15 years. It is an 
indication of why the demand for more and 
more technically trained men and women has 
outstripped even the imposing increase in scien- 
life and engineering manpower of the last dee- 


ade and a half, 


Size of the Gap 


Exactly how great the gap ts between the 
available supply of scientists and engineers and 
the number required, it is impossible to say. In 
some instances technical talent undoubtedly 
could be better used than it is now. And part ol 
the shortage might “disappear” if higher sal- 
aries had to be paid. (These questions will be 
discussed in later editorials.) But informed es- 
timates of the approximate size of the gap can 
be piven. 

@ According to the best available information, 
from estimates by the Engineers’ Joint Council 
and the U.S. Bureau of Labor Statisties, the 
minimum need for engineers from gradu- 
ating classes is 10,000 each year for the 
next ten years. Last year we graduated only 
23,000 engineers, just about enough to cover 
replacement needs without allowing for any 
expansion of the number of active engineers. 
Projections made by the U.S. Ofhiee of Educa 
tion indicate that we shall probably not have a 
class of 40,000—the current annual requirement 
—until L963, 

® According to Dr. Howard Meyerhoff, execu- 
tive director of the Scientific Manpower Com- 
mission, there is now a shortage of about 
20,000 scientists. Last year the number of 
doctoral degrees in the natural sciences, almost 
a prerequisite for research work, was only 
5,000. Dr. Meyerhotl estimates that the short- 
age of scientists will rise another 30,000. by 
1900. 


More Needed As Teachers 


Not all of the graduates with scientific and 
engineering training, furthermore, will work as 
scientists and engineers—that is, by performing 


research and giving it practical application. 


Such training is now necessary in many sales 
and management positions. And more of out 


technically trained men and women must. re- 
main in educational institutions as teachers if 
the quality of engineering and scientific eduea- 
tion is to be maintained. A survey in 1954-55 
by the National Education Association showed 
that, out of 277 universities, state colleges and 
large private colleges, nearly one-third already 
had unfilled vacancies in engineering and three- 
fourths had vacancies in phy sical scrences, 

The dimensions of the shortage of scientists 
and engineers can be summarized as follows: 
Despite a substantial rise in the trained 
manpower available, the needs of industry, 
the government and education have risen 
still faster. The best information indicates 
that, on the basis of current and antiei- 
pated needs, our recent yearly rates of 
production of slightly over 20.000 engi- 
neers and about 5.000 PhD’s in natural 
sciences could be doubled without closing 
the gap entirely. 

The disturbing implications of this shortage 
for our national security and ous prosperity 
and some practical suggestions lor ¢ liminating 
it will be the subjects of subsequent editorials 


in this series, 


This is one of a series of editorials prepared by 
the McGraw-Hill Departimne nt of keonomics to 
help increase publr knowled and ui der 
standing ol important nationwide deve lop 
ments of particular concern to the business 
and professional community erved by 
industrial and technical publieattor 

Permission is freely extended to nen papers 
Kroups or individuals lo quote or reprint all or 
parts of the text 


Reuata 


RESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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E.M.T. and rigid 


ELBOWS 


with smooth raceways 
easy fishing 


Conduit of COLUMBUS elbows eliminate cable 
damage, reduce fishing time... that’s why cost- 
conscious contractors specify these U. L. approved 
elbows. Rigid inspection and skilled workmanship 
assure Clear channels, make installations easier. 
They are carefully threaded to lock out leaks and 
provide water-tight, trouble-free connections. 
Conduit of COLUMBUS elbows are precision 
chamfered for faster starting ... the result of 
over a quarter-century of service to the electrical 
industry. 

i. M. T. elbows are made in sizes 1”, 114", 
1!” and 2”. Rigid elbows in sizes }4" to 6". Sizes 
1,” to 2” conveniently packaged in labeled, easy- 


to-store cartons, 
plus this extra service 


You can get speedy delivery of 
all Conduit of ¢ OLUMBUS 
fittings from any of the | con 


veniently loc ated warehouses U 

Look for the U.L, “ter” 


label when buying elbows 
and nipples. 


SOLD ONLY THROUGH 


RECOGNIZED WHOLESALERS i iy 
AD 


CONDUIT PIPE PRODUCTS CO., « OHIO 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREADe GOOSENECKS © WALL PLATES 


May, 1956—ELECTRICAL WHOLESALING 


mye 
le 
: 
N 
\ 
San 
\ 
: 
4 
; 
: 
= 
et 
4 
- 
=" 
+ 
a9 
. 


Hacking up the stocks carried by your AUTHORIZED 
GENERAL CABLE DISTRIBUTOR are large stocks at a nearby 
GENERAL CABLE Distributing Center. 


The result... everything you need is readily and 
quickly available. Specify General Cable. 
All these 


stocks in 
light traffic 


29 “CENERAI 
Distributing 
Centers 
locations for 
Coast-to-Coas 


at your service! 


GENERAL CABLE CORPORATION, 420 Lexington Avenue, New York 17, N.Y. Offices and Distribution Centers Coast-to-Coast 
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NEWS FOR THE INDUSTRY 


Price Discrimination Report 


@ Special committee makes recommendations to Fair 


Trade Commission on cost justifications. 


@ Analysis shows that FTC urged to adopt a broad, 


flexible approach to answer price charges. 


ASHINGTON, D. ¢ A manu- 
facturer or supplier charged with 
illegal price discrimination in favor of 
one of his customers can show—ac 
cording to the Robinson-Patman Act 
that his lower price to the particular 
customer is justified because it costs 
him less to sell that customer 

But in the years since the law was 
written, scarcely anyone has ever 
managed to make this defense work 
for him. Two years ago the Republican 
Federal Trade Commission named a 
committee of outside experts in costs 
and accounting to come up with the 
recommendations 

Their report is in now—but it 
provides little to make the business 
man feel that something can be done 
to help him in this area 

Ihe report is said to be one of the 
most thorough-going analyses of this 
thorny situation to be made in years, 
but its value is likely to be appreciated 
more by the lawyers than the whole 
salers faced with real merchandising 
problems 
© New Approach—Basically the re 
port of the special advisory committe¢ 
urges the FTC to adopt a broad and 
flexible approach in evaluating cost 
justification arguments advanced by 
businessmen to answer charges of 
price discrimination 

Ihe major changes recommended 
by the committee of account experts, 
headed by Prof. Herbert F. Taggart 
University of Michigan, are that 
FTC’s organization should include the 
following to help ease the burden 
on businessmen trying to prepare such 
a defense: 

l Adoption of consultation facil 
ities to make FIC’s own accounting 
staff available to businessmen charged 
with price discrimination 

2—Appointment of an accounting 
ing adviser to advise FTC members 
on accounting problems under the 
Robinson-Patman Act and to writ 
special opinions interpreting the cost 
justification sections of the law for 
the guidance of busines: 

3 The use of pre trial techniques 
in FIC price discrimination cases to 
let the businessman know exactly 
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what he will be expected to prove 
© Miegal—Under the law, charging 
competing customers different prices 
for the same goods is illegal. But the 
law makes an exception and permits 
those differences in price “that are 
only due allowance for differences in 
the cost of manufacture, sales or 
delivery resulting from the differing 
methods or quantities in which such 
commodities are sold or delivered.” 
But many anti-trust experts have 
felt that FTC has been so tough on 
cost justification defenses—without 
really establishing any workable guides 
for business to follow—that the de 
fense exists in theory only. Since 1936, 
when the law became effective, only 
twice has a firm used the cost justifi 
cation defense successfully and com 


pletely against an FTC charge of price 
discrimination 

Gather Proof—The Taggart com- 
mittee was named in 1953 by former 
FIC chairman Edward F. Howrey to 
f acceptable standards of proof 


see 
and accounting procedures could be 
adopted by FI¢ Mr. Howrey's idea 
vas that general compliance with the 
Robinson-Patman Act could be ob 
tained if some of the “mystery and 
ignorance” (in business and govern 
ment) surrounding distribution costs 
could be cleared away 

But far from coming up with clear 
cut rules or methods in dealing with 
the complicated problem of how you 
prove manufacturing and distribution 
osts, the Taggart Committee warns 
that any attempt to lay down detailed 
procedures for all businesses would 
be self-defeating and impractical. In 
fact, the committee’s strongest ad 
vice to FITC is a warning to “stay 
away” from specific rules of account 
ing analysis under the Robinson-Pat 
man Act 

The 43-page report points out that 
cost accounting is not and never can 
become an exact science because of 
the inherent elements of judgment 


Continued on page 96 


School Construction On Rise 


@ The number of new classrooms set for completion this 


year — though high — will fall short of need. 


NEW YORK, N. Y Ihe long 
promised expanding school construc 
tion program is beginning to roll 
Contract awards for new school con 
struction were more than double 1955 
during the first two months of 1956 

Present plans of the nation's school 
districts indicate a continuing boom 
that may carry over the next two or 
three years. Contract awards are ex 
pected to go up to more than $15 bil 
lon during that time That would 
mean more than doubling the 195° 
rate of public school construction over 
the period 

This sharp rise is based on a survey 
conducted by the U. S. Office of Pdu 
ation, which shows that 35 states and 
three territories are planning to let ap 
proximately $11 billion in contracis 
for nearly 350,000 additional class 
rooms, to be completed by September, 
1959. If the other 13 state: which as 
yet have not reported—match this 
pace the total contracts should lop the 
$15 billion mark 
© Regional Picture The surge ir 


school construction awards shows up 
in almost all regions. The South is the 
only region where chool awards re 
ported——so far this year—-were trailing 
1955 However school contract vol 
ume ts more than double a year ago 
in every other region 

bor example New | ngland, up 217 
per cent; Middle Atlantic, up 215 per 
ent 

Ihe U. S. total for contract awards 
is up 129 per cent 

Some 67,100 new classrooms are 
scheduled for completion in 1956, ac 
ording to figures rele ised by the t S 
Department of Health, Education and 
Welfare. But this will still fall short of 
pro iding idequat school housing 

If figured on a maximum of W 
pupils to a room, the current need 
would he for 
year, This figure does not take in the 


000 school rooms this 


idditional onstruction required for 
ontinuing expansion in enrollment: 
repla ement of obsolet building re 
organization of chool districts and 


population mobility 
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CHUCKLE OF THE MONTH 


“Ya' gotta give me another 2% discount or I'll lose my shirt again!” 


Commercial Electric 
Moves To New Location 


POLEDO, OHIO Commercial 
Electric Co,, 1302 Adams St., recently 
purchased a two-story brick and steel 
building, containing some 77,000 sq 
ft. of floor space. The purchase also 
included a@ five acre site at 3300 Sum 
mit St., also in Toledo, which will be 
remodeled for a sales and warehouse 
building for the firm 

Ihe latter will include a separate 
display room for electrical supplies and 
lighting equipment, appliances, house 


wires 


Raleigh Distributor 
Appoints J. O. Greene 
RALEIGH, N. ¢ J. O. Greene 


has been named sales manager for 
Electrical Wholesalers, Inc. 

Mr. Greene had previously been 
with the Artcraft Electric Supply Co., 
as manager of the Dover, Dela, 
branch 

In his new position, Mr. Greene will 
assist both electrical contractors and 
building contractors. He supervises 
all sales departments, including light- 
ing fixtures, appliances, air condition- 
ers, Wiring and custom made cabinets 


CELEBRATING ITS 30th ANNIVERSARY is New York City's U.S Electrical 


Supply ¢ Ire The above taff picture was taken several years ago at a 


Christmas party. Seated fourth fron 


him is partner Phil Meyerson, The company 


the New York metropolitan area 


left, back row is jack Tucker next to 


located at “ Warren St., serves 


to all VIRDEN 
distributors: 


Watch for this 
advertisement in: 


Qualified Contractor 

Practical Builder 

American Builder 

House & Home 

Contractors’ Electrical Equipment 
Interiors 

Interior Design 

Electrical South 

Lighting 


It’s preselling 
Virden’s new 
residential fixtures. 
Tells customers to 
buy them from you. 
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For new homes or old — 
this Virden fixture works selling magic 


Smart, handsome Virden lighting will help you sell 
your homes. Buyers today are style-conscious, 

and the more you put in your homes, at a reasonable 
cost, the easier they will be to sell. 


This reel-concealed, pull-down fixture is 

one of the best selling tonics you can 

give your homes. The smartly styled 

20” top reflector and the spotlights are finished 

in gleaming brass . . . a finish that fits any 

decor. A thin, strong cable that disappears into 

the canopy is hidden by a coiled black 

cord. Fixture holds in any position from 24” to 57”. 


This is just one of the 
many styles of Virden 
fixtures that will 

give your home 

that selling plus 

Fill out the coupon 
below to learn about 
all the other decorative 
lighting fixtures by 


Virden 


Write today for Miniature Booklet 


No. 56 showing all of the popular 


Virden styles, including the Virden 


line of pull down fixtures and where 


to buy them. 


Please send me Miniature Booklet Ne. 36 


Address 


City 


Occupetion 
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AND THE INVISIBLE INGREDIENT 


@ Manp wer is ec ential to production but ¢ each day a better pr duct than the 
what is more s the atutud 


le of the fore, Paranite has earned through the 


individuals who comprise that manpower. At the respect of contractors and whol 


Paranite, you will find everyone sincerely in everywhere. In fact, these 


terested in his part in the manufacture of ig long experienced the nd ility of 
our wire products lucts coined a phrase: 
This conscientious attitude is difficult to s Paranite, It's Right!" 
see or teel yet it contributes much to $ ify Paranite, knowing that the wire 
the high degree of perfection Paranite prod you receive is as nearly perfect as 
ucts have reached. This, we believe is another yman hands can prod utilizing mod 
important phase of th / redient sting. This is 
With an entire ¢ triving to : 


working tor you 


From POWER CABLE 
to FIXTURE WIRE... 
you'll find Paranite 


quality high ... service 
outstanding! 


DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE G, INDIANA 
MANUFACTURING PLANTS: Birmingham, Ala; Anaheim, Calif, Jonesboro, Ind.; Marion, ind 


Warehouses* and Sales Offices 


polls, Indiana, *Kansas City, Misso 


* Atlanta eorgia, Boston deiphia), Pennsylvania, Rochester, 
chusetts, *Chicago,! Angeles, California, “Newark, New York; “Saint Lovis, Missouri 
Newle Omaho, Nebraska ,*Port Francisco, Coaliforn 
gon, Nartlord, Connecticut, indiang land, Oregon, Upper Darby (Phila W ashington 


‘ ols, Cl *Los 
Dalias, *Detre a, Seattie 
Springfield, Illinois 
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WHAT'S HAPPENING IN WASHINGTON 


Sexy Figures—! vovernment 1s trying to 


tS maustry statistics make them more usetul to 


like electrical wholesalers). For one thing, Commerce Departments Bure 
ot Detense Services Administration 1s expanding it Facts ¢ Indust 
series Of bulletins to include more detailed coverage 


a manual on ho 


BISA is getting out 


DUSINCSS and manufacturing census statisacs for sales plannin a 


research. BISA is aiming these manuals at smal! businesses which cat 


MaKe CXPCNsive market analyses on the own 


Census wholesaling Statistics like thew reports thi Nill mor 


detailed thanks to electron comput rs. Kut they will also be che 


layed, mwonically because Census track experts have had tr ( 


rically phra ing the right questions to ask Univa Oo that tl 


the Cen 


t new and usable analyses of 


@ New Power Facilities—) 
bullish. A Rural Electrification Administration forecast, ple, pre 


IS 


dicts a $1 billion Cooperative construction program over the next five year 
REA’s annual survey of 984 borrower systems indicates that they will no 
between SG] and $800 million by 1960. For the fiscal year eceinoin 


$19 million in distribution cneration na tf 


ton equipment ronerators, turbines, transformers, switchyvear, wire 
Future need 1958 $185 million ISY S142 million Te () 
million; 196] $150 million. Biggest « xpansion in Dexas, Nortl 


Carolina and Mississippi 


@ Built-in Appliances—sales of the new buileins pot a plug trom che 


Housing Subcommittee. In a letter to the Federal H in \dministratios 

Charman John Sparkman (D.-Ala criticized =the i poli for 

tusing to insure “Operation Home Improvement’ loans tor retriges : 

stoves, washing machine dish washers, ironets ind che ke. Under FHA ; 
been ruled uninsurable items becau at 


ind thus do not add to the real value of the home 


Sparkman says his gre up agrees with the basic principle, but notes that FHA 
for some built-in washin 


Sparkman points out that some of the foo, are 


Tax Returns—Jnternal Revenue Service is givus return 


a finer combing over this year than ever betore. IRS ha pp 


OOO to 11.000. will take an ext 


laimed 


@ Distribution summary of 1955 tlook for 19 


ust pur out by S. Chamber Commerce iu f } 
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PRICE DISCRIMINATION... 


Continued from page 91 


OPERATION Even with uniform and detailed pro 
thr ough cedures il ivs equally competent 


SCREEN Tl cost accountant may obtain different 


results from. the ime data 
On th basi the report recom 


mends that fF I¢ hould accept any 


Yes, cooler, safer and more trouble-free opera- 


ustih tor tud made in good 
tion—longer and better protection—with Pierce 
i faith and in accordance with accept 
Fuses! Their venting permits free flow of air 
} ke able iccounting procedures—even 
through the interior ceps fuses 10 to 40 
cooler—prevents afterblow by permitting dan 
rit VOUld Not pre i big enough 
erous pases ane essure vent ‘ 4 
gerous gases and pressures to vent if a link lets 


Bo to protect equipment, 


lo the question of how tirms can 
hest kee] their ord to he ready 
prove ost ind the Robinson-Pat 
man \ 


only elling 


iZation sell must ce de how tar 1 


Not only are Pierce Fuses high-profit items for can or must go 

you, but they're almost self-selling because their e System—But it does advise that a 
quality is recognized. Their tubular bridge, for well-designed system of expense clas 
instance, assures Continually correct knife blade ification suitable for cost control and 
alignment and perfect clip contact. Cases last the routine recording of expense data 
6 to 6 times longer. All Pierce quality Fuses are and statistical information, furnishes 


equipped with the famous Balances Lag Links. the best foundation for answering any 
Yes, Pierce offers you the top quality fuses that FIC questions as to whether cost 
are above all competition! differences justify price differentials 
In releasing the lage rt report 
| makes it lear wt has taken no action 
| on any of the recommendations. In 
|’ fuct, the report | only now getting 
it Pa & YOU close examination on the staff level at 
the omm on and no decisions have 
been made on organizational changes, 
such as the appointment of an ac 
counting advise! 

YOUR CUSTOMERS But many dvisers believe that, by 
and larg no formal announcement 
will be made if any of the policy 
recommendations are adopted—most 


ot these cun be vorked into future 
FIC decisions without other formal 


actions 


Graybar Announces 
New Appointments 
NEW YORK, N. Y.—The Graybar 


Electric Co., Inc., has announced two 
appointments 

R. K. Charles has been appointed 
operating manager at the Denver loca 
tion. He has been branch operating 
manager it’ Springfield Mo Mr 
Charles joined the company in 1949 
Ihe Denver branch is in the midwest- 
ern district. W. Frazier is the district 

on , manager 
WRITE TODAY for this helpful booklet on R W. Kimberlin. Central Pacific 

fuses that positively avoid afterblow. district manager has announced that 

D. B. Eardley is manager of the Salt 
Lake City location 

Mr. Eardley first joined the com 
pany in 1937 at the same location as 


an Office salesman. At the time of his 


RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


new appointment, he had been at the 
Fresno, Calif., location, as branch 


manager 
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THE NEW CONCEPT IN FITTINGS THAT 
REDUCES WIRE PULLING EFFORT UP TO 50% 


Look for the bright blue “‘insulined"'! 


Insulated Metallic Bushing’ 


ANOTHER NEW T&B ENGINEERED EXCLUSIVE — 
STANDARD The First Line of Self-Insulated Raceway 
RIGID Fittings! Just look at the many benefits you get 


with these new “insulined” fittings 
CONDUIT 


They are the EASIEST to Install 


Factory-assembled, the Insuliner is a permanent 
part of the fitting — it can never come loose 

or pull out. The slippery insulined throat 

cuts pulling effort by as much as 50%, 


Insulated Chase Nipple 


They make the SAFEST Installation 


Because of the nationwide accent on safety, 
the trend is toward insulated fittings in all 


ELECTRICAL locations. Insulated bushings are standard 
fittings today. Extremely tough they are 

METALLIC unaffected by common acids, solvents, 

TUBING moisture or fumes. 

They make the MOST ECONOMICAL 

Installation 


Insulated EMT Connector 


Insulated Tite Bite 
Connector — straight 


A one-piece fitting makes installation fast and 
easy for maximum on-the-job savings. There 
is no need to add a separate insulating bushing. 


They give the Installation a QUALITY LOOK 


Strong, longer bodies and heavy lock nuts... 


FLEXIBLE 100%, visibility... accurate threading... all of 
CONDUIT OR the features you've come to expect ina T&B 
ARMORED engineered fitting. 


Le CABLE Write for free samples and technical data or 
es contact your nearby T&B Distributor. 
= { *available soon 


Insulated Tite-Bite Connector ~ 90° 


IT'S THE MARK OF AN AUTHORIZED T&B DistRiBuTOR 


The complete line of 1 & 8 fittings for conductors and raceways is sold only by 


LOOK FOR THIS SIGN — 


ENGINEERED 


it's our way of assuring you the service and 


recognized electrical wholesalers 


savings of a friendly local source. Cali him for all your electrical needs 158 


All T&B insuline fit 
a THE THOMAS & BETTS CO. 
INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montreal, P.O., Coneda 
MANUFACTURERS OF QUALITY ELECTRICAL FITTINGS SINCE 1698 
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advertising pre-selis 


Over million readers of 


national consumer and trade 
publications are being told the 
Channellock plier story every 


Another 
why you'll find it profitable to 


good reason 


month 


put Channellock pliers up front 
for your customers to see 


try . and buy 


AA fA AA 


MPLETE CrANNE 


CHAMPION DtARMENT TOOL COMPANY 


ELV 


The Trenton Show 


© New Jersey industrial electrical exposition draws well 


despite foul weather handicap. 


© More than 14 per cent of all persons employed in the 


state are in the electrical industry. 


T RENTON, N. J Despite foul 
weather, the recent 2nd Electri 
Exposition of the Central Jersey Elec 
trical League was highly successful 

More than 1,700 industry men vi 
ited the booths of 74 exhibitors, most 
of them makers of nationally known 
While the list of those at 
tending—at wa 
vhat smaller than was expected, th 
quality of guests was high. Attendanc: 
vas by invitation only 


products 


reported was some 


There was an official Opening at 
which A. R. Post, Chief of the Bureau 
of Commerce, Dept. of Conservation 
nd 
for Gov 


Development acting 
Robert Me yner, made some 
about the rapidly 

Electrical Indus 


pertinent remarks 
vrowinyg 
try 

Mr. Post 
the electrical 


al good 


ssed the importance ol 
thusly Elec 
and machinery production 


industry 


in w Jersey ranks 2nd in the state 
(surpassed only by the chemical indu 
try), and New Jersey 
the 48 states in value added by manu 


ranks Sth among 


facture. Our state accounts for 9 per 
cent of all value added by the manu 
facture in this group in the United 
States 

Kleven Per Cent 
added by manufacture in New Jersey 


Ihe actual value 


during 1953 $757.558.000 (11 


pe cent of manufacturing indu 


CONGRATULATIONS are « 


arence Snyder, president 


nerce., General hairmar 
sriffith publicity chairman 
Phil Hayward hairman 

manager Tal ectr 


f Commerce Vept 


Jersey. 1,7 invited guests atten 


value of goods 
O80 in that 
New Jersey em 
ons in June, 1955 
ent of all persons 

employed manufacturing indus 
try in Ne ‘ y. Its 


of the greatest importance in the econ 


position is one 


omy of th tat 

Various Fields--The show, which 
ored by the MI IDA divi 

sion of the League, drew men trom 

northern Nev rsey as well as from 

electrical 


repre 


Pennsylvania seven 
leagu n were 


sent d 


Progress Manufacturing 
Acquires Marvin 


PHILADELPHIA PA 
Manufacturing Co. ha 
Marvin Elects 
I os Ange les 

Ruben Ro Progress chairman 
and Mauri osen, 
nounced tha sale was 
pli hed throus change of stock 
Marvin Fl inufacturing Co 
produce re tial and commercial 
lighting Manutactur 

ial lighting fix 


Progress 
acquired the 
Manufacturing Co 


president, an 


aceom 
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Specify PHELPS DODGE 
HABIRITE-INSULATED 


Phelps Dodge Armo-Lok cable with Habi- Far greater resistance to ozone found 


rite (butyl rubber) insulation—a companion around high voltage equipment. 


to Phelps Dodge Varnished Cambric insu- ; 
Far yreater mechanical toughness. 


lated interlocked armor cable—is more than 


“just another interlocked armor cable.” Better electrical properties affording a 


greater safety factor in operation. 


Habirite —developed through years of Phelps 


Dodge experience in the design and manufac- Highest uniformity due to controlled uni 


ture of high voltage cables — is a specially formity of raw material 


engineered butyl rubber compound. It far 


* * 


surpasses any other type of rubber insulation 


for dependable service. See your Phelps Dodge distributor for infor 


mation on a complete Armo-Lok system. For 


Habirite offers these distinct advantages 


catalogue and specification data on Habirite 


over other rubber insulations: 


or Varnished Cambric insulated Armo-Lok 


Far greater resistance to heat and oxidation cable, write: Dept. EW-5, Phelps Dodge Copper 
Products Corporation, 300 Park Avenue, 


New York 22, N. Y. 


with consequent higher temperature rating 


and lower conductor size and cable cost. 


PHELPS DODGE PRODUCTS 


CORPORATION 


SALES OFFICES: 


etrolt, Fort Wayne eensbore, Houstor ville, ‘ ” Angeles Milwaukee 


Minneag +, New Orle New York gh, Portiond, Ore Bur od. Bochester 


n Francine St. Lowls, Seattle, Wow 
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Model 22 


FLUSHED RECESSED FLUORESCENT 
with dropped Plexiglas. Maintenance is fast and 


easy. All wiring is connected to removable 


pan, which is independent of the housing. 


Plexiglas diffuser 
is satin-smooth 
for even illumination 


better ighting 


Model 205 
DIRECTIONAL SIGN WITH DOWN LIGHT 


Single face. Plastic bottom shield provides 
general illumination and offers quick 


access to wiring for maintenance 


PRE-WIRED ASSEMBLY 


FAST, EASY INSTALLATION 
REDUCES YOUR INVENTORY 


Drive four nails — turn the screws! It’s up — 
without carpentry. &, T of TW wire pulls 
directly into the J-box, which Is always accessible. 
No other pull boxes, asbestos or slow burning 
wire needed. Available in six sizes for 
60,100,150, 200-300 watt fixtures. 


Send for your illustrated catalog of the complete ATLITE line. 


‘ATLAS ELECTRIC PRODUCTS CO. 


317 Ten Eyck St., Brooklyn 6, N.Y. 


LETTERS 


Continued from page 3 


1955 issue, was so relevant to trading 
in this country that I would like very 
much to have your permission to re 
produce their comments tn full 

H. F. WickKHAM 
EDITOR 
THE ELECTRICAL WHOLESALER 


LONDON 


e Permission granted. We've asked 
editor Wickham for further details on 
manufacturers’ local warehouses in 
Great Britain. You'll be reading his 
report in the June issue of ELECTRICAL 
WHOLESALING. If you think the “grass 


is greener, et his analysis of “local 


depots up and down the country” 
and “bhrass-plate merchant (non 
stocking distributors) will he an eye 


opener 


“A Fine Publication” 
Dear Sir 


I would like to take this oppo 
tunity to compliment and thank you on 
behalf of our company for your fine 
publication 

We subscribe to ELECTRICAL WHOLE 
SALING tor several of Our men and we 
feel certain they get more from ELE« 
TRICAL WHOLESALING than from any 
other publication 

JAMES K, RISK 
PRESIDENT 
KIRBY RISK SUPPLY CO 
LAFAYETTE, INDIANA 


J. M. Skinner Elected 
President of Philco 


PHILADELPHIA, PA 
Skinner, Jr 
the Philco Corp., by the company’s 


James M 
was elected president of 


new 13-man board of directors last 
month. He succeeds James H. Car 
mine 

Mr. Skinner was formerly a vice 
president and general manager of the 
IV division. He is the son of the late 
James M. Skinner, who headed the 
company from 1929 to 1939 

Mr. Carmine, Philco president since 
1954, had earlier in the year an- 
nounced his intention to retire when 
his term expired. He is now a director 
of the company and will serve as a 
special consultant on sales and met 
chandising 

In reviewing the company’s 1955 
operations, retiring President Carmine 
told the stockholders that Philco 
didn’t make all the profits we would 
have liked to have shown, but we had 
a good year 
history of the company.’ 


the second largest in the 
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Look no further! lard vhether 


our switch 
its easiest to order from the compl te line or tents heavy-duty 

Pass & Seymour. There is a P&S wiring device re install or othe uper 
to fit every one of your needs exactly—and they re mart ROTO-GLO i wing device 

all famous for durability and performance in every price rang 


Whether lurnlok Polarized specific ation type 


=> DECPARD LINE 


lo meet spe ifications for almost 


Sevmou 


every type of commerci il and residen 
tial installation, nothing beats the ver 
satility and compactne of P&S De 

pard devices. Up to three interchange 
able switches, outlets, pilot lights or 
pecia ! devices fit in a one-gang, stand 


ard size plate Assembled quickly on 


the job, to fit each parts ular situation 
No need to carry large inventories of 


standard outlets and switche 


For complete details, write Dept. EW-14 


<&>Pass SEYMOUR, UR, INC. 


SYRACUSE 9,NEW YORK 


Murray St, (New York 7.N.¥. 1229 W. Washington Bivd.. 
in Canada: Rentrew Elec. & Retrig Co., Ltd., Renfrew. Ontario 
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CONTROL 
TRANSFORMER 


GETS BIGGER 
_ EVERY DAY 


Every day more plants are con 
forming to the Safety Require 
ments of Electrical Codes and 
replacing 250 volt push button 
and switch systems to 115 vole 


Operation 


This means a market for new 
controls aod new control type 


transformers 


With the Acme line of Machine 
Pool Control transformers you 
can fill every application from 
a minimum of stock sizes. Exter 
nal taps on the primary provide 
for 460/240 volts. 50/60 
cycles, secondary 95/115 vole 
Available from stock in capaci 
ties from 5O VA two 1500 VA 


You can sell these transformers 
with the confidence that you are 
doing your customer a favor. The 
unusually high voltage regula 
tion (low voltage drop) during 
inductance of control compo 
nents 6 an unmatched feature 


of these units 


Write for Bulletin MTC-.194B 
and MIC.! 


ACME ELECTRIC CORPORATION 
675 WATER STREET CUBA, NEW YORK 


Built-In Trend: 


It's On The 


Increase 


e Ten per cent rise in sales of built-in electric kitchens 


expected this year; more in 


‘57, ‘58. 


@ Manufacturers offer additional lines which tend to lower 


installation, replacement costs. 


EW YORK, N.Y This year the 

American public will spend at least 
$14 billion to improve its homes—25 
per cent more than in 1955. A big 
part of the expected $2.1 billion slice 
of the electrical market 
should be in kitchen remodeling and 


appliance 


modernization 

Built-in and stack-on ovens and sur 
face units, as an example, are be 
coming an increasingly important part 
of dealer inventories, despite their rel 
atively high costs. According to Elec 
Merchandising, McGraw-Hill 
growing public demand 


trical 
publication 
for built-in and recessed equipment 
reflects economic expansion in this 


country over the past five years 


Last year, it is estimated, kitchen 
remodelers did about $20 million 
worth of business. Specialty kitchen 


remodeling firms are reported as doing 
about SO per cent of their business vol 
ume with built-in appliances. A_ five 
to ten per cent increase in the sale of 
built-in kitchens is expected in 1956 
continuing upward in 1957 and the 
year after. 

© New Trend 
“drop-in 
units since units which 
costly, require 


There is also a trend 
toward place-on, stack-on 
and hang-on’ 
must be built in are 
cabinets, and in many instances wiring 
and plumbing, in addition to the initial 
cost, and are difficult to replace with 
improved models. In anticipation of 
such difficulties, many manufacturers 
are Offering additional lines of stack 
on units which tend to reduce installa 
tion costs and are easier to replace 
Package kitchen centers are progress 
ing, with simplified, pre-engineered 
plumbing and wiring, lighting and 
ventilation, frequently included in the 
package. And look-alike or 
mate styling is on the increase, further 
simplifying the kitchen planning job 
@ Many Lines—Of the 1956 oven 
units, stainless steel, brushed chrom: 
and a variety of heat-resistant copper 
finished doors are the most popula: 
However, many lines offer a selection 
of pastel, baked enamel finishes. Non 
fog, look-in windows are featured in 
some built-in and stack-on models 
Interior lights that turn on when the 
removable 


match 


door is opened, pull-out 
broilers and racks, automatic time 
clocks, minute minders and thermostat 


controls are other features. Rotisseries 
and meat thermometers are available 
as standard equipment or accessories 
in certain top models, some of which 
include elevator type broilers that 
can be cranked up to the heating ele 
ment. Two-and-four-unit sizes are the 
most popular 

Modern Homes—The ideal con- 
temporary kitchen for those in the 
under $22,000 bracket, is claimed to 
be a “two-wall” or “corridor” type 
Ihe “corridor” type kitchen provides 
two entrances, one from the front hall 
the other from the living-dining area 
so that at no time does the living room 
have to serve as a corridor. At least 
18 linear feet of formica counter top 
working space is provided, with more 
on the sink side than the range-re- 
frigerator side. At least 200 cubic feet 
All ap- 


refrigerator are 


of storage space is provided 
pliances except the 
built-m and provided with the house 

Such built-in 
foundation of the nearly $50,000 an- 


devek yped by 


appliances are the 
nual kitchen business 
one Oregon appliance dealer last year 
This kitchen representing 
only 25 per cent of his nearly $200,- 
75 per cent 


business 


000 volume accounted for 


of his 1955 profit 
One Texas firm, which handles 
builder sales on a_ fulltime basis. 


grossed about $1 million last year on 
kitchen sales to home builders alone 
An Indiana department store, which 
totaled $1 million in appliances, had 
major kitchen equipment bringing in 


around $45,000 


Richards Electric Supply 
Breaks New Ground 
CINCINNATI, OHIO—Sale of the 


Richards Electric Supply Co. build- 
ing, at Sycamore St. and Central 
Pkwy., for $290,000 was announced 


last month 

This is the first phase of the distribu 
tor’s building and relocation program 
costing $500,000. The firm has started 
construction on its combined ware- 
house and office building to be located 
at 4620 Reading Rd._., located along the 
B&O one-floor 
structure is expected to be completed 


in September 


railroad I he new, 
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be CAUSE 


OF XDUCT CONDUIT'S 
SLICK ALUMINUM 
ENAMEL INSIDE COATING 


Xduct Conduit’s baked-on aluminum enamel interior 
coating makes fishing and pulling of wires easier by 
minimizing triction between conduit wall and wires 

Besides a smooth inside surface, Xduct’s accurately 
cut threads are machined before galvanizing to assure 
complete protection from end to end. Every hill and 
valley of threads 1s completely galvanized 

In addition, Xduct provides easy bending because of 
its uniform high-ductile steel assures easy Culting, 
easy threading, and permits bending without flattening 
This, plus the positive adherence of the electroplated 
zinc coating means easier, safer fabrication right on 
the job. 

Write today for your free copy of the Xduct facts 
booklet . . . it shows how these conduits give you easier 
fishing, superior bending, and complete end-to-end cor- 


rosion protection 


For Dependable Pathways of Power 


National Electric Products 


PITTSBURGH, PA 


10 Warehouses * 36 Sales Offices 
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SMALLEST in SIZE 
BIGGEST in FEATURES § 


sc 


CLiality 


ARROW-HART DISTRIBY 
Can Sell J 


CONTRACTORS 


15 AMPERE — 120 VOLT AC ONLY 
LISTED AS STANDARD BY UNDERWRITERS’ LABORATORIES 


Junior 


I¢ tte SWITCHES 


REW OR SCREWLESS TERMINALS 


nd Only 


TORS 
Unior Quiette Switches 


APITALIZE ON THE DEMAND py 


OR THESE SwitcHes 


Wiring Device Division 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
103 Hawthorn Street, Hartford 6, Connecticut 


Offices, Sales Engineers and Warehouses in Principal Cities 


Raybro Promotes Two 
To Sales Positions 
rAMPA, FLA.—Milton O. Hollis 


executive vice president of Raybro 
Electric Supplies, Inc., has announced 
new assignments for two of its men, 
representing promotions in both cases 

Daniel P. Donohue of Tampa has 
been given the responsibility of ap 


Jesse Wiggins 


pliance sales in the Greater Tampa 
area. Mr. Donohue was formerly re 
sponsible for appliance and supply 
sales in the company’s territory south 
of Tampa, embracing Sarasota, Fort 
Myers and Naples 

Jesse Wiggins, associated with Ray 
bro’s Jacksonville operation, has been 
promoted from counter sales to an out 
side assignment. He will be responsible 
for appliance sales in Jacksonville 
proper and Jacksonville Beach 


Five Manufacturers 
Join NEMA 


CHICAGO, ILL.—Five additional 
companies were approved for mem 
bership in the National Electrical 
Manufacturers Assn. at the associa- 
tion's annual winter conference 

Ihe additional companies—which 
include the Sunbeam Corp. and Daniel 
Woodhead Co.—-bring the total mem- 
bership in NEMA to a high point of 
570 firms 

Ihe other electrical manufacturers 
which joined NEMA at the Chicago 
meeting were the Republic Steel Corp., 
Metalcraft Products Co., Inc., and the 
R T & E Corp. 


EEI Holds Annual 
Sales Conference 


CHICAGO, ILI The Edison 
Electric Institute's 22nd Annual Sales 
Conference, consisting of general ses- 
sions and group meetings, attracted 
record-breaking attendance. Various 
speakers addressed the 5-day meeting. 

President Harllee Branch told the 
Chicago gathering that, our “opponents 
have been so much more enterprising 
than we in use of various channels of 
political communication and persua- 
sion that we are far from winning the 
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— 

| 

| 

| 

| 

\ 
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battle for ation of the free en 
terprise system 

O. R EEI Com 
mercial division execulive committee, 
noted that the “housepower” campaign 
has sparked the and 


gained the support of many members 


presery 


Doerr, chairman 


imagination 


of the electrical industry 

“Housepower is spearheading a 
mass attack on residential inadequats 
wiring and is gaining strength as it 
steamrollers onward,” he told the sales 
conference 


Harold Young, a 
urged utilities to pay more attention to 


utility analyst 
servicing appliances to avoid customer 
complaints 

The EEL Farm 
port that 
capacity is not uniformly 


Section wiring re 


indicated service entrance 
sufficient to 
provide good farm electrification. Less 
than half of the farms surveyed have 


more than 60 ampere service 


Sprague Supply 
Names Vice President 


BRIDGEPORT, CONN 
F. Blake, Jr., has 
president of Sprague Electrical Sup 
plies, Inc 

Mr. Blake has been associated with 
the company since 1947. He was sales 


Samuel 


been named vice 


Samuel F. Blake 


manager from 1953 to the present time 
and was formerly assistant purchasing 
agent at Bridgeport Brass Co. He is a 
past president of the 
Purchasing Agents 
America. Mr. Blake is a graduate of 
Northeastern University holds a 
Bachelor of Engineering 
Degree 


Salesmen and 
Association of 


and 
Industrial 


New Ownership 
For Lamp Firm 


ST. LOUIS, MO Ihe 
American Electric Lamp Co., 
facturers of 
electric lamp bulbs, has announced a 
change in ownership 

The new officers 
of the Lander, 
president and treasurer; Edna Lander, 
vice president; H. N 
retary 


North 
manu 


decorative and industriai 


stockholders and 


company are: Louis 


Adelstein, sec 


DISTRIBUTORS 


CAN SUPPLY 
THESE 
Finest 

Most Advanced 


MOTOR 
CONTROLS 


Fyer Offered 


SIZES O AND 


ARROW-HART’S MODEL 55 
TYPE “RA” MAGNETIC STARTERS 


) 
@ 


have these all-new features — 


e NEW CONTACT DESIGN 


and a special new alloy for longer life 
greater resistance to 
welding New, metal 
contact carrier post 


e NEW 
RESINOX 
HOOD 
and BASE... 


for maximum tensile 
strength and added 
dielectric strength 


e NEW 
AUXILIARY SWITCH 


improved, sturdy mechanism. Front 
mounting for easier removal 


e NEW, SIMPLIFIED 
“RA” MECHANISM 


compactness plus more efficient operation 
in industrial atmospheres where dust 
and metal filings 
are prevalent 


same 


Write today Jor 


complete information 


Motor Control Division 
rHE ARI 
103 Hawthorn Street, Hartford 6, Connecticut 


Offices, Sales Engineers and Warehouses in Principal Cities 
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FLEXIBLE \ 


Pliable ... easy to handle, yet unusually resistant to damage by bending 
and coiling. Twist a Carol Cable as hard as you can. Get a good 
grip and give it a real heave-ho. Untwist it. You’d have to do this 
more than 7,000 times before the cable might need replacing. 
Packaged for protection and easy dispensing . . . and positive 
identification printed on every foot .. . that’s Carol Cable. 
Want more details? Write Carol today.* 


Penn-lexas , 


CAROL CABLE COMPANY 


Division of the Crescent Company, Inc, Pawtucket, R. 1 
Serving Industry for more than 30 years 
*FOR COMPLETE INFORMATION, WRITE DEPT. EW. 
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WHAT'S NEW WITH YOUR CUSTOMERS 


i ‘ alarm th 

Mobile Shops clock-controlled ila i K 
museums rool 

Everything needed for any ¢ Another insurance against fire dam 


trical repair or installation rides to th 
job at the Miller Electric Co., Jackson with explosion-proof luminaires and 
ville, Fla. The firm provides its grow itch 


Nit 


sa egregated vault equipped 


ves, In Which materials are stored 


ing list of customers with faster el lo prot t works of art while they are 


trical service work, thanks to its lares not on displa i second iult equipped 


fleet of speci ally equipped mobile elec vith a bank door and emergency light 


trical shops The truck body is mack ing is located centrally in the museum's 


of hi-tensile steel to withstand the honmnent 
© Regulated Closely Io preserve 


canvases, both temperature ind hu 


high corrosion rate encountered in thi 
area, aS well as the hard use 

© Complete Service Miller’s truck 
fleet provides complete electrical sers 


midity are tf ilated closely in connec 


tion with the distribution of completely 


re dential comment il indu conditioned and filtered “aul lo 


trial, manufacturing, utility and ma r loss of heat 


mize gain of ind morsture 


rine establishments. Each truck | all exterior walls of the building have 


equipped with a self-contained lighting vapor sealing and blanket insulation 


we «te rular 
and power system to use when regula Io protect fading from direct sunlight 


WV - We 
power ts off or not obtainable. A com two tiers of photo-cell-activated motot 


plete line of power tools ts carried in ized 


automatically open of close as the sun 


louvers, called venti-lighters 
racks and bins in the truck—every 


thing from motor-operated hack saws to went 


and evectric puacuss to Lighting includes incandescent and | NO VISIBLE TRIM 
machinery for hydraulic threading and fluorescent sources combined with | 

bending of conduit. These tools are 
from 3 to 25 times faster than the 


and of d era wide / 
usual hand methods in kurt versen 


a wide variety of illuminating possi 


numerous remote switching arrange 


Complete acetylene ‘Iding 
mplete icetylene welding ind bilities. These are obtained by ind 


cutting equipment is carried, along fighted coffers, back-lighted lu 


with a full complement of electrical 
minous ceilings, attractive cove treat 


parts and materials. These are kept tensed and ehidided 
space-saving Compartments built into 
the actual truck body wall. Such ar 


arrangement keeps tools and parts out 


downlights, reflector floors and spot 
chandeliers, plus other ornamental and 
functional devices 

Significance to you: The museum 


features a variety of dimmer-controlled Thi fixtere simolifies 
illumination treatments, plus dozens of P 


mment 1s also ci ‘d—volt ‘ter 
electrical devices for fire and theft pro- the problem of maintaining 


ammeters, ohmmeters, circuit pot tection, temperature and humidity con- an unbroken ceiling line. 
ditioning. The structure is not great in 
terms of physical dimensions—covers 
less than a half-acre—yet due to its 
high standards of design including at- 
Lighting and Protection tention to detail and scope, its electri- 

Equipped with photo-electric cells to cal features make it an outstanding in- ma 


detect smoke and ceiling louvers which stallation, @ baffled « 
bean 


Penn Center Rebuilds api 


@ to 


of the weather to which they would 
be exposed in open pick-up trucks 
A large quantity of electrical testing 


analyzers and insulation testers. Each 
truck is equipped with 2-way radio for 
emergency service ill 


a perfe 
| 
dra at 


open or close automatically as the sun 
changes position, one of the most beau 
tiful art museums to be found also birst structure to materialize on the 
ranks with one of the finest electrical site of Philadelphia s Penn Center 
installations in the nation and that city’s first major skyscraper 

Ihe museum is in the privately-en to be erected in 25 year is an office 
dowed Sterling and Francine Clark Art — building containing 480,000 sq. ft. of 
Institute, Williamstown, Mass rentable floor space and rising to a 
e Smoke Presence——When photo-ele height of 250 feet 
tric cells detect the presence of smoke Modern in every spe from For the latest improvements in 
in air ducts, watchmen are alerted marble-and-stainless-stecl lobby to its lighting design be sure to see us 
lox imnnun ulility it 18 generally lighted by at the N.A.E.D. Convention, 
ciators oor switches at all entrances recessed luminaires and is electrically 
activate a gong at the guard post when erved by vertical bus ducts. It is BOOTH 635 
ever a door 1s om ned or clos And it equip ved with |] Autotonic” passen 
the event a watchman is detained on a aa three freight elev ml pov is urt versen company 
his periodic inspections trips—and completely air conditioned through the 
therefore does not complete his rounds medium of 1,200 zone-controlled heat contemporary lighting 
within a predetermined interval 
fact is broadcast to local police by a e Vertical Main artery for upper *Y S$. Potent 2.456.903. 2.614.785 


this ing-cooling units 
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These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in the 
operation of two of your biggest 
customers — electrical contrac- 
tors and plant electrical men. 


floor power distribution is via four 3 
phase, 4 wire low-reactance bus ducts 
that are carried upwards through ver- 
tically tiered electrical closets. Three 
of the ducts are 1,600 amps serving 
floors 2 to 6, 7 to 11 and 12 to 16 
respectively. The fourth duct, rated at 
1,350 amps, serves everything from the 
17th floor up, with the exception of air 
conditioning equipment plus lighting 
and motors in the penthouse fan and 
elevator machine and control rooms 
Ducts are 8 bar assemblies, with 
bolted connections at scarf-lapped 
joints combining spring cup washers 
to maintain high pressure contact 
and spline nut inserts—to permit closer 
spacing of bars and thereby minimize 
reactance and voltage losses. Busbars 
are wrapped with varnished cambric 
except at joints,where insulation is 
provided by vinyl snap-on sleeves 
Physical protection and ventilation re- 
sults from the casing construction of 
expanded metal 
e Individual Floors Distribution 


Certified tin iv 
ertified ratings ot panels for individual floors are 


cordance with the 


Standard Vest Code by mounted directly in front of, and top 


A&M College of Texas 
connected to, the ducts serving them. 


The panels are independently sup- 
Stock up now. The dependability, safety and durability of Conso ported and leveled by means of conduit 
Windmaster fans are the features builders and contractors are looking legs and threaded flanges At present, 
f each panel contains three 200 amp, 3 
free cateleg pole switches, connected to three 32 
circuit lighting panels through a front 
access 6 by 6 inch wiring trough 
Space is available for the addition of a 
fourth switch and lighting panel if 
future load growth demands tt 
Houston, Texas; Dallas, Texas; San Antonio, Texas; New Orleans, La; Distribution of power for lighting, 
Atlanta, Ga.; Tampa, Fla.; Waukesha, Wis.; Bridgeport, Conn air conditioning units, floor and wall re 


A few choice territories are available for manufac- ceptac les is via slab-inc orporated con 
turers’ representotives. Write giving full details duits Lighting circuits are carried 
overhead in the slabs above, then 
stubbed down into hung-ceiling cavities 
CONSOLIDATED GENERAL PRODUCTS, INC for connection to fixture and local con- 


P O Box 7425, Houston 8, Texas 
trol switches. All other circuits are car- 


Please mail additional information on Conso 


Windmaster Attic and Wall Exhaust Fans ried in the slabs below 


e Power Tools—To provide incidental 
re power to open-floor areas, 4 in round 
Street boxes with 5 in flange covers were re- 
cessed into slabs and were bottom-fed 
by flexible conduit connections in- 
stalled beneath slabs in hung ceiling 


‘CONSOLIDATED GENERAL PRODUCTS, INC. 


ee boxes were cut with a diamond drill 
West 24th and Nicholsor n, P. O. Box 7425, Houston 8, Texas after slabs were poured. Four inch 
: holes for boxes extend through slabs 


and § inch diameter shoulders go only 


Dealer Distributor Contractor 


Continued on page 110 
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Multiple sale 


market scarcely touched 
Exide Lightguard emergency lighting equipment 


weer 
eater 


When power fails and lights go out 


Exide | ghtguard emerpen y light 


ng units go or Stantly and auto 


ma ily Plug into regular outlets 


Built harger. Batteries last for 


yeveral models 


HIGH RATE 


Exide 


AUXILIARY LIGHTING UNIT 
MODEL.M CAT. No, 46263 


Exide Industrial Divisio 


The Electric Storage Battery Company, Philadelphia 2, Pa 


Knock on any door today where people congregate. Chance 
are you'll find a customer for Exide emergency lighting 


equipment. Risk of heavy losses from panic, theft or injury 


Is making it increasingly necessary. Some area require emer 
gency lighting equipment by law 


Send details on Exide Lightguards 


HERE’S YOUR MARKET: stores, office buildings. school Name a 
theaters, factories, laboratories, restaurants and institutions 
Most buyers need several! units. So every sale can be substan Street - — 
tial. And the tremendous potential has as yet scarcely 

City Zone State 


been tapped 


BECOME AN EXIDE DEALER. Get in on the ground 
floor. Sell Exide Lightguards—foremost in the field for 
quality and acceptance. Send the coupon today 


My business is__._ 
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What's New With Customers 


deep enough to recess flanges level 
with finished floors 

In areas where private partitioned 
offices were erected, partitions were 
located directly above these floor out- 
lets so that extensions to baseboard 
receptacles could be carried through 
the hollow-metal wall sections. Use of 
these diamond drills, as well as the use 
of other power tools generally resulted 
in improved accuracy, efficiency and 
speed of installation 
e Vary—tLighting arrangements vary 
from floor to floor, but in no instance 
is illumination intensity less than 55 
footcandles. In numerous places, this 
level goes up to 85 footcandles. 

Basic luminaire used for office light- 
ing is a 2 by 4 ft. lamp, 40 watt re- 
cessed unit with white plastic diffusion 
panel. These units are installed either 
singly or in continuous end-to-end runs 
of varying lengths and varying line-to- 
line spacings. Basic unit used in cor 
ridors similar except that it Is a 
squar y 2 ft, 4 lamp, 20 watt 
fixture 

Designed capacity of lighting feeders 
and switching equipment for tenant use 
was on the basis of 5 watts per square 
foot, with increment power require- 
ments added for such specific purposes 
as kitchens, IBM machines 

All public service equipment (plus 
air conditioning and ventilating motors 
in tenant spaces) is controlled remotely 
as well as locally. The engineer is per 
mitted to monitor and regulate key 
operations from a basement office 

Significance to you: As the first Penn 
Center building to be completed, this 
structure establishes a worthy standard 
, for subsequent projects to emulate. It 
PERFECT . is impressive from the standpoints of 
design and engineering, and it is also 
insulated an example of progress paced to an 
achieved time schedule of “one year 
even, from ground-breaking to tenant 
occupancy.” 


4 to make 


splices 


One-piece snap-on Nylon Splice Cap Insulators assure 
quickly-applied splice insulation—even in extremely cold 
weather, even on very flexible wire. 

For use on Buchanan Splice Caps for 2 (18's thru 3 8's or 
2 6's, as installed with the Buchanan C-24 pres-SURE-tool 
same tool terminates from 1 416 thru 1 +8 with only one size 
Termend™” Lug 

Insulators are approved for 600 volts on building wire, 1000 
volts in fixtures—in applications to 105 C. 


FAST SURE LOW INSTALLED COST 


Ask your distributor or write for Bulletin W.s 


leaier naitioner thie yughout 


x aw ‘ <) ELECTRICAL PRODUCTS t ric Supply Corp 
CORPORATION ( 10, | resident Lawrence Mar 

VINYL HILL BIOS, NEW JERSEY ior ne ed that Mr. Cox had 

Splice Cops plice tors re and genera 


f Sentinel TV Distribu 


Gesaccumviater Co (Canede) lid, 
IN CANADA / Gower St, Torente 10, 


ELECTRICAL WHOLESALING—May, 1956 


; 

| 

4 
2 

| 

\ Up ‘ 

| 

| | 

tor Ir 

110 


May, 


1956—ELECTRICAL WHOLESALING 


.. YOU KNOW WHOSE IT IS 


OLTS ROYAL ELECTRIC CO.,INC is) 


YOU KNOW WHAT IT IS 


and the VOLTAGE RATING 


We're proud to put our name and mark con- 
tinuously on all ROYAL ELECTRIC portable cord 
-.. it’s easier for you to handle and sell; 
easier for your customers to use. 
Prova ELECTRIC COMPANY, Inc. 
General Offices: PAWTUCKET, RHODE ISLAND 


Manutacturers of WIRE + CORD SETS + FUSES + WIRING OEVICES 


ROYAL ELECTRIC COMPANY, INC. 
- 


BUSINESS INDEX for February 1956* 


NATIONAL PICTURE: 


1947-49*100% 1947-49*100% 


1956 


Inventories 


1956 


INDEX % CHANGE 
Feb. 1956 Jan. 1956 Feb. 1955 Feb. 1954 Feb. 1953 1956 from 1955 


Sales 153 143 128 122 126 +18 
Inventory 144 136 131 134 139 — 


REGIONAL PICTURE: yy 


From From 1956 From From 
Jan. 1956 Feb. 1955 from 1955 Jan. 1956 Feb. 1955 


NEW ENGLAND 1-26 }-28 
MIDDLE ATLANTIC 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL 

SOUTH ATLANTIC 

EAST SOUTH CENTRAL 

WEST SOUTH CENTRAL 

MOUNTAIN 


PACIFIC +-12 }-22 3 +24 


*Source: Bureau of the Census. March projection is by this publication ** 2 months 1954 from 2 months 1955 
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Cutler-Hammer Service Control 
Tops in economy without compromise 


= 


Smart contractors everywhere are saying, “I never compromise when | install 


| use Cutler-Hammer, it's tops at no extra cost exactly 


service control 
the right type of unit for each job, never o makeshift substitute 


Standardize on C-H service control and you insure uniformity of installa 


tion, uniformity of performance, and uniformity of customer satisfaction 


Every member of the Cutler-Hammer Service Control family is manufactured 
y 


to meet the same standards of quality motor control. A host of plus features 


make C-H service control easiest to install, tops in performance and long life 


Cutler-Hammer's complete line of service control rules out compromise 
There is the perfect type of service contro! available for each job you 


install just what your job requires, nothing more, nothing less 


Your Authorized Cutler-Hammer Distributor carries a complete stock of 
this service control, you never need ‘shop’ for the “perfect type of ao unit 


A single source of supply a reliable source of supply 
Let Cutler-Hammer Service Control help sell your service. Cutler-Hammer 


nationally advertised in such magazines as SATURDAY EVENING POS 


4338 Line One Ampere pul!-out. Up to ts. Up to 
8 plug tuse vite. Surface end flush cor 
NEMA | and NEMA enciosures NEMA 


mounting 
and NEMA 3 enciosures 
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NEWSWEEK, et: recognized by turer of quality 


products. Don't build 
standardize on CUTLER HAMMER 


TIME 
unknown brand 


by wv ar 


a name respected by your customers 


soles resistance 


C-H service control is tops in economy priced with the lowest — quicker 


and easier to install, you spend less time on the job — works better and lasts 


lor ger, you make fewer service calls 
Standardize on Cutler-Hammer Service Control either fused or breaker 
see your Authorized Cutler- Hammer Distributor 


Pau 


For further informatior 


CUTLER HAMMER, Inc 


type 
today 327 St Avenue, Milwaukee |, Wisconsin 


CUTLER-HAMMER 


43% Line 
ty two Wor @ 

mounted NEMA | and enc 


ovl ees 
Surtece of flus 
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WHOLESALE PRICE INDEX 


Product (1947-49=-100) Mor.1956 Feb.1956 Change 


Copper Wire, bare _T# 193.7 181.5 
Building Wire, type R ‘py 158.0 1§2.1 
Non-metallic Sheathed Cable 113.7 110.7 
Varnished Cambric Cable 1704 170.4 
Flexzible Cord type SJ 145.7 145.7 


Lighting Panelboard, fuse type , 118.6 118.6 
Lighting Panelboard, circuit breaker type 125.7 125.7 
Safety Switch, 2 pole, type A, 250-volts 153.7 153.7 
Safety Switch, 3 pole, type C, 575 volts 155.9 155.9 
Air circuit breaker, 250 volts 151.2 151.2 
Power Panel, fuse type, 250 volts wo ae 133.5 
Power Panel, circuit breaker type 139.2 139.2 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 157.9 157.9 
Motor Control, a.c., 25-30 hp., 220 volts 151.8 151.8 
Motor Control, a.c., 50 hp., 440 volts 160.8 160.8 
Motor Control, a.c., 75 hp., 440 volts 152.4 152.6 
Motor Control, d.c., 110 hp., 239 volts 169.4 169.4 
Renewable Cartridge Fuse, 250 volts 126.0 126.0 
Non-renewable Cartridge Fuse, 600 volts 127.9 127.9 
Plug Fuse, 125 volts, non-renewable 111.4 111.4 


Motor, d.c., 1/6 hp., 115 volts 156.4 156.4 
Motor, a.c., '/4 hp., 110-115 volts 106.3 106.3 
Motor, a.c., '/) hp., 220-240 volts 111.8 111.8 
Motor, a.c., polyphase, induction, 3 hp., open sieeve bearing 125.9 125.9 
Motor, a.c., polyphase, induction, 3 hp., ball bearing 126.4 126.4 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 134.8 134.8 
Motor, a.c., polyphase, induction, 10 hp., bal! bearing 133.2 133.2 
Motor, d.c., 5 hp 163.2 163.2 


Fan, under 12 inches 112.4 112.4 
Fan, propeller type, 24-30 in. wheel diameter, direct connected 155.9 155.9 


Drill, production line, 4 in 120.9 121.5 
. Drill, production line, '/7 in 116.3 116.3 
Saw, production line, 6-8 in 103.1 103.1 
Pliers, 6-in., long nose 178.2 178.2 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 147.2 147.2 


Distribution Transformer, 15 kva 130.5 130.5 
Distribution Transformer, 45-50 kva . 1224 122.4 
Dry Type Transformer, 15 kva : 136.8 136.8 


Dry Cell Battery, flashlight, type D 149.3 149.3 
Dry Cell Battery, portable radio “B" pack 67'/) volts 136.4 136.4 
Dry Cell Battery, general purpose, No. 6 type volts 152.3 152.3 


. Voltmeter, portable type, 3'/)-5'/) inches, 0.-300 volts 178.6 178.6 
Ammeter, portable type, 4-6!/) inches 169.9 169.9 
Watt-meter, for instrument transformer, 100-150 volts 151.2 151.2 


Toaster, automatic, pop-up’ 98.0 99.0 
iron, under 4 pounds 100.2 100.2 


Cooking range, standard size 101.4 
. Washing Machine, non-automatic, wringer type 108.6 108.6 
. Washing Machine, automatic 100.4 100.4 
lroner, table model 117.4 
lroner, portable model 113.8 
. Vacuum Cleaner, upright , .. 108.4 108.4 
Vacuum Cleaner, tank 104.3 104.3 
Refrigerator, capacity 7.4-9.5 cubic feet and over 979 97.9 
. Home Freezer Chest, 8-12.4 cubic feet 95.8 95.8 


Water Heater, 52 gallon tank, 230 volts a.c : . 106.4 106.4 


Radio, table model P . 65.9 85.9 0.0 
. Radio, console model, radio-phonograph combination 98.6 98.6 0.0 
Radio, portable mode! 89.6 89.6 0.0 
Television, table mode! 68.6 68.6 0.0 
. Television, console mode! 70.2 70.2 0.0 
. Radio-television-_phonograph combination 0.0 


*/, changes are increases. Decreases are indicated by minus sign. Source: Bureau of Labor Stofistics 
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Vac 


The positive arc-restricting switching action of BullDog's Clampmatic 
Break Safety Switches is shown in the above demonstration photo of the switch 


interior. In all normal operation, the switch box door is closed 


Greater safety... longer life 


With BullDog Safety Switches you provide real extras 


cover a wide rative 


in safety, in performance, in longer two 


types shown Master and Junior 
of applications, meeting your client's needs with 


greater efliciency. 


exe lusives: (1) 


BullDog 


Clampmatic’ 


Big 3 


are control, (2 


They feature these 


Vac u-Break 


(3) dependable switch mechanism. 


action, and 


JUNIOR 


MASTER CLAMPMATIC VACU 
ile BREAK 


BREAK eq iq 4 


performance Act ext 


CLAMPMATIC 


Switch with 
Security! 


GET BULLDOG CLAMPMATIC 
VACU-BREAK SAFETY SWITCHES 


no costly maintenance! 


The Vac u-Break control «mothers 
hie 


bolt-tight contact pressure 


are pate 


ting and burnin (lampmatic action provides 


hie Bullle 


«witching 


witch mech 


anism QuUarantees positive ecurity 


A switch to BullDog is a «witch to real customer sati« 


faction real profits, Consult your BullDog field 

enginecr, or write BullDoy Products flom 

pany, Detroit 32. Michigan 
if 17'S NEW... IT'S DIFFERENT... 17'S BETTER... 17'S 


VISIT BULLDOG 
CONFERENCE BOOTH 304 


DURING THE CONVENTION OF THE NATIONAL 
ASSOCIATION OF ELECTRICAL DISTRIBU 
TORS, IN ATLANTIC CITY, JUNE 10 TO 14 


Export Division: 13 East 40th Street, New York 16, N.Y . in Canoda 
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BuliDog Electric Products Co. (Caneda 


ELECTRIC PRODUCTS COMPANY 


of Cirewt Breater 


A Division ompany 


, Toronto 15, Ont 
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Mark up STEADY 


year-round 


PROFITS 


with the 


MARK-TIME 


handy turn-off 
Time Switch 


illustrated 


No. 9015 


Provides automatic 
time control of: 


Farm and Stove Lights 
Industrial Ventilating 
Systems 

Garage Lights 

Heating Units-Neon Signs 

Air Conditioners 

Attic or Window Fans 

Gas Station Rest Room Locks 


The MARK.TIME 9000 Series Handy 
Turn-off 


for contractor 


Time Switch is a ‘natural’ 


sales. It's as easy to 
install as a toggle switch in a stand 
ard wall box interchangeable with 


HOLD 


easy to use as a 


the toggle switch. Exclusive 


feature makes it 
standard toggle switch. Built for long 


dependable service 


3 fast selling turn-off units for 
LONG and SHORT timing cycles 
9021—3 minute cycle, 9024—1 hour 


cycle, 9015 


12 hour cycle 


A} ‘ 


M. H. RHODES, Inc. 


Hartford 6, Connecticut 


Manutactured and Sold in Canada by 


SPERRY GYROSCOPE OTTAWA Lid 


Ottawa, Ontario, Canada 


Industrial Television: 


Unheard Of Ten Years Ago 


@ Closed circuit TV, new but growing fast—potential 


seems limited only by equipment makers’ capacity. 


@ Total sales volume of such equipment over $3 million 


last year. Sales will go way above that mark in 1956. 


LOSED circuit television in industry 


was almost unheard of ten years 
ago. Now it is one of the most rapidly 
growing sectors in the electronics field 
A few expert predict that future 


sales of industrial TV equipment will 


exceed sales of home TV sets 
Industrial TV was first used by the 
electric utility industry in 1946 as a 
means Of enabling power engineers to 
read gauges measuring water level in 
boilers. Until recently the cost of the 
equipment ruled out the usage on a 
mass basis. [he principal attraction is 
that a ITV camera often can go where 


a human innot vo safely, conven 


In addition to saving 
potential 


iently or qui 


manpower and climinating 


safety hazard it often lessens the 


chance of human error 
e How It Works——-The TV 


received on home sets are sent through 


pictures 
the air to the receiving antenna. Closed 
circunt’ TN transmitted 
over a coaxial cable 


picked up 


pictures are 
The closed circuit 
only on 


signals can be 


those receivers that are linked to the 
cable. Once the camera in a closed cir- 
cult system is mounted, it can be left 


unattended. The aim and the lens can 
be adjusted from a distance by remote 


I he 


weather, heat 


can be made 


and 


camera 


shock 


control 
explosion 
proof 

A TV camera can monitor anything 
from a single dial to every step in an 


entire assembly line. Industrial TV fa- 
cilitates centralized control by allowing 
the viewer to observe two or more 


widely dispersed Operations at the same 
time. Often this accomplishes as much 
as an The that 
manufacturers in certain industries are 


actual visit result is 


coming to rely increasingly on remote 
vision to give them more efficient and 
exact control of a variety of processes 
e Using TY IV to 
take over many jobs which previously 
ifety hazard to the worker 
or a physically uncomfortable position. 
Recent rese the Mc 
Graw-Hill Department of Economics 
Rive 
practical uses of 
Here 

In steel 


Industry is using 


involved 


irch conducted by 


good, overall pictures of 


many 
industrial television 
are just a few 


industrial T\ 
smoke 


industry has 
furnaces, 


hot rolled steel in 


been used to watch 


issuing from stacks 


1 strip mill and the pouring of billets. It 


has been used in other industries: to 
watch a pulp-washing tank; to guard 
against jamming or plugging in the 


production of cigarette paper; and as 
an aid in the remote handling of radio- 
active materials 

The Pittsburgh Plate Glass Co. uses 
industrial TV to watch—from 
the amount of crushed lime- 
stone being poured into bins of a ce- 
ment plant and has thus eliminated the 


a safe 


distance 


problem of dust hazards 

Ihe TV setup is being used to guard 
plants in some eastern states. Produc- 
tion and engineering personnel at the 
Bulova Watch Co 


examination of equip 


use a Closed circuit 
system for the 
ment parts and blueprints in different 
buildings. As an interplant communi- 
cation medium, [TV 
to hold conferences or meetings with- 


makes it possible 
out the participants leaving their de- 
partments 

A few banks have used closed cir 
cuit TV for signature’ verification. 
Records, therefore, are kept in a cen- 
tral headquarters rather than in the 
branches. This saves both labor, space 
and office equipment. Some railroads 
are using TV in their freight classifica- 
tion yards with a degree of success. 

Industrial TV been used by 
sugar plantations to control the flow 
of sugar through the mills. It 
enables the operator to keep an eye 


has 


cane 


on the conveyors carrying the cut cane 
between the cleaning plant and the 
grinding plant. One operator can con 
trol four variable-speed conveyors to 
stop pile-ups and attain a smooth flow 

Ihe Dougla Aircraft Co. claims 
that its tooling accuracy is 300 times 
greater than that of the human eye 
Douglas uses a IV screen to watch 


the parts of jigs being positioned, thus 
to make an ad- 


of 5 


enabling the operator 


justment in 5S seconds instead 
minutes 

© Accuracy Increased—By the addi- 
a light amplifier 
Under 
the lumi- 
con amplifies the brightness of the pic- 
ture on the monitor unit approximately 
10,000 Industrially makes 
it possible to use TV for non-destruc- 
tive X-Ray testing, permitting the view- 


tion of the lumicon 


has been incre ased 


accuracy 


conditions of low visibility 


times this 
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Two new and valuable“‘Tools'' for increased production 


noying shadows and severe brig! 


is ideal for nev 


Because they embrace the 12 most important advances 
| lighting, these two new RLM deep 40” shiek 


in the history of industria 
oem THE MILLER “CROWN” RLM IN 


Luminaires by Miller increase worker efficiency, le 


the waste of costly materials and skilled labor time suited for application in general m 


Apertured to give necessary minin 


RLM INDUSTRIAL combines 
plus ventilation to kee} fixture ¢ 


THE MILLER IMPERIAI 
maximum visual comfort with the high levels of illu 
ential for critic il scecing tasks 


light 
For expert appli wmion assistance con 


MILLER representative or write us for informat 


minatuon which are e: 
25% uplight for ceiling dlumination eliminates an 


See us at Booth #649-50, NAED 48th Annual Convention, Atlantic City, June 10-14 


THE MILLER COMPANY - NERAL OFFICES MERIDEN, CONN « FA 
CANADA CURTIS LIGHTING OF CANADA 1 


OHIO and MERIDEN, CONN 


hy, 
| 
x» 
a 
f ag 
an 
if 
mess contrast 
ntras The 
pu 
rRIAI 1, 
are 
if i 
leaner, lot er 
yi 
R | ‘ 
Tica 


for insulated wire, one 
source (ontinental 


For the run-of-the-mill wiring problems —or the hundreds of 
specials—the one source for practically all types of permanently 
insulated wire—is Continental. Whether it's electronic hook-up 
wire, military hook-up wire or cable, switchboard AVB—TA—SHFS 
Cable or Wire... Asbestos, Glass, Nylon, Varnished Cambric, 
Polyethylene, etc... . the Always Correct Source is Continental 
Wire Corporation. Refer your special wiring problems today to 


Continental's Wire and Cable specialists. 
Source 


Contact: Continental Sales, Box 363, Dept. CWS 
Wallingford, Conn., Phone COlony 9-7718 


POWER and RHEOSTAT CABLE—TYPE AIA 
ovailable in Sizes 18 AWG—2,000,000 CM inclusive 


Stranded copper conductor, asbestos For open installation in high operating 
inwlation, asbestos braid. Heat, flame, temperatures, oil, grease, corrosive 
momture resistant impregnation and vapors or moisture. Maximum tempera- 


finish, ture 257° F. 


ontinenta 
WIRE CORPORATION 


WALLINGFORD, CONNECTICUT © YORK, PENNSYLVANIA 


industrial TV 


ing of almost all types of materials for 
defects in structure. The image can be 
viewed conveniently and immediately, 
for there is no need to spend time 
developing photographic plates This 


& 


procedure also reduces costs by elim 
inating the additional equipment and 
effort needed to catalog parts and iden- 
tify them properly as when regular 
X-Ray photog! iphs are used 

The American Can Co. uses closed 
circuit TV to spot tiny imperfections 
on the razor-sharp edges of chrome- 
plated scraper blades used in litho- 
graphing machines. Previously the 
blades had been inspected under a 
microscope. Now the microscope is 
connected to a TV camera and the 
greatly magnified image is thrown on 
a TV screen. 

Alcoa uses TV to keep an eye on 
forging jobs. A camera is located in a 
35,000 ton press. If the press is off 
center, this appears on the screen. The 
operator then can take remedial ac- 
tion. If he fails to act quickly enough, 
a mechanism connected to the camera 
takes control from him, stopping 
movement before the expensive press 
can be damaged. 

e Armed Forces—A wide range of 
applications of closed circuit TV is 
being developed by the armed forces 
One such system is installed at the Ala 
meda Naval Air Station in California. 
It gives a close look at the approach 
and ground traffic on jet aircralt run 
ways that terminate more than a mile 
away from the airport control tower 
It is designed to handle airport traffic 
problems which have mounted with 
the increase in the size of airports and 
with the higher speeds of the planes 
It also is said to give a more positive 
visual contact in dusk hours than 
ground radar installations 

e Other Applications— Ihe day of the 
IV telephone may be closer than many 
people think. When contact is made, 
the image of the person receiving the 
call appears on one side of the screen 
and a picture of the person making 
the call appears on the other side. 
This use of closed circuit TV 1s no 
longet a dream, it is now a reality. 

Industrial TV has also been em- 
ployed in a variety of underwater oper- 
ations. Surfac weather conditions, 
that make shipboard diving operations 
hazardous, do not restrict the use of 
a TV camera for surveillance of sal- 
vage and submarine rescue problems 
in advance of the diving operations. 
Ihe Army Corps of Engineers used 
closed circuit TV to inspect the bottom 
of the Columbia River in the Dallas 
Dam Project. The equipment may also 
find use for the underwater inspection 
of docks, wharves, or the study of 
oyster beds 
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e Industry's Size— otal sales volume 


of industrial TV equipment is esti : 
mated at over $3 million for 1955 

when there were 600 new installations 

of closed circuit units. This year it 1s = 


expected that there will be approxi 


mately 3,500 new installations 
Ihe first commercial manutac is the word for these 


turer of industrial TY equipment was ¥ y 
RCA. There are now about 27 firms fast-selling y 
in the field. Until recently the cost 3 


of the equipment ruled out economical 4 

use by many companies. Such costs i ‘ } A -_ 
| 

have amounted to between $5,000 and | 


$9,000 tor the equipment, plus one or 


more skilled cameramen and either a D 7 d Di é 
rop-Hea es 


studio or central control facilities 


Equipment manufacturers have not 
only reduced the initial cost but also 


have made progress in designing equip 


ment on the basis of simplicity, port 


ability and capability of sustained 


operation without the necessity of 


frequent readjustment 


At present the average Cost per in 


Stallation, including the camera and 


the monitor, may run around $1,000 t 
$5,000 plus an additional cost of $100 
to $1,000 for labor. Maintenance costs 
allowing for the replacement of th 


relatively expensive camera tubc 


should be about $750 per year for 


each set of equipment 


‘Honest Prices’ 
Continued from page 68 


to selling lighting, and stocking back 
up items. Except in rare instances, this 


has not been the case 
If we analyze the function of the 


contractor, we can see why he ts not Easy threading of Ye " to conduit 


equipped to do a residential lighting 


sales job. Basically, he is involved in 


Your customers buy a lot of these threaders because heads snap into 


the operation of installing electrical 
services. Selling has always been a ratchet drive ring from either side — can't fall out. Dies reverse 


burden to him He naturally turns to easily for close-to wall threading OOR and On to l 

his distributor for advice and recom 

mendation simply hecause in the evel 11k and l Lh, to | 4 kK to Z ree carner with 
changing, costly business of carrying sets. Pipe dies available. Stock and sell them 


and displaying good fixtures, it re P 
for fast turnover’ Order today' 


quires trained, full-time personnel to 
make a profit 


What We Did 


lo adapt to this condition, we ol 


fered a program locally called the 
‘Escort Selling Service” (EW-——Nov 
52, p. 63). We issued introductory 


cards to our contractors, urging them 


to send their customers to us. Under 


this system, the contractor enjoyed 


the services of one of our trained 


floor salesmen. Working on a com 


mission basis, these salesmen realized 


that selling up with allowances for 


budgets and decor—would profit not 
but 


only themselves, the contractor 


too 
Because the contractor was required 
to carry no inventory, spend no time 


The Ridge Tool Company, Elyria, Ohio, U. S. A. 
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RIGID Bolt Threaders, too — No. OOR-B, 
to 1’, National Coarse or fine thread, efficient 
Work-Saver Pipe Tools 
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Now...a complete 
motor department 
in a small space! 


This display stand FREE! All metal, compact, easy to 
assemble. Free with order for 25 Muiti-Duti motors 


Self selling display introduces 
Emerson-Electric’s full line of 
Multi-Duti motors — priced 

for your profit! 


A new profit opportunity kimerson 

Kelectric’s full line of precision-built, split } 

phase and capacitor-start motors for home, 

cormmercial, farm customers. Emerson 

quality priced to % and | HP HP 
BALL BEARING SLEEVE BEARING 

Customers come to you and selling costs 

drop when you stock the one complete 

line: ‘4, ! ly, 4 and 1 H.P 18 differ 

ent models 

Cet the whole story on all these motors, with 4 HP 
BALL BEARING SLEEVE. BEARING 


their important, exclusive features, Send 
forcatalog No. M14 to: THE EMERSON 
ELECTRIC MFG. CO. ST. LOUIS 21, MO 


Emerson-Electric 


of St. Louls— Since 1890 


» HP 
SLEEVE BEARING 


a 


HONEST PRICES ... 


on sales or closing sales, and had the 
advantage of trained salesmen serv 
ing his account, we felt the contractor 
must carry part of the expense. On 


this escort basis, a 25 per cent dis 
count was given the contractor, who 
received a detailed billing of the fix 
tures sold at the retail list basis to 


the consumer 

With this change we found a dil 
ferent approac h to distributor sales of 
residential lighting. The modern, spiffy 
colorful lighting display room replaced 
the “workshop [he consumer be 
came more and more the center of the 
stage: all sales efforts were directed to 
him. Consequently, the lighting distr 
butor’s showrooms became the place 
to see good lighting fixtures, arranged 
to give the consumer an idea of what 
he could expect in his home Lengthy 
consideration is given such things as 
interior decorations and the effects ex 
pected of lighting Ihese efforts now 
require lighting consultants particul 
arly the feminine sal sperson equipped 
to deal ad qual ly with the woman 
of the house 

I hese changes have meant only one 


thing to most lighting distributors 
increased cost of operation. Advertis 
ing in local newspapers or radio matl 


ings on Dodge R¢« ports and other 
related builders reports calls) and 
follow-up, special showings and dis 
play at “home shows all are part 
of the distributor's job. His basic func 
tion of stocking adequately to meet 
demands of his customers has cer 
tainly not become less a problem. As 
a matter of fact. changes in design of 
fixtures ire a continuing ilmost 


monthly occurrence 


Our Problems 


Why have the manufacturers pushed 
this concept of lower retail prices’ 
It has been their experience that in 
the large departme nt store chain opera 
tions their volume has continued to 
increase, and they can account tor tt 
only because the prices are realistically 
lower 

Here is where the distributor ha 
really missed the boat. Why should 
any outlet not in the distributor field 
be allowed distributor prices? Since 
they have no historic discount policy 
to face, and must only reflect depart 
ment store mark-up on sales, ther 
prices can be more realistic. Where 
among these outlets ire the costly 
sales promotions, modern salesrooms 
sales and merchandising techniques 
and training of personnnel’ Then 
costs are necessarily lower 

It is not unrealistic to suppose that 
we all want to bring our prices more 


in line with those of our so-called com 
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ELLIOT M. NESVIG general sale SWITCH BOXES 


manag for lefferson Electr 
Forme OUTLET BOXES 

pelitors The distribution pattern 

keved to that move Ihe contractor 

and distributors margin of profit vill 

remain the Suri even though his 

dollar volume decreases 

It is evident, however, that re: 
retail pricing will lead to greater 
volume ot sales period But iS 
alone nough? Much of the tringe 
henefits in the form of courtesy di 

ounts allowed to iccount 

such as industrial ct ymmers, will be 

vone. It allowed, th ount 

tringe he fits and 

busi ill the ve iw. 

sath ach 4. Get a bigger share of “BOX” business with the 
innual wi ta not K 

First Step? 

It would seem that the You name it and Keystone 
ought to be taken by the manutlias hevel orne! nor 
turer regarding this move to realists Octagon, squ 
retail pri : Let the manutacturer har hanger 
put the pseudo-distributor in his prop need, What 
er place, on a cost basis reflecting Quality Line ts lo 

‘ his contribution to the industry. With aa features. Kno 
or ca it-second 


out a doubt, none of these outlets mbled 

the American Home Lighting Institut iad te 

The lighting industry in ther hand 

can only expect a backward step into fect 

i lightless world Fashion, design ind outlet boxe 

decor have no place with these people tion with deep or 
With competition being equal, we 

can expect distribution to seek its ow! 

true level. The contractor knows that 

his lighting distributor ts actually gi 

ing him “plus” business. He h 

choice between a healthy growing 


business in sound channels, or do-it it poys 
yourself. jot-em-down chain operation to figure 


verv del how 
of the futu Every debate must on Keystone 


some vive an ike conce wis 
the Complete Line of Wiring lastelletion Equipment 


D AVENUE @ Cf 


of this industry can mean a new 


of light SOLD ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 
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Square D Appoints 
Younger, Moriarty 
DETROIT, MICH Square D 
Company has named William Younger 
eastern sales manager and William 
Moriarty distributor sales specialist 
according to Frank Roby, vice pres 


ident-sales 
Mr. Younger has been Square D's 
merchandise sales and advertising 
manager, and Mr. Moriarty has been 
manager of the York, Pa., field office 
Both positions have been newly 
created as part of the company’s cur 


than 


1,000,000 


rent expansion of marketing opera 


tions. In his new post, Mr. Younger, 
8 will be responsible for field office 


operations in 10 eastern sales regions 


and serve as chairman of the distrib 
Ou utor policy committee. With head 
f Detroit of 


executive 


quarters in the 
ee fices, he will also supervise recruitment 


and training of sales personnel and 
continue to be responsible for the com 
| pany’s advertising and sales promotion 
programs. A native of Appleton, Wis., 
he joined Square D as a sales trainee 
in 1947 upon graduating from Purdue 
University 
TRIC Mr. Moriarty will report to Mr 
Al WIRE AND CABLE Younger in Detroit and will direct dis 
tributor relations in the 10 eastern 
sales regions. He will implement pro 
grams of the distributor policy com 
mittee and serve as secretary of the 
group 
Mr. Moriarty joined the company in 
1941 in the Syracuse field office as a 
sales trainee. He is a graduate of Syra 
cuse University 


March Building Activity 
Rose To Equal Record 
WASHINGTON, D. ¢ Construc 


tion put into place rose seasonally in 
; March to nearly $3 billion, the Com 


4 CHICA merce and Labor Departments re 
ported 
FIED AL BE Ihe March level was 10 per cent 
ft LECTRIC above February and equaled the pre 
NDUSTRY ———— vious March record set in 1955, For 
the first three months of this year, con 
struction put into place amounted to 
$8.5 billion—just about the same as 


in 1955 


WESTERN INSULATED WIRE CO. + LOS ANGELES 58, CALIFORNIA building rose a seasonal 12 per cent to 
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$1.1 billion in March. Although this 
was six per cent below March last year, 
it exceeded the March volume for all 
other years 

Private non-residential building set 
a new March record at $655 million 
Industrial construction in March con 
tinued high at $226 million. A 7 per 
cent increase over February in the 


building of stores more than offset a 
4 per cent drop for office buildings and 


warehouses and sent total commercial 


building to a new high for March of 
$257 million 

Public construction outlays for the 
month rose 16 per cent over February 


but were | per cent under March 
1955. Public housing declined 5 per 


cent 


Plans Move 
BURLINGTON, VI Ihe Na- 
tional Electric Supply Co. has moved 


to its new location on the corner of 
Cherry and So. Champlain Sts. The 
new building, located in the city’s com 


mercial district, will provide the firm's 
customers with adequate parking fa 


cilities 


Connecticut Wholesaler 
Celebrates 30 Years 


HARTFORD, CONN.—The Capi 
tol Light & Supply Co., Inc., is 
celebrating its 30th anniversary this 


year 
Morris B. Cartin founded the com 
pany in 1926—with two employees 


in a 2,000 sq ft warehouse. He served 


is president until his death in 1937, 
it which time his widow, Mrs. Edith 


S. Cartin assumed the presidency, 


which position she still retains 
At present the Capitol Light & 
Supply Co. employs 35 persons. It 


distributes a complete line of electrical 


equipment to the commercial and in 


dustrial trade in Connecticut and west 


This invitation is extended to all our distributor friends, who are cordially 
invited to visit us both in our conference booth at the Show and in our 
suite at the Ritz Carlton Hotel. 


We look forward with pleasure to seeing you there 


Write for the new Wm. Penn Catalog illustrating complete line of 
fluorescent luminaires... for schools stores offices showrooms 
factories ... garages. 


WILLIAM L. PARCELL has beer 

named vic on dent of The es ENGINEERED LIGHTING 
ani te ary th the next Wa. ENN 

month, served as sales manager prio FLUORESCENT LIGHT MFG. Co. 
tinues @ ector of ale 1429 $. 23RD ST., PHILA. 46, PA. 
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HELPS YOU SELL 
MORE INDOOR AND OUTDOOR 
LIGHTING WITH THIS RLM LINE 


e All Available with EASY TACH 


CONFERENCE 
BOOTH 842 


EASY TACH is a quick connecting and disconnecting socket for 
industrial reflectors—-simple in design-—easy to use. Any size or 
type of QUAD socket type reflector with hex hole may be con 
verted to the quick connecting and disconnecting type by substi 
tuting the new EASY TACH socket for the regular one-piece '2 
medium or mogul socket 


© EASY TACH RLM STANDARD DOME 


The illustration shows EASY TACH applied to the widely used 
Standard Dome This RLM unit is available in several types of 
reflector socket construction 


© SAFETY HOOD RLM GLASSTEEL DIFFUSER 


An all white unit with opal glass globe and perforated reflector 
to provide maximum diffusion with upward light component. Safe 
and easy to maintain free from objectionable brightness, glore 
or shadow 


RLM SYMMETRICAL ANGLE 


Ths style reflector is being sold particularly where side mounting 
industrial itlumination is required) With weatherproof sockets it i 
uitable for outdoor use illuminates ao wide area and affords 
fesired eye shielding 


© EASY TACH RLM DEEP BOWL 
Sold where localized lighting is required such as for machine tools 


yver work benches, and along production lines also where high 
intensity illumination is needed over a small working area 


e EASY TACH RLM HIGH MOUNTING REFLECTOR 
Adapted for use in industrial plants to provide uniform illumina 
tion where mounting heights equal or exceed the spacing distance 
This type reflector is entirely weatherproof so that it can be sold 
for outdoor application os well os indoor This unit is also being 
used for gymnasium lighting. Also available in standard socket 
reflector construction as well as with EASY TACH 


SEE THE COMPLETE LINE IN OUR REFLECTOR 


Catalog No. 10 


QUADRANGLE MFG. CO. 


325. PEORIAST.  CHICAGOT7, ILL. 


ern Massachusetts from a modern 
25.000 sq ft office and warehouse 
Plans hav heen proposed for a new 
40.000 sq ft building 

Th ompany lays claim to betng 
the oldest independent electrical equip 
ment distributor, in continuous opera 
tion, in northern Connecticut. The 
employees enjoy a profit sharing pro 
gram, said to be unique in the trade 
as well a ompany subscribed health 
accident and life insurance programs 

Ihe officers of the company are 
Mrs. Edith S. Cartin, president and 
treasurer, Joseph K. Robbin, vice pres 
ident in charge of sales; Mr. Harry 
Goldberg, vice president; Arnold § 
Cartin, secretary and general manager, 
Wilbur S. Eckman, with 27 vears 

vice, 18 manager of the electrical 
division; Raymond Chamberland, with 
20 years service iS Operations man- 
ager 


President Elected 
To Black & Decker 


TOWSON, MID Robert D. Black 
was clected president and chairman of 
the board of The Black & Decker Mfg 
(Co. to fill the vacancy caused by the 


Robert D. Black 


death of Alonzo G. Decker (see obit 

Alonzo Gs KCl , was elected 
executive ice president of the com 
pany 

Mr. Black, who 1s 59, had been ex 
eculive vice pre ident of the firm since 
1954, and a director since 1940. He is 
the youngest brother of S. Duncan 
Black, who founded the organization 
in 1910 along with the senior Mr 
Decker 


New Eagle Plant 


LONG ISLAND CITY, N. Y 
The Eagle Electric Mfg. Co., Inc., has 
announced the acquisition of its 4th 
plant. The building—-which occupies 
a square city block—1is located in 
Astoria, L. I, New York City. The 
company has also bought out all of the 
physical assets of the (¢ apitol Wire & 
Cable Co. This equipment will be put 
into operation in the new building 
within the next few months 
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Thomas & Betts 
In Sales Reorganization 
ELIZABETH, N. J Organiza 


tional changes in the eastern and west 
ern sales divisions of The Thomas & 
Betts Co. have been announced by 
Edward C. Hewitt, vice president in 
charge of sales 

Three new district managers are ap 
pointed to the eastern division. Eugen: 
McGrane is Boston district manage: 
Rex Pearson, New York; Hugh Hol 
combe, Atlanta. They report to ¢ \ 
Biddulph, eastern division manager 

In the western division, John Clark 
became division specialist for the com 
pany’s utility and “Sta-Kon” products 
William Risberg was appointed Chi 
cago district manager James Boyle 
Kansas City district manager. Each re 
ports to H. C. Moses, Jr., western di 
vision Manager 

Mr. Risberg supervises selling in the 
Chicago, Milwaukee, Indianapolis and 
Minneapolis territories. The territories 
under Mr. Boyle's supervision are 
Kansas City, St. Louis, Davenport and 
Denver 


L. G. Fields, Graybar 
Director, Retires 


RICHMOND, VA.—L. G. Fields 
Richmond district manager and a di 
rector of Graybar Electric Co., Inc., 
has retired after 32 years of service 
His retirement was effective May Ist 

Mr. Fields was ippornted southeast 
ern district manager of Graybar in 
1948 and was made a director in 195] 
Prior to this date he had held posi 
tions of selector at Atlanta and sales 
man sales manager, manarer, and 
Peninsular district manager at Graybas 
locations in Tampa, Miami, and Jack 
sonville, Fla 


Mueller Expands 


CLEVELAND, OHIO—-Scott Muel 
ler, general manager, Mueller Electric 
Co., announces the breaking of ground 
for an additional 6,000 sq ft of pro 
duction floor space The compan 
undertook the expansion move bk 
cause of the continued growth of the 
electrical and electronic industries wit! 
the subsequent effect on the pam 


source for electric lips 


Mitchell Sells, Electronic, 
Lighting Divisions 
CHICAGO, ILI Sales of its ele 
tronics and lighting divisions has been 
innounced by J. W. Alsdorf, president 
Mitchell Manufacturing ¢ 
Ihe electronics division 
chased by Esco Electronics, In 
cago, while the lighting division wa 


sold to the Compco Corp., also Chi 
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This five pullout service entrance switch i 
home or the home with more-than-ave 
Here in one attractive unit are adequate facili 


“Adequate Wiring demands 
adequate entrance equipment” 


5S 


every combination of range (including the 
top and built-in oven), water heater, drier, air-conditioner 
240 volt utilities, plus ample branch circuits for 
appliances. Sub-feed lugs increase its utility and 
pull-out disconnects all circuits. Plenty of knoc! 
sides and back, and extra generous wiring 

easy and fast. Write for Bulletin PL 220-2. 


"Stop in and see us at the N AED Convention in 


Atiantic City June 10-14 We'll be at Booth 424 


American 


CLECTRIC SwitcH Olvition 


lighti 


for 


raqd 


Seq 


rity 


NEW-CLARK AMERICAN 
SERVICE ENTRANCE SWITCH 


«100 Amp. Main Pullout 
4 Branch Pullouts 
« 8 Plug Fuse Branch Circuits 


the modern 


one 


pa 


CLARK CONTROLLER 


1146 East 152nd Street, Cleveland 10, Ohio 
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FIRST PRIZE *1,000.00 


Yes Sir .. . COLD CASH NO NEW HATS (WE THINK NEW HATS ARE 
OLD HAT) you get CASH to put in the bank or pay off your bills 
CASH will be handed out to 43 winners in this contest for distributors’ 
Sales Personnel only. That cuts down the number of folks who can 
compete——so you have a better chance to win. 


RULES 
To compete in ‘‘ANCHORAMA 2500" you need only: 

1. Be registered with Rawlplug New York office as having seen 
ANCHORAMA., 

2. Fill out a short questionnaire, (which will be mailed to you), 
tell us how you showed a user customer a way to do a musonry 
anchoring job better by using a Raw! product—in other words 
how you helped your customer. The 43 best answers will win 
cash prizes. 

3. Contest ends midnight September 30, 1956. All entries must 
be post-marked before that time. 


500.” in PRIZES 


FIRST PRIZE: $1,000.00 . 6 SECOND PRIZES—$100.00 each, 36 
other prizes of $25.00 each. The first prize is the national grand 
prize, the others are regional prizes. In case of ties duplicate prizes 
will be awarded JUDGES 

Walter F. Crowder, Editor, Industrial Distribution Magazine George Ganzenmuller, 
Editor, Electrical Wholesaling Magazine; George G Fell, President, Felt Advertising, Inc 


See your Scles Manager for further details or write us 


RAWL TAPERS 


RAWLPLUGS 


THE 
BRAWL HAMMER SETS RAWLPLUG Co., Inc. 


Box 406) New Rochelle, N. Y. 


RAW 


LAG SCREW CARBIDE 


RAWL-ORIVES RAWL-ANCHORS SHIELDS 


RAWLORILLS 


produ nN, a new 


ERIC H. CHURCH vice president ir 

charge fo t 

ghting Pr i shiand Park 
mpany 


to that, 


Benja- 


cago. Both divisions were bought in 
their entirety. Purchase price of the 
electronics division was not disclosed 
Sak price of the li shting division was 
reported to be approximately a half- 
million dollars 

Esco will continue Mitchell's former 
sales and distribution policies and will 
manulacture and market the electronic 
products under the Mitchell brand 
name 

George Kielty, general sales man- 
ager of the former lighting division, 
will continue in a similar position with 
Compco, along with other executive 
personnel. Compco will also continue 
Mitchell's sales policies and distribu- 
tion pattern, as well as retaining the 
brand name 

Sales of these divisions makes 
Mitchell a producer of air condition- 
ing equipment only. The company was 
purchased last year by the Cory Cor- 
poration 


Raymond Rosen Sets Up 
Equipment Subsidiary 


PHILADELPHIA, PA.-Raymond 
Rosen & Co., Inc., appliance distrib 


utor, has organized a subsidiary cor- 
poration, Raymond Rosen Equipment 
Company. The new company will 
serve dealers in air condition, heating 
and commercial refrigeration, as well 
as builders and contractors in kitchen 
equipment and appliances 

Max A. Myers heads the operation 
as president. Jack Rosen is vice presi- 
dent and Edward H. Rosen is secre 
tary-treasurer 

William C. Gleason, as sales man- 
ager, heads the commercial heating 
and refrigeration division. The build- 
er’s division is supervised by William 
R. Nealon as sales manager. 

The organization, staffed by special- 
ized personnel, provides complete en- 
gineering facilities for equipment in 
stallation and servicing for dealers 
contractors and the building trades 
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Graybar Names Directors 
—Opens Phoenix Branch 


NEW YORK, N. Y J. P. Lawton 
Seattle district manager and John 
Reine, Chicago district manager, were 
made directors of the Graybar Elec 
tric Co., Inc., at the annual meeting of 
the board 

Mr. Lawton joined Graybar in 1923 
in the Chicago warehouse. He has held 
his present position since 1946, 

Mr. Reine joined the company at 
the Seattle location in 1927 in the ca 
pacity of warehouseman. In February 
1955, he transterred to Chicago in the 
Capacity of assistant district manage! 
He became central district manager in 
1956 
e Completed—A new warehouse and 
office building was completed on April 
Ist at 22nd Ave. and Almeria, Pho 
nix, Ariz. It is served by a spur of the 
Santa Fe Railroad and has a long truck 
loading dock 


Record Construction 
Sparked By Top Boom 
NEW YORK. N. ¥ Ihe greatest 


peacetime wave of industrial expan 
sion in history is the major factor in 
the record volume of heavy construc 
tion contracts made so far this year 
Industrial building contract volume 
in the first 12 weeks of 1956 totalled 
more than two-and-a-half times that 
recorded during the same 1955 period 
It is second only to the volume chalked 
up during the same period of 1951] 
when the outbreak of the Korean War 
sparked a record expansion ol basic 
industry 
Proposed work estimated to cost 
nearly $1,200,000,000, was reported 
to Engineering News-Record M< 
Graw-Hill publication, during the first 
two months of this year. This is more 
than three times the value of proposed 
industrial projects that went into the 
backlog in the first two months otf 
1955. Backlog of industrial building 
stood at more than $15 billion and 
the end of February—-29 per cent 
above the amount recorded the same 
date in 1955 
Nearly Half—Public utility con 
struction took the spotlight during the 
first two months of 1956, accounting 
for nearly half the volume of all in 
dustrial construction contract awards 
[his was nine times the volume 
reached during the same 1955 period 
Steel contract awards for rolling 
and refining facilities are skyrocket 
ing, with the total for the first 1] 
wecks of 1956 well above the }2 
months of both 1954 and 195°‘ 
Process industries, leaders in total 
volume over the past few years, have 
dropped to third place in the first two 
months of 1956. Volume is 42 per cent 
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the compact SIMPACT 


Get easy, accurate 
operation with this 
quality ratchet 

threader 


TOLEDO SIMPACT 
SELF-CONTAINED 
THREADER 


NO. 78 
PORTABLE POWER 
DRIVE 


NO. 68 TOLEDO 


threader hnandle 


to 2 pipe Write ¢ wert 


complete 


"THE TOLEDO PIPE THREADING MACHINE COMPANY 
1445 SUMMIT STREET TOLEDO 4 ONO 


THREADERS PIPE WRENCHES + PIPE MACHINES 


4 
4 
3 
2 
quick e hold lie change 
et of high eed dies cuts 
4 
— 
drive ava ble 
informaot wit y anywhers 
See it at your supplier's today he 
BUILDERS OF THE WORLD'S FINEST PIPE TOOLS ee 
® 
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NEW STONCO 


NO. 64 FLOOD: 
121,000 cp 


7 for only 
500 watt rating 


@ Double the Lamp Life 
@ Faster Heat Dissipation 
@ Rain-tight 

@ High Intensity 


LONG THROW NARROW BEAM— 
Fspecially effective for long range floodlighting of railroad and freight 
yards, piers, docks, golf driving ranges — or where floods must be 
mounted at a considerable distance from the area to be illuminated . 


WIDE AREA COVERAGE — 
Available with wide beam for brilliant, economical floodlighting of 
large, wide areas such as baseball and football fields, racetracks and 
industrial areas 


Here is «a powerful, new outdoor Stonco No. 64 is precision cast alumi- 
floodlight that concentrates its light in num throughout, and carefully engi- 
a long-throw, oval-shaped beam that necred with heavy internal as well as 
produces over 121,000 candlepower external ribs to provide double the 
with only a S00 watt rating — almost normal surface area for faster heat 
twice the maximum beam candlepower dispatch. To guard against shock the 
of general service lamps in the most lamp is cradled in high-temperature 
efficient reflectors. And the lamp life rubber and to seal the unit rain-tight 
is rated at 27,000 hours double the and water-tight for use in any position 
normal life of standard lamps in (even face up) the lamp is doubly pro 
average use tected with rubber gaskets 


The No. 64 floodlight also is available as a portable or wall type 
unit, A complete line of interchangeable wiring troughs, splice 
bane wall and pole fittings for mounting cluster combina 
tions makes it highly effective for many multiple applications 


Get the facts on the new No. 64-—send for Bulletin No. 140. 


4 


CLUSTER LIGHTS 


SLECTRIC PRODUCTS Co. 

Kenilworth, New Jersey 
4 
ISLAND LIGHTS 


under the same period last yea! 

fhe food industry is climbing on 
the bandwagon with increased plant 
construction, as contract awards fer 
the first two months of this year topped 
1955 by 34 per cent and pointed to a 
reversal of the 1954-55 decline in 
the field 

All regions of the country are shar 
ing to varying degrees in the upswing 
in capital expansion. Largest volume 
of contract awards is reported to be in 
the Middle Atlantic states 


Duke Power Sponsors 
Certified Lighting 


GREENSBORO, N. ¢ A Certi- 
fied Lighting Program in this area 
is being activated under the sponsor- 
ship of the Duke Power Co 

R M Johannesen, president, 
Johannesen Electric Co., Inc., reports 
present thinking is that the training 
program will include Greensboro and 
the nearby cities of Winston Salem, 
Reidsville, Burlington, Graham and 
High Point. However, if too many ap- 
plications are received to properly con- 
duct one class it is likely that the 
course will be presented concurrently 
in another city 

Teachers for the training school 
necessary to get a Certified Lighting 
Program underway, are being drawn 
from the lighting industry in the area. 
There will be a series of seven meet- 
ings, starting March 30 

Invitations have been sent out to 
electrical contractors, distributors, 
lighting engineers and factory lighting 
representatives. It is expected that this 
will be a start of a program that will be 
extended all over the Duke Power Sys 
tem. It is hoped that other utilities in 
the state will take steps to make the 


program a state-wide one 


EDWARD KROK., Capacity 
a pre ectr 
King Corp yw the 
sales, neg i rm 
partment President 
Charles ! various travel 


ing committment the firms 3/ 
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Federal Pacific Winners 
In Distributor Contest 
NEWARK, N. J Fourteen win 


ners in Federal Pacific Electric Co.'s 
nation wide “Stab-lok QS” contest 
have been announced by M. J. St 


John, sales manager for distributor The BIG NEW IDEA 


products 


The top prize, a Ford “Thunderbird ‘ge in wiring and ies 


was won by W. T. Dotson, partner 
Dotson Electric Co., electrical con 6 

tractors, Dallas, Tex. Second prize, a 3 in 
color TV set, was awarded Tom Mc 
Guirt, salesman, Monroe Hardware 


Co., Lumberton, N. C. The third prize 
a HiFi phonograph, was won by 
William Martine, electrician, Wm 
Martine Co., electric contractors 


electrical 
Vineland, N. J 


Ihe following distributor personnel 
were among the winners of fourteen 
additional prizes 

Fourth prize, Jerald Johnson, driver 


Rawlinson Electrical Supply Co., Dal 
las, Tex.; fifth prize, Billy W. Morse 
warchouseman, Summers Electric Co 
Dallas, Tex.; ninth prize, David Valb 
salesmen, Hein Electrical Supply Co., 
Milwaukee, Wis.; Thomas A. Damico, 
bookkeeper, Irving Electrical Supply 
Co., Newark, N. J Joshua Wahl, 
clerk, The Electrical Sales Co., Can 
ton, Ohio 

Mr. St. John said that the winners 
represented almost every type of posi 


tion in the low voltage electrical distri 
industry 


bution 


Metalcraft Acquires 
Gill Lighting Division 
PHILADELPHIA, PA.—AIl fluor- 


escent fixtures in the “Planned Light 
ing” line of Gill Glass and Fixture Co 


2200 Plugmold Baseboard 


Wiremold’s famous multi-outlet and wiring raceways 


ire now manufactured and marketed a brand neu companion CoO 


by Metalcraft Products Co 


Gill has given up the line to concen It is a combination raceway that serves as a multi-outlet 


trate on its residential and commer system, a wiring system and a steel baseboard all 


cial incandescent fixtures three in one 


2200 Plugmold Baseboard is the modern answer to all 
residential, commercial and industrial building wiring 


Alcan Enters Insulated 
Aluminum Wire Field 
NEW YORK, N. Y¥ Ihe Alumi 


num Company of Canada (Alcan) ts 


and rewiring problems, It reduces rough-in wiring to a 


minimum, and saves installation costs 


said to have developed a process for 2200 Plugmold Baseboard supplies duplex outlets every 
30” of 60” and has a capacity of 10 No, 10 or 4 No. 6 


conductors, It can be installed in homes, apartment 


applying electrical insulation quickly 


and cheaply to aluminum wire 

The company has said that the 
method involved pulling aluminum 
wire through tanks containing chemi- 
cal solutions that gave it a hard, thin, 
ductile oxide coating by means of the 


buildings, offices, stores, showrooms and is ideal for 
factory assembly line or perimeter wiring 


2200 Plugmold Baseboard meets a// NEC requirements 


and is listed by Underwriters’ Laboratories, Inc 
electro-coating process called anodiz 


ing. The method was said to provide an 
insulated film at “commercial speeds” 
and of adequate ductility (workabil 
ity) to withstand the stressing and flex 


lor further information, Write t Dept H 


THEWIREMOLD company 


HARTFORD 10, CONNECTICUT 


ing operations inv@ved in winding 
coils 
Several months ago the Reynolds 
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She’s reliable. available. 


and a perfect housekeeper 


— is the story of a queen of many kingdoms. A lady 
of quality, she is acclaimed as a wonderful business 
girl, the perfect housekeeper, and a perfect companion. 
Her romances are known to all of you, for they are the 
romances of your business kingdom. 

Your business always appeared to this lovely queen as a 
kingdom, or a group of kingdoms. She found that the wire 
kingdom in every wholesaler’s business so many times 
boasted of a king—and a powerful king, noted for his full 
lines and strength of character. But alas, there was no queen. 
No queen who could serve the kingdom in the absence 
of the king. 

And so this lovely queen became proficient in the art of 
serving the king; always complimenting, never attempting 
to usurp the king's proper place. Her introductions through- 
out the land have resulted in the greatest of growing ro- 
mances. She has added strength, character, and the reliability 
of profitable partnership. She is the true symbol of romance 
in the greatest era of the electrical wire and cable industry. 

The queen of Diamond adds luster and wonderful har- 
mony to your kingdom, She presents herself in courtly 
fashion. The symbols of her reign are desired by all your 
customers; wire and cable of brilliant blacks, Red-D reds, 
and immaculate whites. You know these as Diamond Flex- 
ible Cords; Type MD, Red-D-Prene; and DTX, the white 
Nonmetallic Sheathed Cable. Be sure you have a queen 
who's Red-D. 


DIAMOND WIRE & CABLE CO. 
SYCAMORE, ILLINOIS” 


Metals Co. announced a similar proc- 
ess for aluminum wire and tape (EW, 
Oct. "55, p. 120). Both concerns said 
last month that their developments 
were under study by leading United 
States electrical equipment manufac 
turers 


BullDog Electric 
Announces Appointments 


DETROIT, MICH. BullDog Elec 
tric Products Co., division of I-T-l 
Circuit Breaker Co., has made several 
new management and sales appoint 
ments 

A. A. logesen, vice president in 
charge of marketing for BullDog, has 
announced that Arthur G. Curtin has 
been appointed midwest regional man 
ager for the company 

Mr. Curtin joined BullDog in 1945 
as a field engineer in the Boston dis 
trict. Prior to his new position he had 
been Philadelphia district manager 
since 1952 

John H. Stewart has been named 
to the New York district office. He 
will work under the direct supervision 
of George P. Koenig, New York dis 
trict manager 

H. L. Barger is the new Philadelphia 
district manager succeeding Arthur ¢ 
Curtin. He has served as a field en 
gineering and as a district manager in 
Chicago and Baltimore 

LaRue E. Hollembeak has been as 
signed to the St. Louis district office 
He will work under the direct super 
vision of E. N. Cahoon, St. Louis 
district manager. A recent graduate of 
the BullDog field engineer training 
program, Mr. Hollembeak had been 
associated at one time with the Engle 
wood Electrical Supply Co., Rock 
ford, Ill., as a sales representative 


Manufacturers Form 
Trade Association 


CHICAGO, Ill A new trade as 
sociation, the Air Moving and Condi 
tioning Association, Inc., has been 
formed by 46 manufacturers of air 
moving and conditioning devices 

The purpose of the association is to 
promote and further the interests of 
the manufacturer of such devices, and 
the interests of the public in manu 
facturing, engineering, safety, trans 
portation and other industrial prob 
lems. It also proposes to encourage the 
development of the science and art of 
engineering as related to air moving 
and conditioning devices, as well as 
perfect methods for testing such de- 
vices for performance 

R. W. Nelson, of the American Air 
Filter Co., Inc., Louisville, Ky., was 
elected president for the ensuing year 
The association's headquarters are 
located at 2159 Guardian Bldg, 
Detroit, Mich 
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Manufacturers Urged 
To Set ‘Honest Policy’ 


NEW YORK, N. Y.—Arthur W. 
Hooper, NAED executive director, in 
a letter to the membership, has called 
upon manufacturers to decide whether 
maintain an 
their distribu- 


intend to 
toward 


or not they 
“honest policy” 
tors 

“I believe that a manufacturer has a 
to sell and 


right—an inalienable right 


distribute his products through any 
trade channel or firm he elects,” Mr 
Hooper said 

“He may distribute his goods 


through a broker or he may sell them 


through an agent who bypasses the 
wholesaler He may for example 
serve the Texas, Florida and West 


Coast markets by selling to brokers in 
New York for direct shipment to those 
far-off 

Mr. Hooper said that in his opinion, 
no manufacturer can live on this type 
of distribution forces the 
manufacturer to perform distributing 
He do 


economically as 


territories.” 


because it 


func 


full 


these 
the 


functions cannot 


tions “as 
fledged wholesaler.” 

“It seems to me,”” Mr. Hooper noted, 
“that it 
honesty 

“] think it is dishonest for the manu 
facturers to ask wholesalers to take the 
risk of putting their money into facil 
or- 


thus becomes a matter of 


ities and equipment; to build an 


and encourage them to 
hustle an 


the responsibility of having employees 


ganization 


business in area; to assume 


working for them who depend on that 


wholesale business for their livelihood 


and, at the same time adopt a program 
that misleads those wholesalers.” 

The 
thought it 
turer to talk about a wholesaler policy 


he 
manufac 


executive director said 


dishonest for a 


at the same time he was cooperating in 
a program to skim the cream off the 
wholesaler’s territory 
I think it is dishonest to allow 
brokers to supply goods to the big jobs 
in any area while distributors ap 
pointed to handle the same goods sit 
there with the manufacturer's items in 
their Only the 
turer can clean up this situation.” 
Mr. Hooper said the 
“must the decision as to 


and where his goods are to be sold.” It 


warehouses manufac 


manutacturer 


make how 


is up to the manufacturer to decide if 
the wholesaler is “the best, long-term, 
stable organization” the dis 
tribution of his products If the whole 
saler is the best means, then the manu- 
should and maintain a 
policy that does not permit a broker to 
suckers out of the 
that he has 
throughout the country.” 


solid for 


facturer “set 


make wholesale 


distributors ippointed 
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SELECTIVE DISTRIBUTION —Furnas 


Electric is selective in its Distributor 
appointments so that no two serve 
the same accounts 


QUALITY PRODUCT—There is no 


substitute for quality. Furnas Electric 


Motor Control is designed 


tured 


manufac 


ind tested to constantly out 


perform all similar devices 


WAREHOUSING Furnas Electric 
looks to at Distributors to ware 
house its products and do it profit 
abl Size of stocks are based on lo 


cal requirement ind area erved 


PROFIT MARGIN—Dristributors en 
‘ ubstanual profit margins when 
selling to all classes of trade includ 
if the Original Equipment market 


ORDER REFERENCE Furnas Ple« 
tru rel nl imquiries but di 
rect to Distributors f han 
dling 


FURNAS FIRSTS—JI 
lead the tre ntrol devel 
pr alld ntroller 
Dua lrage cols on 
poly phase inter at no addi 
il bir controller 

h | ( ‘ il overload pro 
te I build a line of in 
bet eet ‘ {a ers First single 


Write tor port her 


give 

clear « ‘ stone of the Furnas Plectric 

Distributor franchise W rite lurna 
mpan 1069 McKee treet Bata 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALED 
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inventory Control CALENDAR OF EVENTS 


astern Electrical Wholesalers Assn. 
Annual Dinner and Dance 
Waldorf-Astoria Hotel 
New York, N. Y 
May 


Banquet, entertainment 


Pacific Coast Electrical Assn. 
Annual Convention 
Desert Inn Roval Nevada, New 
Frontier Hotels 
Las Vegas Nev 
May 14-16 
Meetings, golf, banquet ladies en 


Eliminate the many problems of inventory 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 


tertainment 


Edison Electric Institute 
24th Annual Convention 
Atlantic City, N. J 
June 4 
Meetings, conferences, talks 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


National Association of Electrical 
Distributors 

Annual Convention 

Chelsea, Ambassador Hotels 

Atlantic City N J 

June 10-14 

Apparatus, supplies housewares 

Meetings, conference booths. No 
major appliances, radio or TV 


Nat'l. Houswares-Appliances Show 
Convention Hall 
Atlantic City, N. J 
July 9-13 


Exhibits, meetings, home appliances 


show 


Canadian Electrical Distributors Assn. 
Fall Meeting 
Banff Springs Hotel 
Bantl, Alberta 
September 13-15 
Meetings 


National Electrical Contractors Assn. 
SSth Anniversary Convention: with 
the Second National Electrical 
Exposition 
Sheraton-Palace Hotel 
San Francisco, Calif 
September 23-27 
Meet ngs, speakers awards, con 
National Association of Electrical 
Distributors 
Pacific Zoom 
Westward-Ho Hotel 
Phoenix, Ariz 
Sept mber 30. October 3 
Meetings, panels 


International Association of Electrical 
I cagues 
21st Annual Conference 


See your industrial, hardware or electrical supplier Sheraton-Cadillac Hotel 
etroit, Mict 
ARRO EXPANSION BOLT COMPANY er 
1440 Boone Ave, Marion, Ohio | Meetings, elections, awards 
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Rocky Mountain Electrical League 
S3rd Annual Fall Convention 


Broadmoor Hotel 
Colorado Springs, Colo Bu i It 
October 7-10 eee eee 
Speakers, meetings, exhibits, awards 


Lake Michigan Club 


French Lick Springs Hote! riced f 
French Lick, Ind 
October 20-23 or 


Speakers, golf, entertainment 


National Electrical Manufacturers 
Assn. 

30th Annual Meeting 

Iraymore Hotel 

Atlantic City, N. J 

November 12-16 

Meetings, speakers, awards, celec- 

tions 


LEGAL HOLIDAYS 


MAY 
4 Rhode Island— Independence Day 
Arbor Day 

10 North Carolina, South Carolina 
Confederate Memorial Day. (Some 
banks remain open) 

30 All states except Alabama, Geor 
gia, Mississippi, South Carolina 
Memorial Day 

JUNE 

3 Alabama, Florida, Georgia, Missis 
sipp!, South Carolina, Texas—Jet 
ferson Davis’ Birthday 

14 Missouri, Pennsylvania—Flag Day 
(Banks remain open in Missouri 


optional in Pennsylvania) 
20 West Virginia—West Virginia Day Chelsea fans — two speed electrically rever- 


(Some banks remain open) ’ sible . . . with automatic thermostat control — plus 
JULY all the other styling and operating features that buyers 
demand! That’s why Chelsea deluxe window fans 

4 All states—Independence Day 
13 Tennessee—Nathan Bedford For are the leaders again for ‘56. With Chelsea, you sell 
rest Day. (Banks remain open) top quality — yet every model is priced for volume 
24 Utah—Pioneer Day sales and bigger profits. Only authorized distributors 
AUGUST | ¢ sell Chelsea fans — backed by national advertising, 
1 Colorado—Colorado Day kL colorful displays and eye-catching sales aids — and 
14 Arkansas, Rhode Island—World he the largest local cooperative advertising program 


War If Victory Day. (Optional ' . in the company’s history. You'll sell more profit 
for banks to remain closed in N ; 
Arkansas) 
16 Vermont—Battle of Bennington 
Day. 
30 Louisiana—Huey P. Long's Birth 
day. 
SEPTEMBER 
3 All states—Labor Day 


4 Nevada—Primary Day 
10 Maine—Flection Day 


Sources: Manufacturers Trust 


Co., New York, N.Y.: Domestic mane & BLOWER co., INC. 


Commerce of the 


Washington, D.¢ 1926-1956 — More” than 30 yeors of sorvies to the ventilating industry. 


more — with Chelsea 
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This unretouched photograph shows three reflectors 


after 12 weeks of identical service. The ABOLITE 
ALL-WHITE, SLOTTED-NECK fixture is at the 


right. Note the clean interior surface. This means 


better illumination over a longer period of time — 


and radically reduced maintenance costs. 


For better lighting at no extra cost—Specify ABOLITE. 


W rite today for detailed data on this test. 


ALL-WHITE 
SLOTTED-NECK 
FIXTURES 


GIVE YOU 


° 30% more illumination 


* 40% cooler lamp operation 
7% more up-light 


ALL AT NO EXTRA COST 


Jones Metal Products Co. @ West Lafayette, Ohio 


NEW PRODUCTS 


Outlet Box 
Porcelain Products, Inc., Findlay, 


Ohio 


Fiber glass outlet box, no. 9314-C, is 
said to combine the desirable features 
of steel, other insulated boxes. The 
fully insulated box is claimed to elim- 
inate need for grounding on many cir- 
cuits. The “FRP” has an arc resistance 
of 180 seconds and is not affected by 
moisture. Carbonization problem un- 
der electrical spark is eliminated. It is 
fire resistant and will not warp, 
stretch, distort. It is also available with 
standard round knockouts. Furnished 
with or without clamps 


Motor Boxes 

Kolton Electric Manufacturing Co., 
Newark, N. J. 
Terminal and conduit boxes are for 
electric motors. The boxes are made of 
drawn steel. Units come in four sizes: 
size 1 will take conduits from % in. 
to 1 in; size 2 will take 1 in and 1% 
in conduit: size 3 will take 2 and 242 
in; size 4 will take up to 3 in conduit. 
Holes may be specified in the back and 
bottom to suit standard designs. Boxes 
are also suitable for use on trans- 
formers and other machines where 
leads must be connected 


Window Fans 
Emerson-Electric Mfg. Co. of St. 
Louis, St. Louis, Mo. 


A variety of window fans with high 
air movement ratings, a low-table fan, 
and a roll-about air circulator are fea- 
tures of the “Active Air” line of fans 
for homes and offices. Window fans 
include 16 in and 20 in electrically 
reversible models, with exhaust ratings 
of 2,000 cfm and 3,200 cfm, respec- 
tively; a 20 in manually reversible 
window and utility model with a rating 
of 3,000 cfm; and 24 in and 30 in 
belt-drive models, available in revers- 
ible and non-reversible models. All of 
the window fans are equipped with 


two-speed motors 


Ventilator 
Diehl Manufacturing Co., Somer- 
ville, 


Portable 20 inch ventilator performs 
three services. It can be (1) set in a 
window frame and used to exhaust, 
(2) turned around in the window to 
draw into a room, (3) the fan may be 
removed from the panel and used as 
a room air circulator on the floor or 
table. The unit measures 2 ft by 2 ft 
and is 8 in thick 


ELECTRICAL WHOLESALING..May, 1956 


| 
| 
| 
i | 
| 
| 
| 
| 
| 
| 
| 
19 DIVISION 
134 


PEOPLE IN THE NEWS 


Paul B. Murray, president, the Mur- 
ray Manufacturing Co., 
named co-chairman of the electric di 
vision of the 1956 Brooklyn Red Cross 
Drive for Members and Funds. Henry 
C. Parke, president, Marine Electric 
Corp., is the other co-chairman 


has been 


Edward T. Corbus, Jr., 


manager of electric utility sales, is the 


formerly, 


new assistant sales manager of the elec 
trical wire and cable department 
United States Rubber Co. Henry J. 
Cluver, has been appointed manage: 
of the Middle Atlantic division. He 
will make Philadelphia his headquar 


ters 


Harold G. Barnwell, Jr., is opera 
manager of the southeastern re 
gion of the Westinghouse lamp divi 


Chamblee, Ga. 


tions 
sion 


Robert P. Hauck has been appointed 


manager of Marshall-Wells’ St. Paul 
branch. The hardware and electrical 
supplies firm formerly operated the 


branch as part of the Duluth head 
quarters 


Earl Duvall is Ottawa branch sales 
manager for the Canadian Westing- 
house Supply Co.’s consumer products 
division. He succeeded Clarence Mur- 
ray. 


Curtiss C, Harbin is the new assis 
tant to the 
manager of the Westinghouse Electric 
Corp., lamp division, Chamblee, Ga 


southeastern region sales 


Bob Savre is district sales manager 
for the O. A. Sutton Corporation, Inc., 
in the Indianapolis territory 


Martin Gudis has joined the Leigh 


Sales Co., Forest Hills, L. LL, New 
York city. He will assist in covering 
Manhattan and Brooklyn. Irwin K. 
Wechsler has been appointed to cover 


northern New Jersey 

lan M. MacLean has been elected 
president of the Electric Club of To 
ronto. He is market dk 
velopment of Canadian General Elec- 
tric Co.’s apparatus department 


manager of 


Robert W. Ellis has been appointed 
Ihe Miller 
Company's illuminating division. Hi 
territory Covers eastern Massachusett 

Rockingham Co., New Hampshire 
M H« had en 
tative for the Litecontrol (¢ orp 


sales representative for 


ind 


a sale represen 


Perry M. Green, Jr., is sales man 
ager of unit-substations for BullDog 
klectric Products Co., Detroit, Mich 
He had served as vice preside nt 
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MAKES INSTA 


Here is the only Service Entrance Mast Ki 
complete in every detail ncluding root 
flashing even necessary bol nuts, lag 
screws and nails. Can be installed t an 
electrician, with electricians tool 

Cut down installauon costs with these 
easier, quicker to install © entrance 


mast kits 


CHECK THIS LIST 
OF COMPLETE PARTS 
1% Vise-Grip Service Entrance Cap that 
fils a 2 pipe 
Galvanized Root Flashing and Storm Collar 


Roof Mounting Piate of new and original 
design 


Conduit henger with lag screw 
attached 

Slip-fitting offset reducer with interior 
grounding device 

Neon-herdening root sealing compound 
All necessary bolts, nuts, log screws and 


nails 
Plus—Porcelain Products famous 2061-C 
Pipe Mounting house brackets as specified 


WRITE FOR DETAILS TODAY! 


FINDLAY, 


LLA 


1 


TION 


STANDARD 
FOR 2” PIPC 


Also available 
FOR 2'2” PIPE 


EVERYTHING FURNISHED 


but the house and conduit 
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EQUIPMENT 


The Standard of Comparison... 
with Quality Buyers Everywhere! 


Federal Pac 


fliptor 

Open Type 750 to 1500 w charge of sales for the Continental 
~~ Electric Equipment Co., Cincinnati, 

Ohio, for five years. In addition, Mr 
Green was an apparatus and supply 
salesman—-for more than 13 years 
for GESCO in Nashville and Chatta 


nooga, Tenn 


Gordon V. Mead is the new pres 
own ident of Marshall-Wells Co., Duluth, 
Luminave Minn. He succeeds John H. Moore, 
who has retired. Mr. Mead was general 
merchandising manager of Firestone 


lire & Rubber Co. 


Obstruction 


Arthur O. Williams has been added 
oF to the Peerless Electric Company stafl 
Aven Lighters of lighting sales-engineering. Mr. Wil 
liams has been assigned to augment 
the regular San  Francisco-Oakland 


Bay area complement ot sales person- 


Searchlights 


War 


nel as part of a general expansion 
program 


Floyd Van Alstyne has joined the 
Code Beacons sales department of Acme Electric 
and Flashers Corp., Cuba, N. Y. He covers the 


Ultve High 
intensity 
Maver 


southern tier territory of New York 


state 


John J. Neidhart has been ap- 


Widest Selectior pointed applications engineer in charge 


of Ciuster Lites 


of sales, Hluminating division, The 
Miller Co., Meriden, Conn. He had 
been a lighting engineer with the West 
inghouse Electric Corp., Cleveland, 
Ohio 


Joseph Kehoe is special representa 
tive to the architectural and engineer- 
ing professions by Pass & Seymour, 
Syracuse, N. Y. Mr. Kehoe will assist 
professionals in the field with prepara 
tion of specifications and in working 
out wiring device problems. He work’s 
out of the company’s New York City 


nd vhs Revere 


Typ office at 71 Murray St 


Poles 


Maurice V. Odquist has been ap 

REVERE ELECTRIC MANUFACTURING co. 2 pointed director of new product sales 
6009-17 BROADWAY . CHICAGO 40, ILL. for Sylvania Electric Products Inc., 
Available in Canada thru Curtis Lighting Ltd., Leaside, Ont: New York. N. Y 
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OBITUARIES 


A. G. Decker 


Alonzo G. Decker, chairman of the 
board, president and one of the found 


ers of the Black & Decker Mfg. Co 
died on March 18. He was 72 years of 
age 

Mr. Decker had been president of 
the firm since the death of its other 


founder, S. Duncan Black, in 1951] 
Before that, and ever since the two 


men started in business together in 
1910, Mr. Decker had served as vice 


president and general manager. The THE BiG | UG 
two partners started the business in 


1910 
Harry M. Gross OF INDUSTRY 


Harry M. Gross, appliance sales 
manager of Graybar Electric Co., Bos 


am Mass., died on April 9. He was For Superior Quality 
5S years of age 

Mr. Gross had been associated with 
Graybar for 28 years in New York, / Check these features 
Pittsburgh and in Boston, where he 
had been sales manager for the past 


seven years [| Pure copper, 100% conductivity MODEL LO 


Wide wire range—re-usable 


SALES REPRESENTATIVES U] 
[| U/L-CSA Approved 


Permacel Tape Corp., New Brunswick, [ | Compact—rugged 
N. J., has appointed six new represen 


Advanced designing 


tatives. They are 


For the New Jersey, New York area [| Sound engineering 
R. L. Gentry, R S A Co., 15 Park 

Ave., Rutherford, N. J | | Speedy installation 
Iowa, Nebraska, Kansas, Missouri 


[ | Cool operation—takes overload 


southern Ilinois—-H. W. Knaggs, 7503 
Melba Lane, Belleville, N. J [ | No special tools needed 

Wisconsin, northern Illinois—-L. A 
Ch Co W North [| All screws wax-treated for better clamping 


Chicago, Ill 
Southern New Jersey, Pennsyl 
vania, Delaware, Maryland, District ALL THESE FEATURES AT LOW COST 
of Columbia, Virginia——-Edward Brad 
dock, Browning Lane, Haddonfield 
N.J Your Test Will Prove 
Michigan-—Jack Thorpe, 640 Hid Superiority Over Cast Or Any Other Type Lugs 
den Lane, Detroit, Mich 
Kentucky, Ohio, western Pennsyl 
vania, West Virginia Near Bear 
Corp., 3435 Streetsboro Rd., West 
Richfield, Ohio 


Feedrail Corp., New York, N. Y., has 
named the S and W Electric Co., 2144 
Welton St., Denver 5, Colo. The terri 
tory covers Montana, Idaho, Wyoming 
Utah, Colorado and New Mexico 


Slater Electric & Mfg. Co., Inc., Wood 
side N y ° has named Leonard I lec 
tric Lid, as their representatives in the 
Province of Ontario. The Leonard ad 


dress 1s 346 Bering Ave., Toronto, 18 WRITE FOR CATALOG #50 AND SAMPLES 


Ont. Leonard May is president 
ILSCO CORPORATION 


Diamond Expansion Bolt Co., Inc., 
Garwood, N. J., has appointed Larry 5746 MARIEMONT AVE. CINCINNATI 27, OHIO 
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4 a Smith as sales representative. He will 
Morrow Ss ctan cover metropolitan New York and 
} . Long Island. Mr. Smith had previous 


sales experience in the Middle West 


| : before joining the Diamond organiza 
a e tion 


Whitney Blake Co., New Haven 

Conn., has named Montague H. Hicks 

as sales representative in the Rich 

mond, Va., area. The district includes 

a large section of Virginia and all of 

North Carolina. His headquarters are 

at 2713 Lockmore Dr Raleigh, N. ¢ 

The territory had been covered by 

rhe Tempine fs the newest Hak Ray A. Miller. In the future Mr. Milles 
in a national chain of superhighways 
that will eventually tie East to West 


The most modern concepts of traffic 


will cover southern New Jersey, east 
ern Pennsylvania, Delaware, Mary 
land, Washington, D. ¢ and parts of 
construction of this magnificent road f West Virginia. His office ts in the Land 
What transformers are used for sery i litle Building, Philadelphia, Pa 

ice and lighting? Marcus, of course! H ; R. R. Meinert has been appointed 
: district sale representative for the 


engineering are reflected in the 


Flectrical contractors f Minneapolis area. He had been repre 
Amon Etlectric Co... Warren. Ohio 
senting the company in the Chicago 


Peterson Webster Clectric Co 
addition to Minneapolis. The 


Youngstown, Ohio area in 
Chicago area will continue to be 


covered by Charles Cumpstone 


Reliable Electric Co., Chicago, IL, has 
Ma rcus TRANSFORMER CO., Inc. announced the appointment of R. R 


Meinert as sales representative for the 


RAHWAY, N EW J E R S EY Minneapolis district 


mam oF nae Representatives in Principal Cities Moe Light div., Thomas Industries 


A COMPLETE LINE OF DRY TYPE AND LIQUID FILLED TRANSFORMERS THRU 5000 KVA Inc., Louisville, Ky., has appointed 
- . es three new sales representatives. Wil 


ANOPP 


| VOLTAGE TESTERS: 
4 


CODE CALL 


for instant communication 


NOPP 


Po BELLS CHIMES PHASE SEQUENCE 


; just press the button! 
WALK — DON'T RUN TO board operator just presses 
THE NEAREST TELEPHONE the button; a numerical 
... The WHEELOCK CODE CALL per- code call sounds off throughout the 
mits instant communication by means building and the person being paged 
of audible signals, with personnel responds via the nearest telephone. 
away from desks or with employees Easy to install with any desired com- 
who normally cannot be reached di- bination of chimes, bells, horns and 
rectly by telephone. The busy switch. other signalling devices 


INDICATORS* 


& Mtg Co. has changed ite name to 


Write for Bulletin 48-5 : KNOBE Inc 
Engineering 4283 Holden St., Oakland 8, Calif. 


Representatives 
in Principal Cities * Profitable to Stock and Sell 


ELECTRICAL WHOLESALING—May, 1956 


/ 
j 
| 
138 


liam Edwards is the new representalive 
for Albany, N. Y., Hartford, Conn 
and vicinity, Vermont and parts of 
Massachusetts and Rhode Island. His 
headquarters will be in Springfield, 
Mass 

William Bassett will work out of 
Omaha, Neb., and will cover most ol 
lowa and about half of Nebraska 

Rollo Hittle will represent the light- 
ing fixture firm in the greater Los An 
geles, Calif., metropolitan area 


ASSOCIATION NEWS 


NEW ORLEANS~—-J. D. Tillman, vice 
president, Interstate Electric Co., 1s 
chairman of the Certified Lighting Pro 
gram of the Electrical Association of 
New Orleans, Inc. Co-chairmen are 
Arthur Wachter, FE. N 
A. B. Patterson, Jr. The program ts a 
long-range effort to cultivate the com 


Avegno and 


mercial and industrial re-lighting mar 
kets 


OMAHA—-Plans are now in the form 
ative stage for the Nebraska-lowa 
Electrical Council to become the 15th 
Certified Lighting Bureau. The local 
bureau will be licensed after meeting 
certain qualifications set down by the 
National Certified Lighting Bureau 


PHILADELPHIA— The Electrical As 
sociation of Philadelphia gave cash 
awards to distributor salesmen in the 
recent “LOO-A Housepower and Sales 
Campaign.” The contest ended April 
30. Distributor salesmen were relied 
on to enlist the active participation of 
hundreds of dealers and contractors in 
the campaign 

Four dollars was awarded for every 
“100-A” contractor a distributor sales 
men signed up. Final prizes for the 
men who signed up the greatest num 
ber of “1O0-A” 
awarded after all results are tallied 
First prize was $50, second $25, 1! 
$15 and fourth $10 


A similiar amount and set of rules 


contractors will be 


was accorded the dealer grouy 


PROVIDENCE The Electrical 
League of Rhode Island recently 
elected ( H. Buckley, Buckley & 
Scott, Inc president He succeeds ( 
F. Werner of the Blackstone Valley 
Gas and Electric Co 

Distributors elected to serve as 
directors included: Larry Egavian 
Eddy and Company, Inc.; Robert B 
Bluffington, Graybar Electric Co., Inc 
Pearce Johnson, Ballou, Johnson and 
Nichols: Walter W. Botts, Jr., West 
inghouse Electric Supply Co.; E. Pul 
ver Cook, Ray E. Friedman, Capitol 
Distributing Co.; Sol J. Schiff, Tri 
State Wholesalers, Inc Robert H 
Waterman, General Electric Supply 
Co 
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V-get 


REMOVABLE TOP PLATE OPTIK ANGLE” GAUGE 
“LOCK-ON”™ SHOES lend onstantl 
Faster setups’ Lay nes le of bend 


in from above yothread 


ing of o m ram Mounted ton bender 


ALUMINUM-ALLOY FRAME 

AND SHOES Rigid and 

neg 
NEW. LONGER RAM EXTRA USES! 
tre | ‘ rie i 


roke exter to 


New bender proves tremendous business-builder! 


This new 8-130 “featherweight” pipe bender is setting sales records for elec 
trical supply men ever where, and slashing bending costs dramatically. In 
fact. it's a real door-opener to sales of all Blackhawk hydraulic tools a“ 
business-builder you'll want working for you. For your share of busine on 
the fastest moving line in the equipment field to get the backing of Hlact 
hawk's powerful advertising merchandising program write to Blackhawh 
Mfg. Co., Vept., P-4456, Milwaukee 46, W 
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THE fAdalet MANUFACTURING COMPANY 


14300 LORAIN AVENUE 


UNITS ARE RIGHT 


Yardlights 
proof Sockets — 


6972.0974.0076 
Poresiain Enameled 
Vardlights 


A FOR 


bf DALET 


Write for your 
sample 


FREE Degé 


tagged as shown 


CLEVELAND® 11, OHIO 


GARDEN LIGHT 


« For Garden and Recre 
sonal Ilumination 
Brive ey, Paths, Flower Beds, Patios 
Barbecues, etc. Spikes into ground wd 
a step on easy ste pdown 
plote 14” tiitin reflec 
tor gives direct light for 
eating, reading, or play 
ing cards. Standard of 
low insect repellent 
bulb con be used yee 
ond Bross finish 53° h 
equipped with 
Heavy Buty Weatherproof 
Cord and plug also 
bracket for winding when 
not in use 


$9.95 


* SEND FOR CATALOG 


* ONLY THRU 


JACKSON ELECTRICAL COMPANY 


900 910 W VAN BUREN STREET 


CHICACO 7, TELINGIS 


STEP 


NEW LITERATURE 


Tape—A brochure describing how 
silver cloth tape aids in duct installa- 
tion, points out that the tape speeds 
such installation and requires less la- 
bor than previous methods. The bro- 
chure cites such features as: how the 
silver cloth tape (Permacel 691) can 
be applied without using any cutting 
device; it sticks regardless of weather 
conditions; it unwinds smoothly. Pub- 
lished by Permacel Tape Corp., New 
Brunswick, N. J 

Fasteners——T wo booklets show dif- 
ferent ways a fastening tool can be 
used. One booklet details how the 
fasteners can be used for plant main- 
tenance. It discusses the fastening of 
such things as conduits, bus ducts, 
junction and outlet boxes, surface race- 
ways, fixtures and frames, duct straps, 
fan and blower mounts, and so forth. 
The second booklet deals with how the 
tool can be used for lead lining. Both 
booklets can be obtained by writing 
to Ramset Fastening System, Dept. 
LL, Olin Mathieson Chemical Corp., 
12117 Berea Rd., Cleveland 11, Ohio 


Shelving—Boltless steel shelving is the 
subject of a 12 page catalog which 
contains a comprehensive discussion of 
the “Klip-Bilt” principle. Methods of 
erecting the shelving, as well as a de 


POWERCRAFT 


STOCKS FOR IMMEDIATE 
SHIPMENT 


PRIMARY BUS SUPPORTS 


@ Contractors, Industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact 
ing service conditions. Available for indoor and 
Outdoor Service—fiat or pipe mounting. Conform 
to NEMA standards. POWERCRAFT invites your 
inquiries on any special Bus Support requirement 
Other POWLRCRAFT Products Indoor and 
Outdoor Disconnecting Switches, Bus Clamos, Power 
Connectors, Pipe Frame Fittings for 144” |. P. S 
Pipe, and Clamp Insulator Supports 

Send for new catalog 


PowercraFl 
CORPORATION 


2215 De Kalb St. Phone 


St. Lowis 4, Mo. Prospect 6-4532 
Since 1932 
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tatled survey of the various models of 
open, closed and ledge type shelving, 
are included. For copies, write for cat- 
alog no. 706, The Frick-Gallagher 
Mtg. Co., 110 So. Michigan Ave., 
Wellston, Ohio 


Heaters-—-Electric heaters and heating 
devices, bulletin GEC-1005G, numbers 
60 pages and contains application in- 
dex, calculating data, specifications 
operating information and list prices of 
standard G.E. heaters and heating de- 
vices. Process and application index 
shows methods of heating and type of 
heater recommended for various heat 
ing processes. Bulletin available from 
the General Electric Co., Schenectady 
5, N. ¥ 


Ballast IT wenty-page publication on 
fluorescent ballasts is designated GEA- 
6249. The three-color bulletin contains 
descriptive information on the sound 
rating system, quality control, life ex 
pectancy, design features, development 
facilities and customer services. For 
additional information, contact Gen 
eral Electric Co., Schenectady 5, N. Y 


Time Switches—-Bulletin no. 356, 
“Commercial Defrosting Time Switch 
es” contains detailed information for 
refrigeration engineers and contractors 
to pin-point the exact type of switch 
needed for optimum defrost control 


Y-er Eas 


Wire Pulling Lubricant 
Only Y-ER EAS has all these features 


© Creamy, non-corrosive lu 
Write ter bricant. Never greasy or 
descriptive messy 
boot let © Prevents sticking or set 
ting. Specially helpful on 
soddies ond turns. 
© Dees not run back on 
cables. 
© Never harmful to hands 
or clothing. 
© Permanently non-harmtul 
to cables or condyit. 


Improved Y €8 EAS tested and approved by the 
Underwriters Laboratories, Inc 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


| Fetecteo COMPOUND co. 


W. 150th BL, Cleveland 11, Ohie 
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FINEST 
SEEING 
TOOLS 
EVER 
DESIGNED 


Direct Light 
Exactly as you 


wont it 


MODEL 55-CX-701 
NEW Universal Arm Joints 


Available NEW Collar Dise Joints k 
with tron of nl ne 


Reflector Ik 


nting 


NEW Wiring hye 


toggle switct SP 

op cord molded plus 
NEW Finish 

Reflector high mip 


WRITE for Complete 
Catalog of Localite 
models for every 
industrial ux 


THE FOSTORIA PRESSED STEEL 
CORPORATION Fostoria, Ohio 


Localstes ave available through 


uhbolesalers eceryu bere 


LOCALITES 


Machine Tools, Assembly, inspection 


write for free ‘‘Fact-File” 56-Qt 


INTERNATIONAL REGISTER CO. 


2624 West Washington Bovieverd, Chicago 12, Hilinets 


| j 
| 
ONLY 
Eoch 
td 
pho. of 4 
pe wit fice. A 
4-21 lamp. A 
NEV | for ron ‘ 1 
tas n baked ename 
perature WI 
for the yLL every good c Ww 
LONG P .. the facts about Intermatic 
_ 
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these HEVI DUTY features 
MEAN EXTRA VALUE 
AND DEPENDABILITY 


FULL PROTECTION 
A heavy gouge steel 
case protects the core 


and coil 


MOISTURE 
RESISTANT 
Cowl. are vacuum 
pressure impregnated 
with polymerizing 
type varnish 


ENGINEERED 
ECONOMY 

Designed for optimum 
copper to core loss 
ratio, The use of high 
qrade non ageing 
silicon steel assures 


low operating 


SHORT CIRCUIT 
PROTECTION 

Coils are rigidly 
blocked to withstand 


infernal stresses 


COMPLETE 
VERSATILITY 
Brackets are provided 
for either floor or 


wall mounting 


QUIET OPERATION 


Core operates ata 


ow flua density 


Lett, No 51 Long Nose 


Plier with Side Cutters 


WELCOME 
CONVENIENCE 


A removable top cover 
exposes the large wir 
ng compartment and 


facilitates installation 


RIGID 
CONSTRUCTION 

The core is tightly 
clamped between stee! 


weldments 


EASY CONNECTIONS 
Extra long, heavily 

insulated terminal leads 
are clearly marked for 


identification 


HIGH DIELECTRIC 
STRENGTH 

Coils are wound with 
double insulated 
copper wire with large 
electrical clearance 


between coil and core 


INCREASED SERVICE LIFE 
Specially designed case directs 
air flow through coil ducts mini 


mizing temperature rise 


Write for Bulletin HD-499 
for details on standard 
transformers from 2 VA to 
2,000 KVA, or send us 
your special requirements 


HEVI DUTY ELECTRIC COMPANY 


MEAT TREATING FURNACES HEVie=DUTY 


wy TYPE 


MILWAUKEE 


wOTANT 


1, WISCONSIN 


CHROME PLATING 
BOOSTS PLIER SALES 


Chrome-plate a good plier and its sales climb. Take 
Xcelite's full line of special-purpose pliers—they 
always accounted for good, steady, repeat volume 


Since we've offered them in chrome finish, 

sales have really jumped. First, there's the 

sales appeal in their gleaming good looks 
which doubles the power of displays 
Second, the user wants tools that will 
stay good looking! 


Center, No. 58 Radio and 


TV Pher 


Right, No 


6 Side Cutter 


XCELITE INCORPORATED 
Dept. A, Orchard Park, N. Y 


But the user still wants that 
basic Xcelite quality—the spe 
cial designs for his special jobs 
the drop-forged strength—the 
keen hand-honed blades. You 
give him the quality he expects 

plus good looks—whken you 
carry Xcelite. Write for details 
and prices today' 


with any commercial unit. Additional 
information may be had by writing the 
Tork Clock Co., Inc., Mount Vernon 


Tape—Twelve-page booklet is de- 
signed to help in choosing the best 
type of electrical tape for every in- 
sulating job and protection application 
in electrical construction, maintenance 
and manufacturing. The folder, “Tool 
Up With Tape—Big Four Electrical 
Tapes,” is complete with illustrations, 
technical data, characteristics, per- 
plastic, 
friction, rubber and vinyl color elec 
trical tapes. It is published by the 
Dutch Brand division, Johns-Manville 
Sales ¢ orp Chicago, Ill 


formance specifications for 


Distribution Equipment-——-A_ 1956-57 
general catalog of low voltage electri 
cal distribution equipment and compo 
nents is now available. The 160 page, 
two-color publication provides a single, 
bound reference for the products man- 
ufactured and marketed through the 
organization. It is designed to provide 
engineers, contractors and purchasing 
agents with a reliable source of infor 
mation for specifying electrical power 
distribution equipment and compo 
nents up to 600 volts. The new catalog 
(GEC-1032A) 
scriptions, ratings, list prices and ap 


contains photos, de 


\ 


DRIVE STRAIGHT 


THIEL Pr 
STAPLE 
my Hard 

the News 


THIF 


© 


“ 


THIEL TOOL & ENGINEERING CO., INC. 


ST LOUIS 6. MO 
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plication information on the following 


lines: lighting and distribution panel 


Automatic Repeat Sales Mean Steady Profits 


boards; wireways and busways, switch 


boards, motor control centers, distri 


bution center unit substations, safety 


switches, open knife switches, molded G h f b 4 

case circuit breakers and service en et t e acts 3 oui a 

trance equipment. Copies may be ob " ve 
tained by writing Assemblies and Com UNIVERSAL SEALFLEX 
ponents Sales, General Electric Co., 87 
Whiting St., Plainville, Conn 


Synthetic Covered 
Liquid-Tite 
Extra Flexible 
Conduit 


\ 


Residential Lighting—Newly published 
residential lighting album contains 44 


full-color pages of lighting fixtures and 
nearly 200 illustrations. Many fixtures 
are shown in actual room settings. The 
album, titled “Planned Lighting for 
Better Living,” is designed to be a 


portable showroom for the wholesalers Stock 
or contractors or any individuals in the e 
electrical field The catalog is Offered Shipment: Type U-20B Black Cover 


without charge. It can be had by writ Type U-20G Grey Cover 


ing Globe Lighting Products, Inc., a . 
1710 Flushing Ave., Brooklyn 37 Packaging: Standard unit lengths for 
N.Y convenient distributor handling. 
Write for price catalog E-1 
Resin Products four-page, illustrated n* describing entire line of UNIVERSAL Extra Flexible Conduit Products. 
booklet describes “Scotchcast” brand xt 
synthetic resin products for electrical Quality .. . ALL METAL FLEXIBLE HOSE PRODUCTS 


\ 


use. A compatibility chart shows how 


resins can be mixed together in the 


event that ready-made resins will not 


work for a particular application. The 2107 South Kedzie Avenue, Chicago 23, Illinois 


RING UP SALES LIKE THIG! 
! ADEQUATE WIRING jo 


NO POWER BLACKOUTS HERE! 


Down 
shine and Tropical Storms 
Stand t 


n the land of Sur 


keep 
erated machinery and equi 


j ment functioning ant 
ously in spite of powe a 
break dowr This Katolight 


drive by a gasoline engine wat chosen t 100 AMP. . | 

best fulfill the requirements of Miami's plush . FUSIBLE MAIN DISCONNECT : 
icy blizzard there is a Katolight BREAKER 
meet every requirement up to SOO KVA 


Available with gasoline, gas or diese! engines for R > | Ws 
WRITE FOR OUR CATALOG A, hi ‘ 


— 
ORPORATION 
atolight corrors WRITE FOR FREE CATALOG 


Box 89! 92 Monkato Minn 


Whether it be a tropical storm or norther 
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May, 


: 
— 
SINGLE 

Volt Heater Circuits of 125 


booklet may be had by writing Minne 


The Answer Manufacturing Co 


TO THE Lighting Equipment A dual purpose 
condensed catalog and contractor Lat robe 
DISTRIBUTOR’S dealer net price sheet shows all items coe : 
in the manufacturer's line of lighting 
equipment, This includes floodlights, Llectrical 
>| sealed beam lamp components, etc 
SALESMAN § Net prices to the contractor-dealer 1 Prod wet 
standard packages and less than stand Ys, 
ard packages are included. Copy of 
PRAYER this publication, catalog no. ¢ iS. ts 
available upon request to Steber Man 
Broadview, Ill 


ufacturing Co 


Motor Starters Manual motor start 
ers are described in bulletin GEA 
6358. The starters are for fractional 
and integral horsepower motors to 7% 
hp. Two-color publication includes en 
closure and dimension data. Published 
by General Electric Co., Schenectady, 
NY 


Insulation Fiberglas-base insulation 

Up to date every day. materials are described in a six-page 
‘ folder. The folder contains tnforma- non-adjustable Floor Boxes 
Completely illustrated. tion on high thermal endurance, re Peprenens ths last word in unique design 


the box dl 
Compact, easy to carry. duced space factor, high moisture re wis 
sistance and other properties of tapes 


Carefully indexed and 4 braids, cloth. Copies may be obtained | 


by writing Owens-Corning Fiberglas 


cinch to use. 


PRIGE BOOK 


Is the answer to keeping 


Corp., electrical division, New York 


current with the constantly 
changing prices of the ma- 
terials you sell. 


USE IT and watch your 


ing screws whicl 

serve hold the idjusiing rng 
saies increase: line th the floor level before the 
NO ACCIDENT A cemen ha oured They ine 

= DAY KEEPS THE bonded which makes them fire-proot 


DOCTOR AWAY 


HENDERSON-HAZEL CORP. 


publishers of 


NATIONAL PRICE SERVICE 


GETS-A-LITE GUARD and 
GUIDE 


Quickly and Easily Installed by 


13601 Euclid Avenue A 
Cleveland 12, Ohio Anyone — No Tools Needed! 
Simply slip GETS-A-LITE GUARD 


AND GUIDE over the fixture, as illus 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely 


HENDERSON-HAZEL CORP., Dept. B-65 


13601 Euclid Ave., Cleveland 12, Ohio + Once instead, GETS-A-LITE GUARD Latrobe” Adjustable Gang Floor Bo 
AND GUIDE is NEVER removed with qua nterchangeable Bras 
Without obligation, please send complete Nothing to anlock, fuss with or lock, Lover plates singh 
Three and Four Gang types 
when changing lamp« 


details about your price service tor Whole 
sale Electrical Distributors 


GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en 
abling Maintenance man to change 
lamp in 10 seconds! 


Name 


Available for 160 watt and 100 watt 
fluorescent lamps 


Company 


Manufacturing Co. 


GETS-A-LITE Company, Dept. EW-56 
3865 N. Milwaukee Ave, Chicago 41, Ill 


Address 


City Zone State 
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BOOK REVIEWS 


Distribution Since 1869 


Harold Barger 
Nat'l Bureau of Economic Research 
Princeton, N. 


Full title of this book is “Distribution’s 
Place In the American Economy.” It 
is a study of significant changes that 
have taken place in distribution during 
three-quarters of a century with respect 
to: Output of goods and services; share 
going to labor force; channels of dts 
tribution; importance of wholesale and 
retail trade: trends in margins and 
value added by distribution. Empha 


sizes quantitative measurement 


222 pages 


Soil Warming By Electricity 


R. H. Coombes 
Philosophical Library, 
New York, N. Y. 


Provides information on the installa 
tion of soil warming equipment tor 
greenhouse, cold-frame and cloche 
and includes a section on the financial 
aspect. Covers those crops that benefit 
most by soil warming and gives de 
tails on the production of such crops 
Includes a section on intercropping 


116 pages 


HYKON WIRE 
MEASURING unr 


Saves time — cuts losses, too! 


SRM-18, the sensational Hykon complete 
mea ng ut, fe u yi inteed a 
and simp 

I he mpact unit consists of Store roo 
Reel, Wire Meter and Take-up Keel 
all-welded steel framework. Outer spokes 
unlock instantly for quick removal of 
measured coil. Meter takes wire, rope 


other flexible material up to 1” diam 


Write for latest Catalog today 
HyKon Box 923, Mt Union 

ALLIANCE, OHIO 
MANMUIACTURIN ‘ 
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TRINE’S 


DEAL 


"the 
32 


new electric 


COLORAMA" 


featuring 4 new 
push buttons 
including the most 
beautiful push 
button in the world, 
“THE SCROLL”’— 
with “Welcome” tor 
visitors engraved on 
its face! 


SO UNUSUAL IT SELLS IT- 
SELF WHEREVER DISPLAYED Only $31.39 hist, 
for 32 push buttons 


Place one with every dealer—-he'll Display and Stand FREE 
profit with continuous repeat sales 


12 “most wanted” bell buttons dramatically presented on an artist's polette 
display over 12 rich spectrum colors 

PACKAGED DEAL—includes polette display of |2 somples with separate wrought 
iron easel and introductory “back-up stock of 20 push buttons packed individually 
in colorful Trine boxes, for a total of 32 push buttons 

DISPLAY —outhentically simulates artist's palette, 17> wide 14” thick panel 


| TRINE MFG. CORP. , 1430 ferris Place, New York 61, WY. 


The KEES adjustable OUTLET 


No. 9139 


Since 1874 


P. O. Box 610 for Free Catalog 


ere fi waster ay e 


BOX HANGERS 


A Universal 
Box Hanger 


Combination 
Retail Price 
Card, Deaier 
Jobber Cost 
Card attached 
to diuplay 


F. D. KEES MFG. CO. Xibnasxa 


fey 
| 
| 
: 
we 
4 
Yes, Kees adjustable outlet box hangers a tailed then ber hanger 
ea ynd quicker, ¢ There no need ¢ fastens ¢ with Bracket heavy 
notch the ost, tor fheet hangers may son inet > aches wid 
be tostened to higher or lower side of ' Rigid and sf Lowes 
Box may be od usted t hy position trom cl tut which 
fo ten inch ut trom tud at sactty 
plete with flatu tud and ev 
(an he for mount tched Outlet furnished | 
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Looking fora... 


‘LEADE RR’ 


item for contractors, ; 


SPECIAL 
INTRODUCTORY OFFER 


I 


3- 
K-8 SCREW 
ANCHOR KIT 


100 Mo. 8 SCREW ANCHORS 
* 100 SHEET METAL SCREWS 
© CARBIDE DRILL, 3/16" Dia. 
* MONEY BACK GUARANTEE 


only $2.95 


This special offer is our way of introduc- 
ing you to Hi Screw Anchors-——-a low cost, 
protit item, Of Ethyl! Cellulose-—an 
all-weather plastic of unusual strength 
and durability Hi Serew Anchors outhold 
other anchors many times. Their low cost 
means savings for your customers on 
every screw they anch 


or 
TREMENDOUS HOLDING POWER! 
MILLIONS IN USE! 


SEND GIVE-AWAY SAMPLE PACKETS 


NAME 
FIRM 
STREET 


450 Lim St Sycamore, 


NEW PRODUCTS YOU CAN USE 


Casters 


The Rapids - Standard Co., 
Grand Rapids, Mich. 


Inc., 


models 
dual 
“spe 


“Rapistan” caster 
tired 


which 


Iwo new 
the 
wheel 


pneumatic caster and 
heen 


have 


caster have 


cial order” until recently, been 
added to the manufacturers’ standard 
tired casters give 


and 


line Pneumatic 


quieter and smoother operation 
are designed to protect the equipment 
on which they are mounted and to re 
duce vibration. Dual wheel casters are 
equipped for long wear and have far 
capacities than single 
wheel Due to greater distri- 


bution of the load over the floor area, 


greater load 


casters 


they give maximum load capacity with 
minimum overall height 


Metal Stool 
Ajusto Equipment 
Ohio 


Redesigned adjustable metal stool is a 
light weight, portable unit for occa- 
sional The adjusts in 
height from a minimum of 18 in. to as 
much as 27 in. It has a cast iron base 
of modern design with a 16 in. spread 
and a 13 in Op- 
tional equipment includes glides, wood 
foot rest (which moves 


Co., Toledo, 


seating stool 


diameter steel seat 
seat, back rest 
up and down as the seat is adjusted), 
seat cushion 


SALES AIDS 


Cords Limited Div., Fssex Wire Corp., 
DeKalb, Ill—New device simplifies 
cord set design. The “Cordinator” is 
a four section plastic bound circular 
computor that is said to make possible 
the quick engineering and design of 
cord sets, Visualization of actual cord 
sets is made possible by rotating the 
illustrated disks of the “Cordinator” 
New cordage tables, 


capacity and gauge charts enable the 


chart graphic 


selection of wire appropriate to van 


ous product classifications. A com 
posite chart indicates the various stand 
ard components and connectors adapt 
able to the cords Field test 


ing of the device indicates appreciable 


selected 


savings reflected in eliminating costly 
engineering, drafting time and sample 


requisitioning 


Alpha Wire Co., New York, N. Y. 

“ServiceSpool” packaged wire line 
the 114 most widely used 
electronic items on three sizes of 
metal spools. Designed specifically for 
servicing and installing of 
radio, TV, phono, intercom, hi-fi, and 
electronic devices, the line embraces all 
the necessary wire types. This includes 
tubing, high voltage wire, filament 


contains 


repairing 


MINERALLAC 


BEAM 
CLAMPS 


MOUNTING 
HANGERS 
ON I-BEAMS 


Mounts Mineratioc hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling hol.s. Made of 
heavy gauge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4 20 topped holes— 
will fit beam flanges up to 4 inch thick. Furnished 
with case-hordened set sxrew. Low cost. 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, lil. 


MINERALLAC 


FOR 
MODERN 
QUALITY 
FITTINGS 

Specify 


BOSTON. MASSACHUSETTS 
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wire, microphone cable, hi-fi cable 
multi-conductor cable, shielded cable, 
test lead, power cord and so forth 


Signal Elec. div., King-Seeley Corp., 
Menominee, Mich.—-Fan display stand 
can be adapted to include any model 


or combination of models in the Signal 
fan line. It requires less than 3 sq. ft 
of floor space. It is finished in five 
colors with a choice of flasher light or 
traffic signal at the top 


Great Neck Saw Mfrs. Inc., Mineola, 
N. Y.—Master hack saw frame and 
coping saw frame display is claimed to 
be a self-contained saw frame depart- 
ment for any store. It is for in a 
small on either floor or counter, 
and measures 24% in. wide by 21% 
in. high. The two-tone orange and 
black, heavy wire-steel display holds 
342 dozen of the firm’s top line saw 
frames 


use 


area, 


Star Expansion Bolt Co., New York, 


N. Y Iwo-color folder describes 
“Snapin Spring Wire” toggle bolts for 
fastening fixtures to thin or hollow 
walls. Literature includes full details 
and illustrations on the fasteners’ ad- 
vantages, construction and use by all 


types of contractors and public utili- 
as well the home 


SODERING 
WELDING 
BRAZING 


handyman 


ties 


as 


L. B. ALLEN & CO. inc. 


6701 BRYN MAWR AVE. 
CHICAGO 31, 


ILLINOIS 


1455 SPRING GARDEN AVE. 
PITTSBURGH 12, PA. 
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CLASSIFIED 


SELLING OPPORTUNI TIES 


Agents ‘WANTED . LINES WANTED 
BUSINESS OPPORTUNITIES 


UNDISPLAYED 


$1.20 per line 

vance payment count 
Box Numbers counts as | 
Discount of 10% if f 
for 4 consecut 


Send NEW ADS to 


minimum 3 tines. Te figure ed 
> average words as @ line 


| payment ts 
ve eerlions 
ELECTRICAL 


for June issue 


made in ad 


WHOLESALING 
cloung May 


RATES —- 


The edvertising r 
elvertising apy 
Contract 
An advertising ine 
column § 


330 W. 


ADVERTISING 


DISPLAYED 
ale per inch 
ering @n other then « 


St New 


WANTED 
ADDITIONAL LINES 
NORTHERN OHIO 
REPRESENTATIVES 


Long established Sales Agency, now 
representing top manufacturers, wishes 
new lines of Boxes, Devices, Wire and 
Cable, etc. New office and warehouse 
building. Now calling on Electrical 
Wholesalers, Contractors, Engineers, 
etc. 
RA 1475 Electrical Wholesaling 

520 N. Michigan Ave., Chicago 11, Ill 


SALESMAN AVAILABLE 


Electrical Supply Salesman would Like to Repre 
sent Well Known Monutacturer to Cover Bate 
Wash. Area Know Architects, Conts. G Suppliers 
Have Many Yeors Exp in all Phases of Electrical 
Industry 
$A 1503 Electrical Wholesaling 
330 W. 42nd St, New York 36, N.Y 


SELLING OPPORTUNITY OFFERED 
California supply & apparatus distributer since 
un. Top produce nly need apply. } 

The Elect ( low Anwele 


SELLING OPPORTUNITIES WANTED 


Lighting Sales Engineer seeks additional lighting 
nna Je ey Diela 


ure. ¢ arch’t ontre 
KA ectr Wi esaling 
Manufacturer's Agency—Will provide full cover 
ge of I na for one toy alit ne 
KA Elect wi esaling 


Non-Stocking Wholesaler calling on institutional 


An 
INVESTMENT! 


Productive advertising is an 
INVESTMENT rather than an 
EXPENDITURE 


“Selling Opportunities’ advertisers 
almost invariably report prompt and 


satisfactory results 


BE CONVINCED—send 
advertisement TODAY 


us your 


Manutacturers 


in the tollo 


with wholesale 
of Cable and Conduit Fittings has openings 
WESTERN 


PENNSYLVANIA, WEST VIRGINIA, KEN 


WANTED 


Representative 
rs and jobbers. Ma 


wing territories 


TUCKY, INDIANA, MICHIGAN, WIS 
CONSIN, MINNESOTA, NORTH G SOUTH 
DAKOTA IOWA NEBRASKA AND 
KANSAS. SEND FULL RESUME. SALES 
MANACER WILL ARRANCE FOR INTER 
VIEW 
RW 9422 Eelctrical Wholesaling 

330 W. 42 St., New York 36, N.Y 


New England, 

Texas, Oklaho 

lowa, 


330 W. 42 


Indiana, Michigan 


MFR'S REPRESENTATIVES 


WANTED 


For a popular line of 
CONDUIT FITTINGS 


Wester 
West 


ma 


State, 
Missouri, 


Florida and Georgia 


RW 9363 Electrical Wholesaling 
New York 36, N. Y 


St., 


REPRESENTATIVE AVAILABLE 


Well exper ed jlesman Selling to 
Wholesole line for New Y 
Syrocuse Eastward and the State of ¢ 
Metropolitan New York excluded 
BOX +11, BLAUVELT, N. Y. 


tric Hard 
to pun 1 fae 
with Mfr 
of Metal A 
and 
cellent 
flor perman 
hfidential 


BO 1483 
330 W. 42 


con 


for 
of 


SERIOUS PROPOSAL 


to Jobber-Distributor 


of 
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lay 
mutua 
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embis hoth 
Otlering kno 
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ent arrange 


Electrical 


St., 
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v-how, 


ment 


Wholesaling 
New York 36, N. Y 


Familiar 
nufacturer 


n Penna, 
erm Onto 
Minn 


Electrical 
ork State 
onnecticut 
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el 
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ibricator 
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Con 
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Row N {ddress to office nearest you 
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SAN FRA ISCO: 6& Post St. (4 
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it is also our business to keep 
daity pace with the contrac- 
for’s complex wiring prob- 
lems, The result is our 
modern line, geared to your 
current needs. For example: 


— 


Specify 
Arrow TILE COVERS 


for Tile, 
Cinder Block 
and 
Wood Panel 


Partitions 
For 4” and 
Sq. Boxes 


Cat. No. 4-5C61 


In modern building meth- 
ods, Arrow Tile Covers 
are ideal for brick, tile 
and cinder block con 
struction. They are 
widely regarded as the 
most practical and eco- 
nomical devices for elec- 
trical installations. 


Available in standard 
14" and 2” raised sizes 
for 1 and 2 devices. Also 
raised sizes from 4" to 


1! 


Depend on all Arrow prod- 
ucts for premium quality; for 
greater time and cost econ- 
omies. Specify “Arrow Con- 
duit” in your next job order. 


tm FREE! 


WALL CHART fox 
guide for maximum 
number of econdue- 
tors. Quickly identi- 
fies boxes & covers 


ASK FOR NEW CATALOG, TOO. 
WRITE FOR BOTH, TODAY! 


"ARROW CONDUIT & 
FITTINGS CORP. 
129 20th STREET BROOKLYN 32,N Y 


4 


Sales Representatives & *Warehouse Stocks 
| BALTIMORE, MD. CHARLOTTE, H.C. + "CHICAGO, 
* *CINCINWATI, ONIO “DENVER, COLO. 

DALLAS, TEX. *LOS ANGELES, CALIF, *MIAMI, 
"FLA. MEW YORK, N.Y. MEWTON CENTRE, 


ADVERTISERS’ INDEX 


Abolite Lighting Div., Jones 
Metal Products Co. 
Aeme Electric Corp. 
Adalet Mig. Co., Tne 
All-Steel Equipment, Ine. 
Allen Co., Ine.. L. 
American Blower Corp. 
American Eleetrie Switch Div. of 
Clark Controller Co. 
American Steel & Wire Div. 
of U.S. Steel Co. 
Amplex Corp. 
Anaconda Wire & Cable Co. 
Appleton Electrie Co. 
Arro Expansion Bolt Co. 
Arrow Conduit & Fittings Corp. 
Arrow-Hart & Hegeman 
Eleectrie Co. 104, 
Atlantic Conduit Fittings Co. 
Atlas Eleetric Products Co. 


Blackburn Corp., Jasper 
Blackhawk Industries 
Blackhawk Mfg. Co. 
Kriegel Method Tool Co. 
Buchanan Electrical Prod. 
Corp. 
BullDog Eleetrie Prod, Co. 
Kurndy Engineering Co. 
Bussmann Mfg. Co. 


Carol Cable Co., Div. of the 
Crescent Co., Ine. 

Certified Ballast Migrs. 

Champion DeArment Tool Co. 

Champion Lamp Works 

Chelsea Fan & Blower Co., Ine. 

Cirele Wire & Cable Corp., 
Subsidiary of Cerro De Pasco 
Corp. 

Clark Controller Co, 

Columbia Cable & Elec. Corp. 

Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 

Conduit Pipe Products Co, 

Consolidated General Products, 
Ine. 

Continental Wire Corp. 

Crescent Ins. Wire & Cable Co. 

Cutler-Hammer Ine. 


Diamond Wire & Cable Co. 


Economy Fuse & Mfg. Co. 

Electro Compound Co. 

Emerson Electric Mfg. Co., The 

Essex Wire Corp., Paranite 
Wire & Cable Div. 

Exide Industrial Div., The 
Electric Storage Battery Co. 


Kasco Industries, Ine. 

Federal Pacifie Electric Co. 

Fostoria Pressed Steel Corp., 
The 

Fullman Mfg. Co. 

Furnas Electric Co. 


Gedney Eleetrie Co. 
General Cable Corp. 
General Electric Co. 
Apparatus Sales Div. 
Lamp Div. 29, 
Trumbull Components Dept. 
Gets-A-Lite Company 
Guth Co., The Edwin F. 


Hazard Insulated Wire Works 
Henderson-Hazel Corp. 

Hevi Duty Electric Co. 
Holub Industries, Ine. 
Hubbell, Ine., Harvey 


livkon Mfg. Co. 


Ideal Industries, Ine. 
Iiseo Corp. 


International Register Co, 


134 
102 


Second Cover 


Fourth Cover 


133 


24, 25 
56,125 


44 


147 
89 


108 
118 

51 
113 


130 


141 
120 


94 
109 


22 
37 


141 
144 
131 


35 


Jackson Electrical Co. 
Jenkins Bros. 
Jones Metal Products Co., The 


Katolight Corp. 

Kees Mig. Co., F. D. 
Kennecott Copper Corp. 
Keystone Mfg. Co. 
Killark Electric Mfg. Co. 
Knopp Ine. 


Marcus Transformer Ine. 

Midwest Electric Mig. Co. 

Miller Co., The 

Minerallae Electric Co. 

Mitchell Lighting, a Div. of 
Compco Corp. 

Moe Light, Ine. 


National Electric Products 
National Price Service 
National Lighting Bureau 


Okonite Co., The 


Paranite Wire & Cable Co., Div. 

of Essex Wire Corp. 
Pass & Seymour, Inc. 101 
Phelps Dodge Copper Products 

Corp. 8, 99 
Pierce Renewable Fuses, Ine. 96 
Plymouth Rubber Co., Ine. 

Third Cover 

Porcelain Products, Ine. 135 
Powercraft Corp. 140 
Progress Mfg. Co., Ine. 41 
Pyle-National Co., The 18 
Pyramid Instrument Corp. 

Amprobe Div. 

Remeon Elect'l Wiring 

Device Div. 10 


Quadrangle Mfg. Co. 124 


Rawliplug Co., Ine., The 126 
Revere Electric Mfg. Co. 136 
Rhodes, Inc., M. H. 116 
Ridge Tool Co., The 119 
RLM Standard Institute Ine. 31 
Rome Cable Corp. 20, 21 
Royal Electric Co., Ine. 111 


Sangamo Electric Co. 45 
Spang Chalfant (Div. of the 

National Supply Co.) 47 
Square D Company ‘ 
Stonco Electric Products Co. 


Thiel Tool & Engineering 

Co., Ine. 
Thomas & Betts Co., The 97 
Toledo Pipe Threading Machine 

Co., The 127 
Trade-Wind Motorfans, Ine. 19 
Triangle Conduit & Cable Co., 

Ine. 14 
Trine Mfg. Corp. 145 


United States Rubber Co. 39 
Universal Clay Prod. Co., The #4 
Universal Metal Hose Co. 143 
hurt 107 

92.9% 
Mfg. Co.. 


Verson Co., 


Virden Co., John C. 


Electric 
Inc., The 
Weaver Co., J. A. 
Western Insulated Wire Co. 
Wheelock Signals Ine. 
Wm. Penn Fluorescent Light 
Mfg. Co. 
Wiremold Co., The 


Xcelite, Ine. 


Wadsworth 


Youngstown Sheet & Tube 
Co., The 
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Proves 
-OSTS NO 
TO Get 


BECAUSE; 
* Has longer effective fife, 
* |s gueranteed not to dry 
° Will not revel of edges. 
Exceeds oll electrical specifications of 
Federal Government or American Society 
for Testing Materials {A.S$.7 


World’s Finest 
PLASTIC TAPE 


BECAUSE; 
* Provides electricians with faster and 


neater taping jobs. 
© Provides greater resisionce fo woter, oils, 
acids, corrosion and abrasion. 
© Hoes superior adhesive quality, highest dielectric 
strength and proper elongation. 
SOLD ONLY THROUGH RECOGNIZED WHCLESALERS 


PLYMOUTH RUBBER COMPANY, INC. 
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“We prevented field complaints and Motor 
Burnouts -by protecting our sewing machine 
drive motors with Fusetron Fuses.” 


“By 1949, increased sewing machine speed and stepped 
up production tempo were putting added burdens on the 
drive motors we make for Singer Sewing Machine Co. 


“‘We needed a more effective way to protect these in- 
dustrial sewing machine motors — otherwise, we might 
expect increasing motor burnouts and field complaints. 


““An extensive test showed that Fusetron dual-element 
fuses, because of their time-lag, would hold the motor 
starting current, even those resulting from starting the 
sewing machines 40 or more times per minute. 

“In addition, Fusetron fuses safely took the motor 
off the line if the branch circuit was single phased. This 
type of power supply fault can give us a lot of trouble. 

“Our decision to provide individual Fusetron fuse pro- 
tection as standard equipment practically eliminated 
motor burnouts and prevented field complaints.” 


R. D. Ingalls. Chief Engineer 
DIEHL MFG. CO Electrical Division of 


The Singer Manufacturing Co. Somerville, N. J. 


DON’T One lost motor ... one needless shutdown 
. one destroyed switch or panel... one 

RISK burned out solenoid ... may cost you far 
more than replacing every ordinary fuse 


LOSSES! with Fusetron dual-element Fuses. 
Write for bulletin FIS. 


Singer Sewing Machine 
ond Electric Transmitter 
mounted on Stand and 
Table with Switch Box 
containing Fusetron fuses 


FOR LOADS ABOVE 600 AND Buss 


UP TO 5000 AMPS. — USE 

BUSS Hi-Cap FUSES! 
When coordinated with Fusetron \4cGraw Ele. Co 
fuses they will not open ahead of 

the fuse nearest fault... Write for 7, 


bulletin HCS. 


SHOW SMALL MOTOR USERS HOW 
FUSETRON FUSES 


can help them cut production costs 


The above condensed message on 
Fusetron dual-element fuses can fur- 
nish you the basis for a real sales talk. 

It shows how the Diehl Manufac- 
turing Company of Somerville, New 
Jersey used Fusetron fuses to prevent 
motor burnouts and field complaints 


from users. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 


By repeating this actual experience 
of the Dich! Manufacturing Company 
to men who are interested in the pro- 
tection of small motors, you may do 
them a real favor and at the same time 
expose yourself to some profitable fuse 


business. 
Bussmann Mfg. Co., St. Louis 7, Mo. 


Division McGraw Electric Company 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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